F National Association of Life Underwriters 





i 
} 
t 


Published by The Eastern Underanitd? 03: Co., 


(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 


Sl.. Street, New York 38, N. Y. 


Printed in U.S.A. 


THE EASTERN UNDERWRITER | 


A WEEKLY NEWSPAPER — INTERPRETING Yue TRUE SPIRIT OF INSURANGE - 


a 
An, 
Ce 


Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 1879 








SS 
Fifty-eighth Year, No. 38 


NEW YORK, FRIDAY, SEPTEMBER 20, 1957 





—_— 


Town Inspections 
Among Features Of 
Fire Safety Program 


Fire Prevention Campaigns, Engi- 
neering Surveys Highlight Nation- 
wide Drive to Cut Losses 


PREVENTION WEEK OCT. 6-12 


This Is 50th Anniversary of Organ- 
ized Fire Prevention Activities 
National Board States 


The National Board of Fire Under- 
‘writers states that Fire Prevention 
q E Week, October 6-12, will mark the 50th 

nniversary of organized fire prevention 
activities in this country. 

While no special national celebration 
is being conducted, communities every- 
; where will emphasize the value of fire 
| prevention work, such as the annual fire 
prevention and safety campaigns, the 
' town inspections, the engineering sur- 
' veys of the fire protection facilities of 
“cities, the extensive research by insur- 
ance companies, and the many and varied 
' contributions by public and private agen- 
' cies outside the fire insurance business. 
| Among the oldest of organized activi- 
§ ties are the town inspections. These are 
© community-wide fire safety educational 
| campaigns, usually sponsored by local 
Chambers of Commerce and carried out 
q with the technical assistance of local 
| fire prevention associations. 


Town Inspections 


According to the National Board, 
| town inpections originated 50 years ago 
-in the Middle-West and later spread to 
' the East, South, South-West and West 

Coast—even to Alaska. They represent 
one of the most popular public services 
_ of the capital stock fire insurance busi- 

ness and about 4,000 have been con- 

' ducted. 

' During the next few weeks 34 i inspec- 
tions are scheduled to be held in the 
following communities in 21 states: 

: Harrisonburg, Ark., September 24; 
Newport, Ark., September 25; Sherman 

| Oaks, Calif., September 25: Brush, Colo., 

3 October 10-11; Macomb, Til, September 

- 25; Clay City, Ill, September 25; Brazil, 
Ind. September 24; Hawarden, Iowa, 
» September 25; El Dorado, Kan., Septem- 

ber 18-19; Maysville, Ky., September 26; 

Monroe, Mich., early October; Madison 

Square, Mich., September 24. 


Other Town Inspections 


Also, Osseo, Minn., September 26; 

- Union, Mo., September 24: East Prairie. 
' Mo., late September ; Aurora, Neb., Sep- 
- tember 26; Raton, New Mexico, October 
| 8-10; Sidney, N. Y., early October; Bel- 
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SELL THE BEST 
in insurance! 


Special plans and extra-special 
service mean fewer lost sales and 
increased income for you when 
you have United States Life to 
depend on. We may have the plan 
your client needs . . . as Broker- 
age Specialists we’ve grown 
through service into the Billion- 
in-force group. We welcome your 
surplus business and seek your in- 
quiry! We have General Agency 
openings. 


BROKERAGE SPECIALISTS 


“Your best friend—in any case” 


‘ 

' Agency Department 

: United States Life Ins. Co. 
! 84 William St., N. Y. C. 


: Name. 


1 Let’s move ahead together. Send me 
! information about the Company and 
: factson [) Life [] A&H [J Group. 
: C Lam interested in a General Agency. 
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Group Limits Hottest 
Topic Before NALU 
Meeting At Detroit 


Feeling Strong That Solution Must 
Be Found Before Greater 
Damage Is Done 


CRITICISE COMPANY STAND 


Big Auto Manufacturers Against 
Limits; California Proposal; 
Johnson Voices Caution 


By CiLarENcE AxMAN 


Detroit—The 60th 
of NALU in session at Sheraton-Cadillac 
Hotel 
cluding wives of 
as convention really 
Monday morning was centered on Jumbo 
meeting of Group 
committee. This is a particu- 
issue in Detroit, 
automobile manufactur- 
all of whom are large 


annual convention 
has an attendance in- 
2,500. Principal attention 
into its stride 


this week 
got 
Group lines at the 
insurance 
larly hot 
of the principal 


home town 


ers of the country, 
carriers of Group insurance. 


The Group Limits Situation 


Consensus of opinion of the committee 
members is that no real headway is being 
made in new legislation favoring a model 
definition of maximum limits of 20/40. 
Eighteen states have no statutory limits 
at all and the highly 
industrial states of Delaware, Michigan, 
New York, Massachusetts and Califor- 
nia. Despite considerable efforts to have 
legislation enacted in New York and 
California this year failure resulted 
David B. Fluegelman, general agent, 
Connecticut Mutual, New York, and 
former chairman of Group committee, 
said there had been conferences between 
a joint LIAA and ALC committee and 
the committee of NALU, which confer- 
ence had made no headway and gave 
him the impression that companies were 
making no progress on this issue. Mem- 
bers of legislatures were confused also 
because the business is so divided on 
this subject. 

A Michigan 
in Lansing, capital of 
Jumbo Group. The manufacturers 
ciation had immediately taken the posi- 
tion that it was against the maximum 
limit measure. Its representative was fol- 
lowed by the appearance of three men 
representing the giant manufacturers. 
Their talks were terse and decisive. 
Speaker No. 1 said, “I represent Ford 
We oppose this bill.” Speaker No. 2 said 
he represented General Motors and 
registered his objection similarly. Speaker 
No. 3 had as little to say; but took a 
similar position. He said he was talking 
for Chrysler. 

Mr. Fluegelman was asked if headway 
could be made if NALU made some 
compromise. Fluegelman’s reply: “What 
if we did agree to have the maximum 
limit increased to forty or sixty thous- 
and or even a somewhat larger amount ? 
What good will that do? Some com- 
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among those are 


told of a hearing 
Michigan, on 


asso- 
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A NEW NAME 
A NEW HOME 


On September 15th, State Mutual Life 
Assurance Company of Worcester, Mass- 
achusetts became STATE MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA. 
The replacing ‘‘of Worcester” with ‘‘of 
America” was a name change designed to let 
the original 1844 name catch up with the 
Company’s extensive growth throughout the 
entire United States. 





State Mutual is truly nationwide. It main- 
tains 92 field offices in 62 cities from coast to 
coast, and is licensed to write ordinary, non- 
can sickness and accident and group coverage 
in all 48 States and D.C. 


To us the change in name is a most impor- 














ee 














for America’s fifth oldest Life Insurance Company 


tant one, keeping the old which we so greatly 
esteem and adding a new concept symbolic 
of nationwide stature. 


Further evidence of State Mutual’s forward 
pace is its new Home Office in Worcester 
planned for occupancy in the early fall of this 
year. In designing and equipping this new 
building, every effort was made to provide 
the most modern and efficient workshop to 
serve a constantly growing number of policy- 
holders. The new State Mutual building will 
be headquarters for a highly trained and 
progressive team, now — more than ever — 
ready to serve your needs, the needs of your 
clients and of our industry. 





STATE MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA 


Home Office: Worcester, Massachusetts 
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Vice President Pritchard Hard 
Working Committeeman For Years 


Detroit — Oren D. P ritchard, general 
agent at Indianapolis for Union Central 
Life and last year secretary of NALU, 
was elected vice president here this week. 
Mr. Pritchard had long been prominent 
as chairman of NALU committees espe- 
cially those having to do with law and 
legislation. 

Born in Franklin, Indiana, graduate of 
Franklin College, class of 24, Mr. Prit- 
chard early went to Florida seeking a 
business career in that booming state. 
For a time he was in real estate, then 
sold life insurance for American Central 
Life. After a few years in Miami, he 
returned to Indianapolis where he be- 
came assistant manager for Union Cen- 
tral in September, 1934. He was _ pro- 
moted to branch manager at Fort Wayne 
and after two years was made general 
agent for the company in Indianapolis. 

Mr. Pritchard has been president of 
both the Indianapolis and Indiana State 
Associations of Life Underwriters and 
also the General Agents and Managers 
Assn. of Indianapolis. In 1941 he was 
made chairman of the state association’s 
legislative committee which was his in- 
troduction to field in which he became 
something of an expert. 


Mr. Pritchard is treasurer of the In- 
ternational Convention of Disciples of 
Christ; he is a Mason, a member of 


New N ALU teers Was 


Born to the Business 


WILLIAM E. 


HANDLEY, 


IR. 


Detroit—The new secretary of NALU, 
William S. Handley, Jr., might be said 
to have been born to the business as he 
is the son of the late manager of the 
South Carolina Agency of Mutual Life 
of New York and he has been an agent 
for Mutual Life at Columbia, S. C. for 
twenty years. 

Mr. Handley is an NALU trustee and 
as chairman of its membership commit- 
tee he greatly increased its membership. 
He is a past president of both the Co- 
lumbia and South Carolina Associations. 
He served five years in World War II. 
Among his activities he was chief officer 





Robert C. Preble President 
Of Advanced Underwriters 


Detroit—American Council of Life Un- 
derwriters formed some months ago by 
a group of more than a hundred large 
writers of life insurance has changed its 








OREN D. 


PRITCHARD 


Columbia Club and Meridian Hills Coun- 
try Club. His daughter, Mrs. Harold 
De Mun, is wife of a professor at Miami 
University, Oxford, Ohio. 





of the Columbia Junior Chamber of Com- 
merce and he was also a chairman of 
the Red Cross Campaign. He has also 
been active on many NALU committees. 


Underwriters 
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Albert C. Adams Elected President 
Has Had 37 Years In Life Insurance 


30 
insurance for 


More than with 


in life 


Detroit 
the same company, 
37 years, is the background of Albert 
Carey Adams, general agent in Phila- 
delphia for John Hancock Mutual Life, 
who was elected president of NALU 
at the annual meeting here this week. 

Born in Baltimore, Mr. Adams went 
to Wharton School, University of Penn- 
sylvania, entering a bank for a year after 
graduating. But he soon found his way 
into life insurance, becoming an agent 
for Connecticut Mutual Life in Balti- 
more. A noted life insurance agency in 
Baltimore at the time was the Ernest 
J. Clark Agency of John Hancock which 
included the territory of all Maryland 
and the District of Columbia. Mr. Adams 
joined this organization as a_ super- 
visor. In a few years, on January 1, 
1929, the company appointed him general 
agent for the state of Connecticut. At 
the beginning of 1939 he was _ trans- 
ferred to Philadelphia as general agent 
where he has since been. 

Mr. Adams has been president of both 
the Philadelphia and Pennsylvania State 
Associations of Life Underwriters. After 
serving NALU for several years as a 
trustee, he was elected secretary. 
has served on many NALU committees, 
chairman of some including the impor- 
tant Social Security Committee requir- 
ing many appearances hefore Washing- 
ton legislative groups. He was awé arded 
the Philadelphia Association’s trophy for 
distinguished service to life insurance. 

Mr. Adams is a Mason and belongs 


years 


GAMC’s Sensational Expansion 


Now Has 5,700 Members; Area Conferences Latest Develop- 
ment; Question of Keeping It Under NALU Tent 


Detroit — Fastest growing division of 
NALU, the General Agents and Man- 
agers Conference of that association is 
growing like a snowball. It now has 5,700 
paid members and at its annual confer- 
ence in Sheraton Cadillac Hotel the 
main ballroom was not large enough so 
overflow was packed into a connecting 
room. Evidently there is a nationwide 
demand for programs of particular inter- 
est to managers and general agents. At 
an area conference held in Dallas last 
week attendance was 850, meetings last- 
ing three days. 

Big question is how to handle the 
expansion of this division and still keep 
it under the tent of NALU under whose 
cooperation it is operated. Every effort 
will be made to keep it part of NALU 
operation. One development in its growth 
is the establishment of area conferences 
on a permanent annual basis. Freeman 
|. Wood, general agent, Lincoln National 
Life Chicago, is in charge of this de- 
velopment. He told The Eastern Under- 
writer this week that there will be at 
least 22 of such area meetings, 14 being 
held this year. Next one will be held 
in October at French Lick Springs, In- 
diana, to attend which 47 reservations 
were made first day they were available. 
“Tt is only necessary to announce a good 
program for such conferences to be a 
success,” said Mr. Wood. “And we are 
having no difficulty in getting speakers 
of reputation in the insurance field. We 





name to Association of Advanced Under- 
writers. It has elected Robert C. Preble 
of Chicago, National Life of Vermont, as 
its president. He is a life member of 
MDRT. Headquarters of new association 
are in Washington, 


are convinced that GAMC will continue 
as an integral part of NALU.” 


The GAMC this week elected L. Vic- 
tor Drury, Philadelphia, Sun Life of 
Canada, as its new president. He suc- 


ceeded Mortimer Buckley, 
Life. Dallas. 


New England 
Executive director of GAMC 
is Donald Baker. This conference of 
sont e had its start in Pittsburgh in 
1931, but did not attract much attention 
until 1947 when it was formalized as a 
standing committee of NALU. 
Speakers at its conference here 
week included Judd Benson, 
tral, Cincinnati: Gordon F. 
New E neland Life, Seattle; ¢ 


this 
Union Cen- 
Crosby, die 
>. C. Fraser, 


Aetna Life, Saginaw; John Meehan, 
Mutual of New York, Boston; Floyd A 
Rosenfelt. Connecticut Mutual, Toledo, 
and C. Carney Smith, Mutual Benefit 
Life, Washington, D. C., who acted as 
moderator. 


Bank Loan Plan Stand 
By National Council 


Detroit—After a considerable discus- 
sion on Bank Loan Plan the committee 
on Federal legislation adopted this rec- 
ommendation which was approved by 
NALU Council: 

“We suggest that any further activity 
bearing on NALU’s policy with respect 
to the Bank Loan Plan should come 
within the purview of the committee on 
field practice or such other non-legis- 
lative committee as the board may deem 
appropriate. Further, in the event that 
proposed legislation should again be in- 
troduced in Congress adversely affecting 
the deductibility of interest paid on life 
insurance policy loans, we recommend 
that the association oppose such legis- 
lation.” 








ALBERT C. ADAMS 


University Club and 
and Mrs. Adams 


to Downtown Club, 
a country club. Mr. 
have three children. 





Reelected "T seisiadia 


J. HICKS BALDWIN 
Detroit J. Hicks Baldwin, general 
agent for New England Mutual Life at 
Washington, D. C., was reelected treas- 
urer of NALU here this week. Early in 
1956 Mr. Baldwin was named treasurer 


to fill out the term of James Elton Bragg 
who resigned after serving in that office 
for years. At the annual meeting last 
year Mr. Baldwin was elected for the 
full term as treasurer and this year was 
reelected. 


Beal soul Schaaff Trustees 


Detroit — Orville E. Beal, executive 
vice president of Prudential, and Charles 
H. Schaaff, vice president of Massa- 
chusetts Mutual, were elected trustees 
of American College of Life Underwrit 


ers here this week. Julian S. Myrick, 
chairman of the college’s board, pre 
sided. 

At CLU 30th annual conferment Sep 


tember 18. Dr. Davis W. Gregg, presi- 
dent of the college, conferred CLU de- 


grees on 500 candidates for the designa- 
tion. 
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Now Women Leaders Round Table 


WQMDRT Changes Its Name; New Chairman Margaret M. 
Vogelsang; Has 307 Members, Is 21 Years Old; 
Judge Deane Davis Cites High Purpose 


D-troit—Women’s Quarter Million Dol- 
lar Round Table 
week to Women 
of National Association 
The 


changed its name this 
Table 
Under- 
been 


Leaders Round 
of Life 
writers. former name _ has 


found awkward and in some quarters 
misleading as eight of its members are 
dollars or more a 
are trustees of 
Margaret M. 
Connecticut 
agency in Wisconsin 
Alberta M. Light, Na- 
who presided at a 
leaders held at 


million 
the latter 
New chairman is 


of Ken Jacobs 


writers of a 
year. Two of 
NALU. 
Vogelsang 
Mutual general 
She succeeded 
tional Life, Detroit, 
dinner of these women 
Hotel Statler Tuesday night which was 
addressed by Judge Deane Davis, presi- 
dent, National Life; Arleene Owen, 
American United Life, who wrote and 
placed seven policies for $375,000 oi 
the 


Saturday eB op at 6 o'clock in 

morning, and Valerie Kusarak of Excel- 
sior Life, Canada, one of best speakers 
among women agents of that common- 
wealth. In introducing her successor as 


chairman, Miss Light said the Women 
Leaders Round Table is 21 years old, has 


307 members whose average production 
is $500,000 a year. Companies repre- 
sented by membership are 77, largest 


company membership being New York 
Life with 56. Prudential has 21, Equi- 
table 18, Franklin 14, Penn Mutual 11 
and Mutual of New York 10. 


Judge Davis Cites High Purpose 


Judge Davis complimented the women 
present in the success they have achieved. 
They undoubtedly have found that one 
of their greatest satisfactions is the 
proper reward which comes to both men 
and women who live greatly in the field 


of service, he said. The more they enjoy 
their work the harder they try to be 
worthy of enjoying it. This kind of 


client relationship is not built by selling 


insurance, Judge Davis co mtinued, but it 
is built by solving problems. Nobody 
wants to buy insurance but every one 
wants his problems solved. “When at 
the close of an interview,” he said, “your 
client bids you goodbye with a feeling 
that he has shifted his problem to more 
mighty shoulders, you have not onlv a 
new friend, you have a client bound to 
you by hoops of steel, and you have 


created one more enduring relationship 
from which ‘the joy of it’ is compounded 

“Life insurance selling is a very human 
business. The agents deal primarily with 





Candidates For Trustee 


Detro NALU by-laws limit the 
slate of trustees to nine candidates. Fol- 
lowing are the nominees for trustee 


to be National Council 

later this week 
David M. Bl 

Mass. Mutual, 


voted on by the 
here: 
umberg, 
Knoxville, 


general agent, 
Tenn; Q. L. 


Ching, agent, Prudential. Honolulu; 
Louis J. Grayson, CLU, Travelers, 
Washington, D. C Paul E. Martin, 
manager, Me tropoli tan, Lexington, Ky.; 





mer., Business 
Tex.; Frank 
Old Line Life, 


R. L. McMillor 
Men’s Assurance, 


McNamara, 


district 

E prcanseesg 
general a gent, 
Waukesha, Wisc Elle n Putnam, CLU, 
agent, Natl. Life of Vermont, Rochester, 
N Y.; Fisher E. Simmons, Jr., general 
agent, Aibin American, New Orleans; Jack 
ereaaas, agent, Phoenix Mutual, Cleve- 
land > 

Of the nominees, Ching, Grayson 
Simmons are incumbent trustees. 

Holdovers completing their second 
year as trustees are William S. Hendley, 
Jr., Howard V. Krick, William E. North, 
Harry N. Phillips, Sam Starrett, Jr. 
and Jack White. 


and 


people, not figures. 
hopes, 
motivations of their prospects. 
into their minds and hearts. 


stand the 


plans, 


They strive to under 


emotions and 
They look 
Nor do they 


hesitate to preach where preachment is 


needed; 
line of 
remember 


and 
a life 
a particul 


respon 


to call the prospect back to the 
dutv 
that 
is tailored to fit 


sibility. They 


insurance contract 


ar human life 


and to serve a particular human need, 


a human hope. 
“Note, too, 


a human a 
the creative 


agent’s function is to take 
put a present value upon its full future 


-ntial, 
where 
portantly, 
who can do 
only tool. 
one’s work, 


pote 


intellectual power, 
from a 


that 
service 


come 
and 


right and your duty. 
dreams, 
samples of 


live our 
better 


create an 
it did not exist before. 
the 


To live 
to feel the 
to enjoy 
grandly 


agent is th 
it. and life 
a bit m« 


life 
creativitv—th 
We 
hut we ca 
our be 


economic 


cannot 


mbition. 
aspect of the 
a human life, 


value 
More im- 
e only person 
insurance the 
ore grandly in 


thrill of growing 


the rewards 
spent in 
are your 
alwavs 
n alwavs give 
st. These are 


ese 


the methods by which we add that final 


touc h of 
ture,” said 
his address. 


romance 
Judge 


to life’s 
Davis 


Retiring President A. Jz 
and Managing Director Lester Schriver 


of NALU 


great adven- 
in concluding 


ick Nussbaum 


were among the guests of the 


Women Leaders who included a number 


of company 
was Thomas 
Life. 


executiv es, ¢ 
E. Lov ejoy ( 


one of whom 
of Manhattan 


Women’s Round Table at Record Peak 


Detroit—Membership in the Women’s 
Quarter Million Dollar Round Table of 
the National Association of Life Under- 
writers continues to climb, this year to 
a record total of 307. Norma Austin, 
agent for North American Life in De- 
troit and membership chairman for the 
WQMDRT, announced that this year’s 
qualifiers for the women underwriters 
group represent 77 major companies, in 
42 states and territories. Alberta Light, 
National Life of Vermont agent in De- 
troit, is chairman of the WQMDRT. 

Of the 307 WQMDRT members, 14 
including Miss Austin, have been further 
honored by selection for NALU’s Million 


Dollar Round Table in 1957, and 140 
were recipients of this year’s National 
Quality Award, for persistency ‘in high 


standards of service to policyholders. 
The rapid rise of women underwriters 
in recent years is evidenced by the fact 
that of the 14 NALU women who have 
sold over a million dollars worth of life 
insurance annually and attained MDRT 
status, six are newcomers to the select 
group in the past year or two. 

New York Life women agents led other 
companies in WQMDRT_ membership 
with 56 qualifiers, Prudential had 21, 


Equitable Society 18 and Franklin Life 
14. In the list of men qualifiers for 
MDRT, in which New York Life also 


led, Prudential was tenth, Equitable 
fifth and Franklin 19th. New York Life 
and Equitable each boast two women 


members of the MDRT, while Prudential 
and Franklin each have one. 
New York Life’s are Mary Cassedy of 


Kalispell, Mont., and Mary Leonard of 
Winston-Salem, N. C. Equitable’s are 
Mildred Behr of Chicago and Lena 


Steinberg of Beverly Hills, Cal. 
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SALES DEPARTMENT 


Washington National Qrawrance Company 


HOME OFFICE 
EVANSTON, 


ILLINOIS 


Hudson's 


NORMA J. AUSTIN 
From Prudential is Moo-Kit Tsui of 
New York City, NQA winner for four 


years; and from Franklin Life is Grace 
Chow of Los Angeles, NQA winner for 
six years. 

New York Life further has two mem- 
bers of the WQMDRT who have won 
the National Quality Award for the past 
13 years, ever since it was founded by 
NALU in 1945. They are Cecilia Howard 
of Buffalo, N. Y., and Estelle Nagle of 
San Francisco. 

The “limitless future” for women un- 
derwriters was discussed at the NALU 
convention during the Thursday lunch- 
eon meeting sponsored by the Committee 
of Women Underwriters, of which 
Thelma Davenport of Northwestern Mu- 
tual in Washington, D. C., is chairman 
At the luncheon, “Legacies and Our 
Limitless Future” was the title of the 
speech given by Congresswoman Martha 
Griffiths of Michigan. 

Program chairman for the luncheon 
was Hedwig Eichenberg of Kansas City, 
with Miss Austin in charge of arrange- 
ments. 


Group Limits Situation 


(Continued from Page 1) 


pany will immediately then offer to write 
as much as five hundred thousand dollar 
limit.” Harold Baird of Brooklyn, 
Northwestern Mutual Life, and former 
president of New York State Association 
said that when the bill was introduced 
in New York State for 20/40 limit, not 
a single company agreed to speak for 
the measure. 


The California Proposal 


Considerable discussion took place 
about a resolution proposed by Cali- 
fornia Association of Life Underwriters. 
That association said that the important 
impetus responsible for the growth of 
Jumbo Group is an artificial tax shelter 
under the federal statutes, “which shelter 


Was never intended for Jumbo Group 
cases.” The resolution urged _ that 
NALU seriously consider recommending 


changes in the federal tax laws “which 
would eliminate such artificial tax shel- 
ters from Jumbo Group life insurance.” 

As soon as the California proposal was 
told the meeting, speakers in opposition 
to it arose in several parts of the room. 
Harold Regenstein of New York and 
others including Spencer McCarthy, sec- 
retary of New York State Association 
of Life Underwriters, said it was 4 


(Continued on Page 5) 
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Nussbaum Would Not 
Buck Bank Loan Plan 


OPPOSE ITS_ ABUSES 


ONLY 
Sees Need to Sell Living-values of Life 
Insurance; Attitude on Family 
Policy 


Detroit—NALU should not oppose the 
bank loan plan but only the abuses of 
the plan, in the opinion of, A. Jack Nuss- 
baum, retiring president. “Tf that is our 
stand,” he said before the National 
Council, “then we are in a better position 
to pinpoint unfair practices which affect 
the public. 

“You are all aware that early this year 
the Mills Subcommittee gave considera- 
tion to two items of great concern to the 
life insurance industry,” he said. “One 
has to do with the Premium Payment 
Test. The other, with the so-called Bank 
Loan Plan. The probability is that the 
Premium Payment Test will not be dis- 
turbed for the time being. The commit- 
tee decided to do nothing about the 
Bank Loan Plan. 

NALU Has Been Opposed 

“T am not going to discuss the merits 

or the demerits of the Plan, but I must 


Group Limits Situation 


(Continued from Page 4) 


dangerous proceeding which might open 
a flood gate of federal action in other 
avenues of taxation. Mr. Fluegelman 
said NALU does not want to go before 
federal government in a role having to 
do with so-called tax shelters of Group 
insurance. The vote of the committee 
was against appeals to the government 
for changes in existing federal tax regu- 
lation in any effort to curb further ex- 
tension of jumbo lines but favored an 
extensive educational program whereby 
the public and all the various components 
of the agency forces may be helped to 
understand why “unlimited amounts of 
Group term insurance on individual lives 
are not to the best interests of the pub- 
lic.” 

Some talks made before the commit- 
tee looked like a threat being made 
against the companies if they did not 
take some action in changing the pres- 
ent picture. And as one speaker said, 
“This stalling must be.” 

At this point Holgar J. Johnson, pres- 
ident Institute of Life Insurance, asked 
permission to be heard. Saying he was 
speaking solely and strictly from stand- 
point of what is best for public relations 
of the business he cautioned NALU to 
take no position which could be con- 
strued as a threat against life insurance 
companies. “My advice,” he said, “is to 
be patient. The situation is not hopeless. 
I know that the LIAA-ALC committee 
consists of men who comprehend the 
seriousness of the situation and_ their 
responsibilities. While I am not fore- 
casting that an agreement on this highly 
controversial issue will be readily solved, 
the committee is an excellent one and 
consists of men of top level rank, I am 
quite positive they are in a mood to mz ike 
progress in smoothing out this situation.’ 

Mr. Johnson’s views were well receiv- 
ed and the NALU committee decided to 
go along hoping the situation will be 
solved. The next meeting of NALU 
Group Committee and companies’ joint 
committee will be on October 3. 

The Group Committee next took up 
the question of commercial pension funds 
and trusteed welfare funds where a 

YALU subcommittee has been asked to 
approve an ethical practice code with 
respect to the insuring of the benefits 
of union and union management welfare 
and pension funds. NALU Group com- 
mittee felt it was unfair to single out 
the agent as being the only guilty party 
in union welfare situations. NALU com- 
mittee will not approve a code of ethics 
unless it includes bad practices in com- 
panies’ management and the unions 
themselves. 


a emphatically, that for many years 
NAL U has taken a stand opposed to the 
Bank Loan Plan. The purpose of the 
Mills Subcommittee’s investigation had 
to do with the probability of disallowing 
as an income tax deduction the interest 
paid on money borrowed to finance life 
insurance premiums. 
hen we were asked to appear before 
the Mills Subcommittee, it was normal to 
send Gerry Brown, who had been chair- 
man of the Law and Legislation Com- 
mittee for four years, to represent the 
NALU. He repeated to the committees 
the NALU stand, which, as I have said 
before, was as being opposed to the 
Bank Loan Plan. In order to be con- 
sistent, our representation before the 
Mills Subcommittee had to be in opposi- 
tion to the Plan. 

“As soon as our statement to the com- 
mittee was publicized, all hell broke 
loose. Between NALU headquarters and 
my own office, we must have had in ex- 
cess of 100 calls from all over the coun- 
try, lasting from 20 minutes to an hour 
from proponents of the Plan. 

“Where were these people, who. by the 
way are good members of ours, all of 
these years when we talked about being 


Dinner for Jack Nussbaum 


Detroit—A. Jack Nussbaum, retiring 
president of NALU and an associate of 
the Milwaukee agency of Massachusetts 
Mutual Life, was honored by his com- 
pany at a reception and dinner Septem- 
ber 15 at the Sheraton-Cadillac Hotel in 
Detroit. President Leland J. Kalmbach 
of Massachusetts Mutual was host of the 
affair. 

The invitation list for the fete included 
officers, trustees and directors of the 
major life insurance associations and 
service groups in the United States, lead- 
ers of the Life Underwriters Association 
of Canada, and office personnel _ the 
headquarters of NALU, and LUTC. 

With Vice President Charles H. 
Schaaff, CLU, of Massachusetts Mutual 
serving as toastmaster, the head table 
guests of President Kalmbach included 
Mr. and Mrs. Nussbaum; Lester O. 
Schriver, managing director, NALU;: 


opposed to the Bank Loan Plan? Why 

weren't they fighting it out at the com- 

mittee meetings, which are held for the 
(Continued on Page 6) 


Nussbaum Suggests High 
Level Industry Committee 


Detroit—A. Jack Nussbaum, retiring 
president, in his report to the convention 
recommended appointment of a_ high 
level industry committee composed of 
three or five members of every asso 
ciation in the life insurance business to 
meet at least twice a year to discuss 
problems that affect any part of the 
business. 

Mr. Nussbaum again stated NALU’s 
opposition to the writing of Jumbo 
amounts of Group insurance and _ by- 
passing the agent in Group business 
He urged local associations to continue 
their efforts to secure the enactment by 
state legislature of the 20/40 limits. 





Scott, CLU, and 
Leslie W 


President Stewart M. 
Executive Vice President 
Dunstall, Life Underwriters Association 
of Canada, and Massachusetts Mutual 
General Agent Frank W. Howland of 
Detroit, CLU, chairman of arrangements 
for the NALU convention, and Mrs 
Howland. 
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Changes Baie Agents, Says Dowell 


Detroit—Expansion of Group cover- 
ages and introduction of special policies 
have helped agents increase their sales 
Dowell, ex- 


York 


trends on a 


and incomes, said Dudley 
ecutive vice president of New 
Life, discussing present 
panel at the NALU convention. 

“You could not get results like this if 
the placement of Group insurance killed 
off the market for Ordinary. Neverthe- 
less, the most irresponsible ‘Group ghost” 
is the one about the agent being squeez- 
ed out of his biggest natural market— 
those earning below $10,000 per year. 
The New York Life is doing very well 
indeed in that market. Actually, when 
you examine our recent sales of Special 
whole life policies, and remember that 
the amount of each policy is $10,000 or 
more, you find that two-thirds of all 
these large amount sales were made to 
people whose incomes were $10,000 or 
less. If that represents being squeezed 
out of a market, let’s have more squeez- 
oe 

“Now these statements do not imply 
support of unlimited amounts of Group 
insurance nor do they imply that large 
amounts of Term insurance are what an 
insured should own, even though I have 
not heard of any efforts to enact legis- 
lative limitations as to the amount of 


Forming New GAMC Unit 

Donald A. Baker, executive director of 
the General Agents & Managers Con- 
ference of NALU, was in Lynchburg, 
Va., recently, assisting 20 interested 
general agents and managers to form 
a local GAMC unit. 

After outlining the activities ¥ val- 
ues of having a local GAMC and being 
affiliated with the national GAMC, Mr. 
Jaker told his audience: 

‘An agent who is not a member of 
NALU, or a general agent or manager 
who 4s not a member of GAMC, is not 
a career life insurance man, is not inter- 
ested enough in his own profession to 
deserve ies called ‘my life insurance 
man,’ and is nothing more than a hang- 
er-on and free-loader. He is not earning 
his way in a society which has come 
to expect aggressive, progressive leader- 
ship from its financial advisers.” 


Package Selling Methods 
Of Hazel Schafer, Roanoke 


Detroit—Package selling as used by 
Hazel Schafer, Equitable Society, Roan- 
oke, Va., was discussed by her before the 
W OMDRT. 

“My most lucrative ‘package’ is in the 
lary-savings media,” she said. “After 
lling the employer on the idea that it 
would be good business to provide his 
employes a tool through which, if they 
desire, they may solve their own retire- 
ment problems—I then set up shop with- 
in that organization. Once or twice that 
set-up has been very nice and quite com- 
fortable—the company providing an of- 

e and feeding the employes to me one 
atter the other. However, in most cases 
I find that it is better to move into the 








IQ 


plant itself, where the production is 
actually going on. On many occasions a 
card table and a couple of chairs in the 


corner of the room have constituted my 
office. Once it was: an old dead-tired 
work bench and a couple of metal drums 
turned over for seats. The foreman or 
supervisor will then send the employes 
to me one after the other. The real serv- 
ice to the employer comes in the begin- 
ning of the interview—at which time | 
go over very carefully and in detail th: 
benefits wh ehh he is already providing, 
bringing out the part the employer plays 
in the ere of carrying the various 
benefits s I discuss these, I write them 
down. Listed among these benefits would 
unemploy- 


be workman’s compensation, 


individual Term insurance a man can 
buy. 

“Now finally let’s consider some of the 
alleged evils of the “Special” “econ- 
omy-sized package.” Is there any agent 
whose earnings would have been greater 
if his company had not introduced a 
Special policy? Obviously not. Would 
many agents have been able to sell as 
much as they did, if their companies’ na- 
tional advertising had not mentioned this 
innovation? Certainly not, and we have 
plenty of evidence in our own company 
to prove it. Naturally, every agent would 
be happier with a 55% than a 50% first 
year commission. Who wouldn't ? 

“But with higher loading for a higher 
commission, the product could not be 
priced at a rate where it could be as 
readily sold. We simply have to accept 
the premise that these Special plans of 
insurance have to be viewed as a pack- 
age. In the aggregate when all their fea- 
tures are considered together, their intro- 
duction had the effect of increasing 
rather than decreasing the agent’s earn- 
ing power. Commission rates always 
have to be established so as to achieve 
a balance within a complicated context of 
competitive pressures. What counts is 
the final net effect on the agent's € arning 
power, and this has been rising, not fall- 
ing. When it comes to commission rates 
00% of nothing is still nothing.” 





ment compensation, a detailed analysis 
of the Group insurance which is pro- 
vided, paid vacations, bonuses, merchan- 
dise discounts, free laundry service, 
free uniforms, etc., ending with Social 
Security.” 

Concluding Miss Schafer said: 

“This, I find is a very satisfying pack- 
age to sell, because in most cases I 
deal in a socio-economic bracket that 
otherwise I would not have the opportu- 
nity of approaching. It is also a bracket 
that rarely would have an opportunity 
of talking with any life underwriter. It 
is also a group in which the need is 
more glaring and apparent than in any 
other field I have thus far encountered. 
The employer is pleased with it, because 
it amounts to adding a personnel coun- 
selor to his staff at no cost to him, and 
I am pleased with it because it has com- 
pletely solved my prospecting problems, 
it has stabilized my monthly income, and 
I believe when I tell you that I have 
written a little over $600,000 in this me- 
dium in less than two years, you will be 


Nussbaum Before Council 


(Continued from Page 5) 


purpose of making these important de- 
cisions ? 

“In order not to get too involved in 
the subject but rather to clear the air, 
let me just tell you this. Some of our 
members appeared independently before 
the Mills Subcommittee and gave their 
reasons why the Bank Loan Plan should 
not be disturbed. In any case, the final 
result was that nothing at the present 
time is being done about the Bank Loan 
Plan.” 

Need to Sell Living-Values 

Mr. Nussbaum stressed the need for 
greater emphasis on the more permanent 
forms of life insurance—the “living- 
values.” 

“T insist that not enough stress is being 
put on the living values of life insur- 
ance,” he said. “If life insurance is to 
continue to be the shock absorber of our 
American economy, then much more em- 
phasis must be made on living values. 
In 1954, the amount of permanent life 
insurance in force was $201,600 million. 
The amount of Term insurance totaled 
$114,800 million—and, in addition, $10,200 
million of credit life insurance. Add to 
this $86,395 million of Group insurance 
and you will find that more than 50% 
of the life insurance in force has no 
living values. ; 

“As of the present, — figure prob- 
ably will be closer to 55%. In 1956, the 
total death benefits ty ‘amounted to 
$2,400 million. During the same year, the 
living benefits paid amounted to $3,460 
million—almost 50% more. The average 
span of life is about 70, and at age 65 
the life expectancy of a male is to age 
79. What does all of this mean? 

“Tt means that we, as salesmen, as 
good life underwriters, are not doing 
the job we should be. We are taking the 
easy way out by selling Term insurance 
when permanent, living-value life insur- 
ance should be sold. If we are going to 
be professional in our dealings with our 
clients, then let us be realistic and fight 
for what we know is right—and in the 
best interests of the public we serve. 

“A man age 35 can own $100,000 of 
20-Year Term insurance for an average 
of about $800 a year. If most men died 
before age 55, then the life insurance 
companies would either have to charge 
more money or go out of business en- 
ead It might take a little more effort. 


atk to see that it has been a very profit- 
able package for everyone concerned— 
the employer, the employe, and me. 




















GOLDEN 


JUBILEE 


W. buihid anther fifty years eee 


The GOLDEN ANNIVERSARY JUBILEE celebrated at the Edgewater Beach 
Hotel in Chicago, during September, paid tribute to 50 years of progressive 


growth ... and honored our North American Field Force representatives who 


boosted sales volume during the first six months of 1957, over our peak six 


month record of last year, by more than 28%. Wish you had all been here! 
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LIFE—A. & S. POSITIONS 


$8,500 — $25,000 
South Life V. P. $25,000 
South A. & S. V. P. 18,500 
S. East Life Actuary 15,000 
East Group Manager 12,000 
Midwest Life-Agency Dir. 12,000 
Midwest Life-Asst. Train. 9,000 
W. Coast Jr. Life Actuary 9,000 
Midwest Life Underwriter 8,500 
Midwest A. & S. Cims. Mgr. 8,500 


Many other Life-A. & S. positions cur- 
rently available —in all areas of the 
country. Confidential handling of all 
inquiries. Write for objective informa- 
tion—"How we operate'—no obliga- 
tion to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














It might take a little more time to do 
the job. But it is about time we got back 
to sound thinking—selling life insurance 
as it should be sold, as a savings as well 
as a protection. 

“There is another very sound reason 
why we must do our utmost to get peo- 
ple to understand the value of living 
benefits. Money saved in life insurance 
is a definite and anti-inflz itionary meas- 
ure. We are selling money to be deliv- 
ered at some indefinite future time. For 
that reason it behooves us not only as 
good life insurance men, but also as good 
citizens, to do all within our power to 
see that the money we sell is sound 
money with a maximum value of pur- 
chasing power. 

The Family Policy 

“During this past year something new 
has been added—the Family Plan. Many 
of our good associates immediately got 
up in arms and asked that the NALU 
take a stand in opposition to the plan. 
This, of course, was the result of a lack 
of understanding of what the plan was 
all about. Today, many companies are 
writing the plan and countless others are 
considering adopting it. 

“As an association we are and I hope 
we always will be for any sound life 
insurance plan that will give more and 
better protection for the public we serve. 
We are opposed, of course, to marketing 
methods which are not consistent with 
the highmindedness of the life insurance 
business. We are confident that the com- 
panies represented by our members 
share that feeling. Nevertheless, numer- 
ous charges of improper selling have 
been made in connection with this plan 
and a number of these charges have been 
put in the form of complaints to state 
Insurance Departments and_ individual 
companies. 

“We have been pleased by the con- 
structive part played by our state and 
local associations in connection with this 
matter. The fact that proper marketing 
has been continuously and strongly em- 
phasized, both by the companies offering 
the Family Plan and by our state and 
local associations, appears to have had 
good results. In only a small number of 
cases out of hundreds investigated by 
Insurance Departments and companies 
have investigators found a just basis for 
their complaint. 

“It must be admitted that the cover- 
ages afforded by the Family Plan are 
such as to give it a strong appeal to a 
large segment of the insuring public. 
The fact that more and more companies 
have announced such plans undoubtedly 
has camdadioned to the gener ral improve- 
ment in the feeling of our members 
towards this policy. It appears to us that 
we are now in the leveling-off period 
which usually follows the introduction of 
so unique a plan of insurance. For the 
benefit of our members, the insuring 
public, and our companies, we hope that 
improvement will continue and we be- 
lieve that we have a right to expect of 
our members and of all companies con- 
tinued efforts in that direction.” 
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New Current Trends Cited By 


Holgar Johnson, Institute Head 


Detroit — Life insurance is going 
through somewhat of a merchandising 
revolution, along with other changes, 
and the future success of individual 
agents and companies may depend on 
the degree to which they adapt to these 
changes, Holgar J. Johnson, president of 
the Institute of L ife Insurance, said, ad- 


dressing a_ panel discussing current 
trends in life insurance. Mr. Johnson 
pointed out that “it is comparatively 


easy to adjust to a single change, but 
when they come by the tens or dozens, 
it presents a different challenge.” 

Recognition of the changes taking 
place does not necessarily call for ac- 
ceptance, he warned. “When revolutions 
come along, it alw ays appears that some- 
one gets hurt,” the Institute head said. 
“This is especially true of those who 
refuse to recognize what is happening. 
I do not mean that one must accept 
everything, especially when one can do 
something about it. It may even be 
worth dying for something one believes 
in. What is essential is to look at the 
changes, see what they mean and de- 
cide what can and should be done about 
them.” 


Some of The New Trends 

Among the trends cited by Mr. John- 
son were the following: 

Future markets for life insurance will 
increasingly be made up of those now 
having some life insurance. 

Life insurance on women can be ex- 
pected to increase materially. Premium 
differentials by sex will probably be- 
come widespread. 

The trend to more liberal underwrit- 
ing will continue, further expanding the 
market. 

There will be further development of 


premium gradation by size of policy 
and it is reasonable to assume that 
eventually most companies may have 


premium rates for all plans gr raded down- 
ward for additional thousands. 

To prevent discrepancy between large 
and small policy cost, small policies may 
be simplified in terms of extra services. 

There will be a further development of 
special uses of life insurance and spe- 
cial ways of marketing. 

Monthly payment of 
probably increase. 

Mass coverages through Group plans 
will continue to increase, but the market 


premiums will 


for individual policies will continue to 
increase at the same time. 

These mass coverages will likely in- 
crease benefits, such as earlier vesting, 
post-retirement coverage. 

There will be &n increase in the pen- 
sion business written by life companies, 
especially when current tax problems are 
overcome. 

Formation of new life companies has 
slowed down, reflecting state action to- 
wards stricter organization laws. 

Benefit payments to policyholders and 
beneficiaries have been increasing to 
record levels and a large increase will 
be seen ahead, as recent new policies 
age. This will make the public increas- 
ingly aware of the benefits from life 
insurance ownership. 

Automation will not reduce the num- 
ber of life insurance personnel. The 
number will grow to new records as the 
business continues to expand. 

The shift from general agency to 
branch management basis in the field is 
an apparent trend. 

Increased selection and training of new 
agents will be seen. 

“Keep in mind that life companies 
issue the kind of policy that is wanted 
by the field force for competitive pur- 
poses, but also the kind that meets pub- 
lic desire,” Mr. Johnson said. “We must 
remember that although we can in a 
measure guide public desire, in the long 
run the public will buy what they want 
and thinks meets their needs.” 





at Detroit 

Assn. Award W inners for 
Public Service Activity 

Dallas 

Under- 


Detroit—The Jonesboro, Ark., 


and Omaha Associations of Life 


writers were announced as winners of 


first-place prizes in a nationwide com- 


petition to honor underwriter associa- 
tions performing outstanding public 
service. 


Dallas was given the top award among 

associations of 500 or more members. Its 
prize-winning activity was a “Cancer 
Bucket Brigade” 
than $142,000. The Minnesota state 
ciation was second in this class for its 
statewide drive for the Heart Fund. 
Chicago was third with “Operation Men- 
tal Health.” 

In the 200-500 membership 
first prize went to the Omaha 
tion for its leadership in the Red Feather 
campaign. Second and third prizes _ 
to Oklahoma City and Oakland, Cal., 
respectively. 

Among smaller associations, Jonesboro 
placed first for its contribution to the 
Heart Fund campaign, with Bangor, Me, 

l second, and Fargo, N. D., third 


which collected more 


asso- 


bracket 
assoc iz A- 


a ciose 

First place associations will receive a 
plaque and be given a civic dinner by 
the Institute of Life Insurance, which 
sponsored the competition in cooperation 


with NALU. 
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ears with the Berkshire 


A. W. MARSHALL & CO. 


General Agent 


BERKSHIRE LIFE INSURANCE CO. 
Pittsfield, Mass. 


* 


Multiple Line Facilities 





Newark 2, N. J. 


* * 





921 Bergen Avenue 


Newark 
Market 2-2242 





JOSEPH W. FOX 


General Agent 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 


Oldfield 9-1724 


Jersey City 6, N. J. 


New York 
Rector 2-4540 





Greetincs TO NALU rFrrom New Jersey 








Saul S. Vort & Associates 


Specializing in Brokerage and Sur plus Busines: 


PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Suite 1606 
744 Broad Street 


Market 3-8006 
Newark 2, N. J. 





PAUL L. GUIBORD 


& ASSOCIATES 


General Agent for the State of New Jersey 


MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


54 Park Place 





The Life Insurance Offices here represented, leading agencies in New Jersey, extend greetings and 
congratulations to the National Association of Life Underwriters for its outstanding accomplishments 
this year—and for the fine leadership which has. characterized the NALU throughout its long career. 
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W. J. Hamrick Weighs New Trends 


Detroit — The present decade will go 
down in history as one of great develop- 
ment both in volume of business and 
new ideas in marketing, said William J. 
Hamrick, CLU, agency vice president for 
Gulf Life, addressing the panel on 


trends. 

“There is no denying it,” said Mr. 
Hamrick, “one of the most important 
trends in our business is the trend to- 
ward new styles in life insurance; and 
they are overdue, compared to other 
businesses. In our business we have 
made a start toward packaging benefits 
with the Family Policy. We may have 
seen only the beginning of the combina- 
tion policy with multiple benefits. It may 
soon become commonplace to buy one 
policy combining a cleanup fund, family 
income, disability benefits, hospital and 
surgical benefits, major medical, and re- 
tirement benefits — all in a single pol- 
icy. I heard of one the other day which 
included a $1,000 wedding gift for each 
daughter upon marriage. 

“There are some today who seem to 
think that special policies and sales gim- 
micks will solve all our sales problems. 
New policy development is important, 
but when all companies have a full line 
of special policies, with low rates, high 
commissions and_ special Alene pad the 
real sales records will still be made by 
those ingenious salesmen who _ recog- 
nize that, although policy development is 
important, personal development is more 
important. 

\nother important trend appears to 
me in the attitude a lot of agents have 
in selling only ‘price.’ Today it’s a fad 
to sell net cost. What these ‘net cost 
specialists’ fail to tell the prospect is 
that he has to cash in his policy to make 
the net cost figures work out. It is 
actually possible to spend so much time 
emphasizing what the policy will do if 
you quit that we forget to tell the pros- 
pect what the plan will do if you don’t 
out. 

There is a lot of Term insurance sold 
inlay. pe ink too much. We hear of 
Regular Term, Term on Term, Renew- 
able Term, Renewable and Convertible 
Term, Supplemental Term, Mortgage 
Term, Term plus Family Income, etc. 
lhe very agents who sell so much Term 
insurance frequently complain about the 
inroads mutual funds are making in our 
business, not re: rey: that we have 
created a favorable climate for the sale 
of mutual funds by pushing so hard for 
a large volume of Term business. 

_ “I realize that the high cost of liv- 
ing, high income taxes, and general 
economic conditions today make it diffi- 
cult for many young fathers and young 
bus siness and professional men to secure 
sufficient life insurance to provide the 

idards of living their families will 
require. Also, we must all agree that 
in some instances the start of a program 
of life insurance should be a Term pol- 
icy. However, I cannot understand why 
it is necessary for us to sell so much 
Te rm insurance and other low priced 
plans, when those same policyholders are 

lying the most expensive homes, the 


Ste 





nest furniture, the most glamorous 
clothes, the most luxurious automobiles, 
the fanciest foods and other luxury 
items 

_ “At a time of the greatest prosperity 
in the history of our country we are 


compromising 


our position by selling the 
: ; 
iowest 


priced insurance possible. The 
real estate people have sold the idea 
that it is cheaper to own than to rent— 
and they have made fortunes by doing 
so. In the sale of Term insurance to 
prospects who could and should save 
money, we say, “Why own your life 


insurance? Why don’t you let us rent 
it to you?” 

“Is Term insurance really low priced? 
And for whom — the insured, the bene- 
ficiary, the company, or perhaps just the 
agent? T 


There is more than one way for 


low priced insurance to cost you. The 
commission scale is frequently low and 
the premium is low, too. Let’s beware of 
a price war waged at the expense of our 
agency organizz tion. When you concen- 
trate on ‘low price’ and ‘low net cost’ 
you give the prospect only one reason 
to buy. When you talk about ‘retire- 
ment benefits,’ ‘cash for emergencies,’ 


of Life 


Underwriters 


at Detroit 





‘paid up pol- 
you are able 


‘education for the children,’ 
icies,’ plus ‘death benefits,’ 
to give your prospect many reasons to 
buy, some of which may appeal to his 
selfish interest. 

“Today among the better agents in our 
business I detect a new type of pro- 
gramming — programming on a ‘total 
needs’ basis. To have a program of in- 
surance today it takes more than $1,000 
for the undertaker and $100.00 a month 
for a couple of years for the family. To 
me programming means having enough 
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MR. BROKER: 


MENT? 


THEY EITHER 


DO YOUR CLIENTS KNOW: 


(A) THE COST OF ESTATE SETTLEMENT 
FOUND BY THE TREASURY DEPARTMENT'S 
REPORT ON 72,630 ESTATES EXAMINED? 


(B) THE HIDDEN COSTS OF ESTATE SETTLE- 


(C) THE UNCERTAINTY AND INSECURITY OF 
DISPOSITION OF THEIR MONEY AND 
PROPERTY AFTER A LIFELONG DEVOTION 
TO ACCUMULATING THEIR ESTATES, IF 


(1) LEAVE NO WILL 


(2) LEAVE AN IMPROPERLY 
WORDED LEGACY 


(3) PICK THE WRONG 
ADMINISTRATOR 


SEND TODAY FOR OUR FREE BOOKLET EX- 


cecececececeeccaneeeecceceecot fe} 





PLAINING THESE AND MANY OTHER VALUABLE 
POINTERS ON WHAT HAPPENS TO YOUR 
CLIENT'S MONEY AND PROPERTY AT DEATH. 





NAME 
ADDRESS .- 2 





PLEASE SEND ME, FREE OF CHARGE 
YOUR INFORMATIVE BOOKLET—"WHAT 
HAPPENS WHEN A MAN DIES" 











LIFE INSURANCE DIVISION 


WDE Bosaion 8 Sass, 


GENERAL AGENTS AND UNDERWRITERS 
75 Maiden Lane, New York 38, N. Y. 


HAnover 2-4044 
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cash to pay my way out of the world. 
It means providing enough income for 
my family to give me the moral right 
to die. It means enough retirement in- 
come to buy some respectability for 
myself in old age. It means that I have 
no right to put a drop of ink on a 
mortgage unless I’m willing to put an- 
other drop of ink on a piece of paper 
to guarantee that my kids and their 
Mom won’t have to move off and leave 
old friends and playmates, or sell out for 
just what they can get.” 


Joe Thompson Made MDRT 
By Writing Many Cases 
Detroit—Joe Thompson, Jr. who repre- 
sents Northwestern Mutual Life at 
Nashville, told the MDRT Hour how he 
qualified by writing a large number of 
cases rather than a few big ones 
“Instead of prospecting where there is 
a lot of money and not much insurabil- 
ity,” he said, “I have built a clientele who 
are very insurable, who are insurance- 
conscious, and now beginning to come 
into their rightful place in the commu- 
nity. From a life underwriter’s viewpoint, 
we all have a wonderful future. (And the 
present hasn't been too hard to take!) 

“Since 1945, I have provided a thorough 
and conscientious audit for a selected 
group of young men. There are now 
over 250 of these surveys in my files, and 
in most situations we have worked out 
the options, I have encouraged the draw- 
ing and revision of wills, and generally 
promoted a_ realistic appraisial of the 
true value of these men to their de- 
pendents, Systematic mailings of calen- 
dars, blotters, birthday cards, tax letters 
and other insurance information have 
provided an excellent means of keeping 
in touch with this group My personal 
insurance program has been built up_ to 
a size which creates quite an impression 
on my clientele. This program was be- 
gun basically because my family needed 
the protection and because I wholeheart- 
edly believe in this method of creating 
an estate. Since I believe in my product 
so thoroughly, I can get enthusiastic 
about it to my prospect. Consequently, 
my own insurance audit has supplied me 
with an invaluable selling document. 

Building my clientele through the service 
approach with a complete audit for prac- 

tically every policyholder has taken 
time, work and money—lots of it—but 
I am convinced it has been a wise in- 
vestment. 

“In addition to these efforts, it has been 
my personal philosophy (and I expect 
you share it) that being a good citizen is 

(Continged - on on. Page 13) 


Mary Cassedy Tells of 


Selling in Rural Montana 


Detroit—Located at Kalispell, in the 
rural and rugged northwestern part of 
Montana, Mary E. Cassedy, New York 
Life, covers many miles to reach some of 
her prospects. The sources of income of 
area are farming, logging and _ tourists. 

“Being an insurance producer in a 
rural and rugged part of Montana has 
its trials and yet it must bring forth 
a great satisfaction in the service one 
renders. The population is generally 
very small in comparison to the vastness 
of the area. Yet the people still have 
the same problems, which insurance pro- 
gramming and package sales can cer- 
tainly ease. The only thing, an agent 
there must be a jack-of-all trades, and 
be able to pick out the necessary needs 
of the situation at hand. 

“The economic conditions are either 
feast or famine. This condition is bound 
to prevail when the industries are sea- 
sonal. A recent survey taken by the 
Chamber of Commerce has found that 
less than 15% of the people have take- 
home pay of over $5,000 annually. The 
average person lives there because he 
loves the recreational life that is offered. 
They learn to adapt themselves to the 
seasonal work and to the many problems 
that arise.” 
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A YOUNG MAN TO LOOK UP TO 
IN MORE WAYS THAN ONE 


Six-foot six-inch Daniel McLaren Witten, CLU, is in every sense of 
the word a success at 34 — already earning honors and recognition 
in both his Company and community which many men are satisfied 
to attain over the course of a lifetime. 


A graduate of Williams College; a Lieutenant (jg) in the United 
States Maritime Service during World War II. 


Voted the Cincinnati Agency’s “Most Valuable Associate” within 
his first 10 years as a Union Central life underwriter; a member of 
his Company’s $500,000 Club since 1950; designated a Chartered 
Life Underwriter in 1952; a member of the industry’s Million Dollar 
Round Table and a charter member of his Company’s coveted 
President’s Club, based on his record of producing more than a 
million dollars of life insurance a year since 1955. 

A responsible participant in church and civic activities — exemplifying 
the type of individual who realizes his ambitions in any business, 
and especially in the life insurance business. Dan Witten sums it 
up this way: “The Union Central has proved to me that life 
insurance is perhaps the only career in which a young man can 
succeed quickly, permanently, and to the full extent of his abilities.” 
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A map of Cin- 
cinnati’s future 
expressway system 
holds_attention_ of 
Mr. Witten_and Mr. 
Charles Sawyer, 
prominent Cincin- 
nati attorney and 
former U. S. Secre- 
tary of Commerce. 
Mr. Witten is a 
member of the Cit- 
izens Development 
Committee; Mr. 
Sawyer, president. 


Continuous service is an important factor in evcry success- Dining on the terrace is a frequent summer evening custom for the Witten family. 
ful life insurance career. In the scene above, Mr. Witten Usually, Dan handles the cooking under the experienced and watchful eye of his 
is completing details for expansion and _ liberalization wife, Joan, while seven year old Danny and nine year old Carol voice their 
of a Union Central Group Program for Mr. Albert A. encouragement from the sidelines. Strangely, as evidenced in the above scene, 
Graves, Vice President of a leading Cincinnati company. the aroma of charcoal steak doesn’t appear to disturb Topsy, the pet cocker spaniel. 


THE UNION CENTRAL LIFE INSURANCE COMPANY - CINCINNATI 


Security for the American Family since 1867 
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National 


Eugene C. DeVol Vol Heads 
American CLU Society 


LILLIAN G. HOGUE SECRETARY 


Other Officers Elected at Detroit Annual 
Meeting During NALU 
Convention 


Detroit — The sical of Eugene C 
DeVol, CLU, 
phia for National Life of Vermont and 
a member of the Million Dollar Round 
Table, as the 14th 
Society of 


general agent in Philadel- 


president of the 
American Chartered Life 
Underwriters, was announced at the an- 
nual meeting of the Society’s member- 
ship. 

Lillian G, 
Detroit who has been prominent in CLU 


Hogue, CLU, a native of 


affairs for a number of years, was elected 


secretary of the Society. She is the first 





LILLIAN G. HOGUE 


woman to become an officer of the na- 
tional CLU organization. 

Following are the other officers of the 
American Society whose election by mail 
ballot was announced by tellers: First 
vice president, William H. Andrews, Jr., 
CLU, manager in Greensboro, N. C., for 
Standard Life; second vice 
Robert L. Woods, CLU, gen- 
eral agent in Los Angeles for Massachu- 
setts Mutual Life, and treasurer, Fred- 
erick W. Floyd, CLU, general agent in 
Gloucester City, N. J., for the Life Co 
of Virginia. All of these will take 
on October 1, the 


Jefferson 
president, 


office 
f the 


beginning « 
Society’s fiscal year 

At the same meeting, at an annual break- 
fast affair, it was announced that the 
following set of five new directors, each 
representing one of the geographical 
American: .Society, had 
been elected: Eastern Region, William 
I. Rosenthal, CLU, of Rosenthal & Klein, 
managers in Maplewéod, N. J., for Life 
of Virginia; Middle Eastern Region, 
Fritz A. Lichtenberg, Jr., CLU, Massa- 
chusetts Mutual Life in Columbus, Ohio; 
Southern Region, James P. Poole, CLU, 
Guardian Life in Atlanta; Middle West- 
ern Region, Harry Lee Hamilton, CLU, 
manager 


regions of the 


Louisville Home Life, and 
Western Region, Elmer F. Davy, CLU, 
general agent Salt Lake City Home Life 

A sixth director, Alan D. Hecht, CLU, 
Travelers Baltimore, was elected to com- 
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EUGENE C. 


DeVOL 


plete the unexpired term of Harold K. 
Myers, CLU, 


land for Travelers, who had resigned his 


assistant manager Cleve- 


post in the Middle Eastern Region. 
Membership of the American Society, 

comprises 104 local CLU 

country, was an- 


which now 
chapters across the 
nounced as 4,307. 

Fitzhugh Traylor, CLU, 
dianapolis Equitable Society, the retiring 
president of the American Society, pre- 
sided at the breakfast. A silver pitcher 
was presented to him by officers and 
members in recognition of his service as 
president. 

Mr. DeVol, president-elect, is a native 
of Parkersburg, W. Va., who has devoted 
his entire career to life insurance. He 
was educated at the Wharton School of 
Finance and Commerce, University of 
Pennsylvania, and received his CLU 
designation in 1937. For nine years, Mr. 
DeVol represented Massachusetts Mu- 
tual Life in Philadelphia. In 1944, he 
started with National Life of Vermont 
under Clifford H. Orr, CLU, later be- 
coming associate general agent, then 
general agent in 1955, 

Mr. DeVol is a past president of the 
Philadelphia CLU chapter and of his 
company CLU association. He is a for- 
mer director and regional vice president 
of the American Society, and was elected 
secretary in 1954, having since passed 
through the Society offices of second 
vice president and first vice president. 
He has been chairman of a number of 
important Society committees. 

“he Society’s new secretary-elect, Miss 
Hogue, entered the life insurance busi- 
ness in 1926 to do estate analysis for 
American Life Insurance Co. She joined 
New York Life in 1934 and signed an 
agent’s contract in 1944. Her CLU desig- 


manager In- 





General Agency opportunities available! 


Working In Small Town 
As Seen by Annie Lyle 


Detroit—Seliing insurance in a small 
town was told by Annie H. Lyle, South- 
western Life, of Dumas, Texas, before 
the WQMDRT. 

“Tust as I have seen my country de- 
velop from ranching to farming to indus- 
try, with the combination of the best 
of each, to make a healthy economy, 
so have I seen the evolution of the serv- 
ice of life insurance,” said Mrs. Lyle. 
“Nothing has changed so much in the 
last two decades as attitudes in our busi- 


ness. Companies are more closely allied’ 


with their agents, agents are better 
trained and more aware of responsi- 
bility, the public more insurance-con- 
scious, more receptive to the industry. 

“Prospecting is the life blood of our 
business. There is little point in the 
enumeration of ways and means. 'Com- 
pany training programs, our trade jour- 
nals, sales congresses, are all pregnant 
with ideas, any of which are workable 
and good. The important thing is to 
find methods most compatable with indi- 


vidual personality, and to use those 
methods until they become a part of 
you. 


“A few years ago I would have said 
a small town agent would have poor 
chances of making a livelihood in the 
city. Less likely would a city man 
prosper in a small town with a ranching 
and farm trade territory. I do _ not 
believe that is true today. I do believe 
that any person who chooses life insur- 
ance as a career can train and develop 
work habits as outlined by his company 
and be fairly successful—anywhere.” 


Pre-Approach Letters As 
Used by Valerie Kasurak 


Detroit—From the very first Valerie 
Kasurak, Excelsior Life, Windsor, Ont., 
used letters as her primary contact, but 
she prefers to dwell on the many other 
rewards of being a life insurance agent 
than sales or compensation. 

“Tod iy, after eight years in the busi- 
ness,” she said, “I am completely de- 
pendent on my pre-approach letters for 
they are to a large measure responsible 
for whatever success I have had. With 
eight years experience in life insurance, 
I have had an opportunity to learn and 
recognize the tremendous compensation 
that the career life underwriter derives 
from being in this business. I am not 


nation was awarded in 1946, 

fiss Hogue was a director of. the 
American Society, and has been chair- 
man or a member of numerous commit- 
tees of the organization. She is a past 
president of the Detroit CLU chapter, 
and has served in many ways the chapter 
and the Detroit Life Underwriters Asso- 
ciation. She has been active in a number 
of civic organizations and projects in 
Detroit and has appeared as a speaker 
before numerous civic, church, educa- 
tional and business organizations. 




















EMPIRE 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


INDIANAPOLIS 7, INDIANA 


A Forty-Eight Year Old 
Capital Stock Company 


Makes All Promotions from its 
Own Personnel. 


Its Employees are Protected 
under the Company's Disabil- 
ity Plan, if Disabled by Acci- 
dent or Sickness. 


Its Employees are Insured under 
Group & Hospitalization Plans. 


Its Employees Participate in the 
Profits of the Company under 
the Savings and Profit Sharing 
Pension Fund Created by the 
Company for its Employees. 


Its Employees, and the Company, 
Work Together as a Team, 
which means a smooth-running 
company. 


James M. Drake, Chairman 
Joseph |. Cummings, President 




















so naive as to overlook or underesti- 
mate the generous monetary compensa- 
tion that we, as business men and wom- 
en, receive from the sale of life insur- 
ance. There is nothing wrong in making 
money. It may or may not have been the 
prime reason for our accepting life in- 
surance as a career. 

“But if we wish to be a potent force 
in our community, if we wish to maintain 
a professional attitude, we should have 
as our primary attribute the desire to 
serve our fellow man without regard for 
financial reward. Oddly enough, in this 
business if you give more than is ex- 
pected; more to the policyholder; more 
to the company and more to the com- 
munity, you yourself will achieve more. 
You have to contribute before you col- 
lect. In order to attain—or maintain— 
a professional status in our community, 
it is necessary to remove the emphasis 
from volume wand production and _ place 
it on service.’ 


When you need a “different” pitch —try Postal! 


When you need a little extra on the 
ball, something that is distinctly dif- 
ferent, something that strikes out your 


competition — call Postal! 


Our Ordinary and Group plans are 
flexible, can be issued to meet those 
“different” cases that require special 


handling, often liberal underwriting. 


Our contracts for Brokers are unusu- 
ally liberal — no minimums, no penal- 
ties. Your renewals are fully vested. 
You can qualify for our free Group 
insurance and continuous service fees! 
Single case contracts, too! 


Contact one of our General Agents 
today! 


Postal Life of New York 





GEORGE KOLODNY, President « 511 FIFTH AVE., N. Y. 17, N. Y- 
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Managing Director Schriver Decries 


Growing Ruthlessness Of Competition 


Detroit—There is a growing ruthless- 
ness in the operations of the life insur- 
ance business that is affecting the moral 
of the field forces, Managing Director 
Lester O. Schriver told the NALU con- 


yention. 

“In the last 12 months the morale in 
the field has deteriorated perceptibly,” 
said Mr. Schriver. “Agent has become 
pitted against agent, company has been 
arrayed against company, and the spirit 
of camaraderie between and among the 
agents of various companies has suffered 
a serious setback. Its cause has been a 
certain rather ruthless marketing ag- 
gressiveness which would seem to be a 
symptom of a current insidious disease 
which someone has named volumitis. 

“The worst thing that could happen 
to us would be to lose the moral grounds 
and ethical standards which we _ have 
laboriously and painfully gained through 
the past 40 years. It would be a tragedy 
if our marketing methods should cause 
us to slip back into the practices from 
which we had some reason to hope we 
had long since delivered ourselves. 

‘It has been often demonstrated that 
the veneer of civilization is exceedingly 
thin. Ruthless aggressiveness is invari- 
ably and inevitably met by retaliation 
and retaliation leads to open warfare. 
Our business is unique in that it consists 
of dedicated service to the public and 
nothing more. Of course, we want to 
continually expand our sphere of useful- 
ness. That is contained in the very law 
of growth. But it isn’t important to any- 
one what company is the largest—it is 
only important that our service is com- 
petent, honest and of good report.” 


New Organizations 


Touching on other aspects of the field 
situation Mr. Schriver said: 

“Tam greatly disturbed at the constant 
multiplication of organizations which 
seem to have as their purpose the 
imagined need for protection from some 
other group whose interests seem to be 
inimical to their own. All this leads me 
to ask: Are we trying as hard as we 
should to reconcile our differences within 
the industry? Within our family it is 
possible we should make compromises 
where compromises are wise in order 
that we may present a solid front in 
those considerations which constitute a 
threat to the whole industry. Perhaps it 
is as difficult for me, as it is for most 
people to compromise a pet thesis, but 
history proves that human progress as a 
tule has been characterized by wise 
compromises. 


Group Insurance 


“It is common knowledge that there is 
a wide difference of opinion with respect 
to the present trend in the distribution 
of Group insurance. There is no market- 
ing rule today which our companies are 
bound to respect. There are those who 
feel that there should be no Group 
limits, there are those that seem to 
feel there are times when Group insur- 
ance should be delivered less commis- 
sions, and there are those that feel that 
It is legitimate to sell it to synthetic 
Groups without the slightest regard for 
the traditional employer-employe prin- 
ciple. 

“Over against that is the official posi- 
; : al posi 
tion of our field organization that Group 
limits should be restricted to the 20/40 
formula, that commissions should al- 
Ways be paid a writing agent, and that 
the employer-employe principle should 
always be present. 

. ‘Wide differences of opinion exist both 
in the field and among our companies. 
It is my feeling that the matter has never 


been faced with complete unselfishness 
by all the parties at interest. The re- 
sult is almost complete chaos, and the 
condition is breeding a climate of mu- 
tual suspicion and charges of bad faith. 
The matter will never be settled till all 
the parties at interest forget every con- 
sideration except what is good for the 
whole industry and the public, and adopt 
ground rules which are equitable to all 
concerned. 
Bank Loan Plan 

“The second matter which I feel should 
be faced up to is to clarify what is meant 
by the Bank Loan Plan. There are 
those who seem to think that it means 
the deduction of interest on money bor- 
rowed to pay legitimate life insurance 
premiums. If that is what anyone means 
by the Bank Loan Plan, opposition to 
it would seem a bit stupid. If by the 
sank Loan Plan you mean any 
tematic method of paying premiums on 
needed permanent insurance, there would 
seem to be no lack of morality about 
that. But if by the Bank Loan Plan 
you mean raping a man’s present cash 
values and leaving him without hope of 
maintaining his program, knowing that 
his only chance of winning is to die, 
you have made a mockery of our great 
business. 

“In my opinion, you can’t legislate 
morals. Only decent men are moral. Only 
technically competent men will ever be 
interested in the Bank Loan Plan, and 
only technically competent men who 
are also morally decent will practice it 
with honor. If service to your policy- 
holder and the public is your motive, 
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YOU... 


Major Medical. 


and tax planning. 


for all salesmen. 


Frank S. Vanderbrouk, President 
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Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 





LESTER O. SCHRIVER 


the Bank Loan Plan will never harm 
anyone; if selfishness and avarice are 
your way of life, like any other good 
tool, it is a menace in the hands of a 
burglar.” 


Programming the Sale As 


Shown by Florence Axelson 

Detroit—How she uses programming 
was discussed by Florence Axelson, 
State Mutual, Minneapolis, before the 
WOQMDRT Sellarama. 

“Many people have never been shown 
what their life insurance program 
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National Association of Life Underwriters at Detroit 





Along about the end of 1957 or 
the beginning of 1958, an outstanding 
agency in Greater New York will have 
an opening for a supervisor who "must" 
become a G.A. within the next three 
years. This will be an exciting, stimu- 
lating association with a friendly, 
aggressive group of successful people 
who would like to work with a man 
versed in programming, 
taxes, sales and motivation. Guaran- 
teed starting "salary" with no pro- 
duction requirements or contingencies 
in addition to full commission on all 
personal business. Opportunity for 
additional compensation through joint 


field work... 


planning, 


Applicant without general agency 
ambition should not apply. The man 
we select will merely use us as his 
training grounds. Home Office will 


verify. This Agency makes G.A's. 
Write fully. Box 2548, The Eastern 
Underwriter, 93 Nassau Street, New 
York 38. 











sists of,” she said. “They have-several 
policies but there is no plan. Many 
wives do not want husbands to buy addi- 
tional insurance; they feel it 1s just 
another bill to pay. If it is explained to 
them and a visual story is told and they 
understand it is for their benefit if the 
husband dies, especially before the chil- 
dren are on their own, and also let 
them see for themselves that so many 
dollars of the premium payments are 
actually coming back to them for futur 
delivery if they want it that way they 
become strong boosters for life insur 
ance. Many prospects think they are in 
surance-poor. If they see a visual pic 
ture through a simple program, many 
change their minds because their pres 
ent program won't begin to do what they 
thought it would do, Consequently, an 
additional ‘X’ number of dollars can b 
found to solve a certain need, whether 
it be for retirement income for them 
selves, income for the family, emergency 
funds, education for the children 
mortgage redemption 

“Being in this business on a progran 
ming basis, you can sell service. Most 
people buy what they want and you can 
more readily convince him to want to 
buy your story when it is programmed 
out for him, Furthermore you want him 
to buy from you, so you want him to 
like you as an underwriter. And my 
personal opinion is you can do this 
through service and programming. One 
way to accomplish this is to tell a story 
in such a way he knows what his in- 
surance will do for his family and how 
much You help sell yourself 
by having enthusiasm. Have your heart 
and soul in what you are doing.” 


it costs 


Julian Myrick Tells of 
Hoover Report Progress 
Detroit—Julian S. Myrick, 
New York insurance man, 
the NALU committee in 
Hoover recommendations, 
that 40% of the recom 


mendations will have been put into effect 


well known 
chairman 

support of the 
Commission 
well 


said over 


by legislative or executive action by th 


end of 1957 
“Among the most notable achieve 
ments to date.” said Mr. Myrick, “has 


been a significant cutback in unnecessary 
business. In 


competition with private 
the Defense Department alone almost 
600 business-type establishments have 


been closed to date.” 
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Ten Year LUTC History Unveiled 
At Luncheon; What Volume Covers 


Detroit — The Historical Committee 
of the Life Underwriter Training Coun- 
cil has completed its Ten Year LUT iS. 
History, and the public: ation is ready for 
official distribution, it was announced 
here by Benjamin N. Woodson, CLU, 
president, American General Life, chair- 
man of LUTC’s Historical Committee 
and trustee of the Council. 

The final product of the committee’s 
work is a 104 page cloth-bound book 
containing over 100 pictures of those 
who have played an active role in the 
origin and development of the Council 
The book covers a span of nearly 21 
years, going back to the first efforts at 
institutional intermediate field training, 
and brings the subject up to date with a 
detailed description of the current LUTC 
program. 

History Committee Appointed 

The Historical Committee was appoint- 
ed by LUTC’s president in the summer 
of 1954 and has been reappointed by each 
succeeding president since that time. In 
addition to Chairman Woodson, bg com- 
mittee consists of Edmund L. Zalin- 
ski, CLU, executive vice es Ply Life 
Insurance Co. of North America, and 
Charles J. Zimmerman, CLU, president, 
Connecticut Mutual Life. 

Their task, as set forth at the time 
of appointment, was to prepare a com- 
plete, documentrd history of LUTC and 
have it ready for distribution at the 
1957 annual meeting of NALU during 
LUTC’s tenth anniversary year. 

Following a long period of research by 
both committee members and he -adquar- 
ters staff personnel, work on the project 
officially got under way in the summer 
of 1956 with the appointment of Paul 
M. Smith, Jr., CLU, (then LUTC direc- 
tor of promotion and now executive as- 
sistant, American General Group) as 
headquarters aide to the Historical Com- 
mittee 

The files and personal papers of 
Chairman Woodson as well as “Notes for 
a Future Historian” by Mr. Zalinski 
and early board meeting minutes and 
notes served as an excellent starting 
point. 

The first draft of the History was pre- 
sented in mimeographed form to LUTC’ 
board of trustees at the December 1956 
meeting The board accepted the com- 
mittee’s basic proposal that the history 
should be presented in four parts as fol- 
lows: Chapter 1, The Pre-War Years, 
1936-1941; Chapter 2, The Period of Re- 
vival, 1944-1946; Chapter 3, The Com- 
mittee of Eight, 1946-1947: Chapter 4, 
rhe First Decade, 1947-1957 

Following this board meeting the com- 


mittee moved rapidlv to put the history 
in finished form. Numerous improve- 
ments and suggestions were submitted, 


both by LUTC trustees and other indus 
try leaders and friends of the Council. 

In order to obtain an independent and 
detached third- party approach, as well 
as the services of a qualified editorial 
assistant, Mrs. Eleanor B. Dowling, for- 
mer executive assistant of NALU and 
pre sently assistant editor, “Medical Eco- 
nomics, was appointed special assistant 
to the committee. The draft was put 
in final form and submitted to the prin- 
ter in mid-June 


The Pre-War Years 

Phe first section of the history covers 

a period of five years, from 1936-1941. It 
deals with the earliest phases of inter- 
mediate institutional training, which be- 
gan with local association- sponsored 
classes in 1939. The history refers to 
minutes of NALU meetings to record the 
activity of that day, and also quotes 
from numerous joint committee meetings 
held among the American College of Life 
Underwriters (ACLU) and the old Asso- 
ciation of Life Agency Officers (ALAO) 


and the Life Insurance Sales Research 
3ureau, now LIAMA. Section One ex- 
plains in detail how the entire subject 
was formally taken as an assignment 
by the AL AO Committee on Training, 
under the chairmanship of Chester O. 
Fischer, then vice president, Massachu- 
setts Mutual Life and now retired, and 
points out how this committee’s work 
led to a detailed proposal for an inter- 
mediate sales training program to be 
known as “The Life Underwriter’s Serv- 
ice Training Program,” closely resemb- 
ling the LUTC of today. This plan was 
submitted to the combined membership 
of the ALAO and the LISRB at its 
annual meeting in Toronto, November 
1941, and was approved for action. The 
Pearl Harbor attack and the ensuing 
world conflict caused the postponement 
of further activity along these lines. 


The Period of Revival 


Section two of the history deals with 
the post-war revival of the intermediate 
training idea by the Committee on Edu- 
cation and Training of NALU_ under 
the chairmanship of Clifford H. Orr, 
CLU, then general agent, National Life, 
Philadelphia, and now insurance con- 
sultant in Miami, who spearheaded the 
revival and ultimately became the first 
president of LUTC. It explains how the 
idea of an intermediate training program 
was accepted by NALU’s board in 1944 
as a logical activity of the association. 
After much discussion it was agreed 
instead to broaden the project and make 
it institutional in scope and invite the 
American Life Convention, the Life In- 
surance Association of America, and the 
Life Insurance Agency Management As- 
sociation to become partners in the plan. 
It refers to the many committee and 
sub-committee meetings held among 
these groups and explains how discus- 
sions led finally in 1946 to the appoint- 
ment of a “Committee of Eight” to rep- 
resent these four organizations and be 
charged with the responsibility of get- 
ting the program officially under way. 

The Committee of Eight 

The third section of LUTC’s official 
history details the three meetings held 
by the “Committee of Eight” from the 
fall of 1946 to April of 1947. It explains 
the deliberations held by this body cul- 
minating in the appointment of Edmund 
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L. G. Zalinski, then Connecticut state 
manager, New York Life, to the post 
of managing director. 

The history pays tribute to this impor- 
tant eight-man committee with a two- 
page spread of photographs and lists the 
committee’s 1947 membership officially 
as follows: Representing NALU: Walter 
E. Barton, CLU, general agent, Union 
Central Life; Clifford H. Orr, genera! 
agent, National Life; Edward L. Reiley, 
general agent, Mutual Benefit Life. Rep- 
resenting LIAMA: Vincent B. Coffin. 
CLU, vice president, Connecticut Mutu: u 
Life: Roger Hull, CLU, executive vic 
president, Mutual Life of New York: 
Benjamin N. Woodson, then vice presi- 
dent, Commonwealth Life. Representing 
ALC; James A McLain, president, Guar- 
dian Life. Representing LIAA: Paul F. 
Clark, CLU, now chairman John Han- 
cock Mutual Life. 

Section Four covers LUTC’s eventful 
first ten years, from the day operations 
began on April 1, 1947, under the leader- 
ship of Managing Director Zalinski, to 
LUTC’s tenth birthday a decade later. 

Illustrated by photographs of the 
times, it portrays such events as the 
pilot classes, early preparation of text 
materials, early instructors’ conferences 
and grading methods, year-to-year 
growth of classes, along with such later 
developments as the A & S Course, 
lesson-plan training techniques, and 
“Senior” awards for instructors and 
chairmen. In short, Section Four brings 
the History up to date. 

LUTC’s ten past presidents, plus its 
current tenth anniversary president, 
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Chester T. Wardwell, CLU, associat 
general agent, Connecticut Mutual Lif>, 
Peoria, Illinois, are honored in Section 
Five of the publication, the Presidential 
Gallery. Captions describing the impor- 
tant contributions of each president as 
well as full-page portraits do honor to 
the eleven men who have led LUTC 
since 1947, 

The official date for distribution of 
the LUTC’s Ten Year History was the 
NALUTC luncheon held on W ednesday, 
September 18, during NALU’s convention 
week. LUTC President Wardwell pre- 
sided at the luncheon, and Tenth An- 
niversary Luncheon Chairman was Past 
President Zalinski. Highlight of the 
luncheon program was the release of the 
History itself. Other main events was 
the cutting of the Tenth Birthday cake, 
presentation of awards to Senior Chair- 
men and Senior Instructors, and a spe- 
cial ceremony honoring those who have 
made LUTC’s advent and first decade of 
service memorable events in the larger 
history of life insurance itself. 


Ride Addresses CLU’s 


Detroit — Dr. Lowell Eklund, assistant 
director of Continuing Education Serv- 
ices, Michigan State University, was the 
featured speaker at the luncheon meet- 
ing of the Chartered Life Underwriters 
Association of Equitable Society. Thurs- 
day. The event is an annual affair held 
in conjunction with the convention of 


the NALU. 


Selling Farmers Told by 


Arleene Owen of Missouri 

Detroit — Arleene Owen, American 

United, of Kennett, Missouri, works in a 
very rich farming area. 

“The approach to the landowners is 
through centers of influence who are oil 
mill managers and cotton gin owners 
and operators that have access to the 
financial statements of farmers and land- 
owners who borrow money from them,” 
she said. “These centers of influence 
extend the courtesy and privilege of us- 
ing their names as references and in 
many cases introduce and recommend 
the agent’s service. Another approach 
that is used is to call on the prospects 
wives and explain how life insurance 
will fit the needs of their families. When 
this is done the wife makes the appoint- 
ment, thus enabling the agent to meet 
with them together in their homes. 
These wives are of invaluable assistance 
in selling the plan to the husband and 
generally the husband and wife both 
buy. If an agent wants to lose a sale, 
get the prospect's wife angry. It works 
well to jar her complacency—but don’t 
offend her dignity by emphasizing her 
lack of business ability. Wives generally 
know far too little about the security 
offered by life insurance, live or die, 
and not enough is done about educating 
them. Once an underw riter sells a wom- 
an on insurance she is the easiest person 
in the world to do do business with.” 











Sept 


De 
tive | 
discu 
eon 
Manz 
tion 
yanc¢ 
whicl 
neces 
is p! 
have 
huma 
been 
son 
devel 
its vi 

Agi 
in lif 
in pr 
force 
doubl 
quadr 
plans 
ance 
fice s 
of m 
have 
plans 
ern i 
All t 
office 
existe 
rapidl 
free § 
ever 
to ne’ 
desire 
ing c 
icyhol 
sible | 
study 
busine 
much 
takes 
case | 
sembl. 
ing by 





Bert 


Det 
from 
inal s 
busine 
guy” 

In a 
agent 
first n 
sale n 
does | 
should 
nite m 
“If yc 
policie 
his fe 
techni 
view, 

Sine 
functic 
widow 
“No” 
where 


figure 
to ma 


intervi 
a time 
and in 
may b 
no co! 
ance. 

“closes 
ever t 
you sl 
times 

more, 
after | 
39 diff 
Intervi 


SW er W 
” 


es. 











WS 


I | 





September 20, 1957 








THE EASTERN UNDERWRITER—LIFE UNDERWRITERS CONVENTION 





—— 
— 


> 


Page 13 


National Association of Life Underwriters at Detroit 





Campbell On Automation And Costs 


Detroit—Alistair M. Campbell, execu- 
tive vice president, Sun Life of Canada, 
discussed growth of automation at lunch- 
eon meeting of General Agents and 
Managers Conference Tuesday. Automa- 
tion was described by him as an ad- 
vanced development of assembly lines in 
which the human intervention previously 
necessary in continuous processing work 
is practically eliminated as machines 
have taken over. While replacement of 
humans by automatic machinery has 
been noticeable for many years, the rea- 
son for present situation is the rapid 
development of the electric computer in 
its varying forms. 

Age of automation is most opportune 
in life insurance because of great strides 
in production with Ordinary coverage in 
force in United States and Canada 
doubled and Group insurance more than 
quadrupled. The adoption of many new 
plans to meet modern ideas of life insur- 
ance marketing has required larger of- 
fice staffs at a time when real shortage 
of manpower exists and electric costs 
have been increasing rapidly. Many new 
plans have been introduced to meet mod- 
ern ideas of life insurance marketing. 
All those factors have required larger 
office staff at a time when real shortages 
existed and clerical costs were increasing 
rapidly. “We are fortunate to live in a 
free society and new obstacles are for- 
ever inspiring the imagination of man 
to new ideas,” said Mr, Campbell. “The 
desire to overcome problems of increas- 
ing costs and continue to give our pol- 
icyholders insurance at lowest cost pos- 
sible has started a new period of intense 
study of all operational aspects of our 
business. In industry today it costs as 
much or more to distribute goods as it 
takes to make them. The reverse was the 
case before the introduction of the as- 
sembly line. Now industry is endeavor- 
ing by automation to reduce the cost of 





Bert Palo Tells How 
“An Ordinary Guy” Sells 


Detroit—Bert Palo. Prudential agent 
from New Jersey who made a phenom- 
inal sales record when he entered the 
business, told how “just an ordinary 
guy” works. 

In an interview, Mr. Palo believes the 
agent should have control. He must 
first make the prospect believe that the 
sale means more to the prospect than it 
does to him. Mr. Palo says an agent 
should always speak of death in a defi- 
mte manner saying, “When you die,” not 
“If vou die.” Mr. Palo does not sell 
policies, he sells benefits, and advises 
his fellow agents to avoid the use of 
technical insurance language in an inter- 
view, 

_Since Mr. Palo feels that the primary 
function of life insurance is to protect 
widows and orphans, he will not accept 
“No” for an answer in an interview 
Where children are involved. Mr. Palo 
says also that prospects should be given 
achance to talk so that the agent knows 
what his prospect’s feelings are. Mr. 
Palo always aims high. He says you 
can always adjust a program to a lower 
igure but that it’s up to the prospect 
to make this move. 

_Mr. Palo also recommends the one- 
‘nterview sale. He feels that too long 
i time may elapse between interviews, 
and in this time, the prospect’s thinking 
may be disturbed by someone who has 
no concept of the value of life insur- 
ance. Mr. Palo often says that he 
“closes” all through the interview, when- 
ever there is an opportunity. He says 
you should ask a man to buy as many 
times as he says “No” and then once 
more. One sale was made by Mr. Palo 
alter he had asked the prospect to buy 
39 different times during the six hour 
Interview. Thirty-eight times the an- 
swer was “No,” but the 39th time it was 

es. 


distribution and to simplify administra- 
tion. In our business a large proportion 
of our costs are for the process of dis- 
tribution whether it be in head office, in 
the field offices, or in our selling costs. 
If we, too, can simplify our administra- 
tion through automation, we may rightly 
expect to reduce our costs. 
“Organization should become less com- 


plex because of the centralized location 
of work otherwise spread out over vari- 
ous departments. More and faster infor- 
mation should be provided for field 
service to policyholders and also for 
field staff in matters of personal impor- 
tance to them. 

“More timely and complete information 
will be provided for management. The 
laborious business of preparing an annual 
company balance sheet can give place to 
automatic preparation of a monthly one. 
With the greater knowledge this pro- 





vides, forecasts of a company’s future 
operation will become readily available.” 


Joe Thompson 


(Continued 





from Page 8) 
consistent with our chosen career. My 
activities range from local fund-raising 
for community needs, to a class of 30 
wild-eyed 10-year-olds in the Presby 
terian Sunday School—and this is stim- 
ulating.” 















HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


Paid-Up 
Major Medical? 


Yes, we have it. 


Occidental’s Major Medical policy has a paid-up 
benefit after age 75, up to $1,000 when the aggre- 
gate maximum of $7,500 from age 65 to 75 has 
not been used. And this policy is guaranteed 
renewable not to age 65, but to age 75. 


Exceptional? Certainly, but no more so than the 
provisions for 100% coverage, subject to individu- 
ally designated maximum limits and deductible 
principle, of charges for hospital room and board, 
surgery, anesthesia and anesthetist, assistant sur- 
geon and ambulance service. Nor any more ex- 
ceptional than the 80-20 co-insurance factor on 
other covered medical expenses. 


Helping to pay the big medical expenses, the 
policy has a $250 or $500 deductible with pay- 
ment up to $7,500 of covered medical expense. 
Premiums can not change except on class basis. 


in the West...’ 


"WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!" 
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Prominent Speakers 
For ALC Meeting 


AT CHICAGO OCTOBER 7 TO 11 
President John A. Lloyd to Preside; 
Pag Spellman, Presidents 
. W. Saher and J. C. Higdon 


The program for the general sessions 
of American Life Convention annual 
meeting to be held on Wednesday morn- 
ing, October 9, and all day Thursday, 
have been announced by ALC President 


John A. Lloyd, president of Union Cen- 
tral ro Prominent in the list of speak- 
ers are Cardinal Spellman, archbishop of 
New York. and two life insurance com- 


pany presidents, Frederic W. Ecker, 
Metropolitan Life, and Jay C. Higdon 
Business Men’s Assurance 

President Lloyd, who is chairman of 
the program committee, will preside at 
the general and executive sessions of the 
five-day meeting. Reverend Cecil Woods, 
Ir.. New Haven, will open the meeting 
with a prayer. President Lloyd will then 
deliver the presidential address. 

About 1,000 key executives of the 
member companies will be in attendance 
at the five- day meeting at the Edge- 
water Beach Hotel in Chicago. In addi- 
tion to the general sessions, the group 
will hear the Legal Section Meeting on 
Monday, October 7, and on Tuesday, the 
second session of the Legal Section plus 
the Agency Section meeting. The Com- 
bination Companies Section will hold a 
luncheon meeting on Wednesday, and 
the final day, Friday, October 11, will 
be devoted to the Financial Section 
meeting 

his next speaker on the program will 

> Pierre Berton, managing pit oy Mac- 
lean’s Magazine, Toronto, to be followed 
by the first session of the Panel Discus- 
sion on the New Mortality Table X17. 


Panel on Table X17 


The panel discussion will be moder- 
ated by President Lloyd, and will include 
Richard B. Evans, president, Colonial 
Life: Alfred N. Guertin, actuary, ALC 
V. E. Henningsen, actuary, Northwest- 
ern Mutual Life; Henry F. Rood, vice 
president and actuary, Lincoln National 
Life’, Harry J] Stewart, president, West 
Coast Life; and W. W. Wilson, Jr., 
president and actuary, United American 
Life 

The general discussion of Table X17 
will be held at the executive session of 
the meeting on Wednesday afternoon 
It is the purpose of ALC and President 
Lloyd to provide a forum so that the 
membership can get full and free discus- 
sion of the proposed new table. All 
points of view will be represented and 

fully for the benefit of the 








presented 
industry 
The Thursd 
Phe hursday morning 
sion will open with the A of 


general ses 





the president of the National Associa 
tion of Insurance Commissioners, Joseph 
\. Navar Commissioner of Michigan 





Mr. Lloyd will then. present J. C. Hig 
lor I Business Men’s Assur 
final speaker of the session 


Frederic W. Ecker, president 


side nt 





Will € 


Metropolitan Life 
The first speaker of the afternoon ses 
sion, which will open at 2 o’clock, will be 


president, Institute of 
England. Mr. Wood 


United Kingdom for 


Charles F. Wood 

Actuaries, London, 

also manager for 
Manufacturers Life, Toronto. 

final spe ~ad of the general ses 

sions vill be Care re Spellman, who 








last ek cele Pei pe solemn pontifical 
mass of thanksgiving at Yankee Stadium 
to commemorate the 25th anniversary 
of his consecration as a bishop 

Other members of the program com- 


mittee, in addition to President Lloyd, 
are: O. Kelley Anderson, president, New 
England Mutual Life; W. E. Bixby, 


president, Kansas City Life; Joseph M 


Bryan, chairman, Pilot Life and senior 
vice president, Jefferson Standard Life; 
E. W. Craig, chairman. National Life 


and Accident: Frederic W. Ecker, pres- 
ident, Metropolitan Life; Edmund Fitz- 
erald, president, Northwestern Mutual 
Life; G. L. Holmes, ——. Manufac- 
turers Life; Laurence F president, 
Peninsular Life; R B. Rich: urdson, 








National of Vt. Appoints 
Campbell in San Diego 
Ken Campbell, a Los Angeles life in- 
surance executive, has been appointed 
general agent of the San Diego Agency 
of National Life of Vermont. For the 
Campbell has headed 
Columbian 


past two years Mr. 
Angeles agency of 


His life insurance experi- 


the Los 
National Life. 
ence, all in Los Angeles, includes former 
affiliations with The Prudential and 
State Mutual. 

Mr. Campbell is the founder and editor 
of “LIMANEWS,” publication of Los 
Angeles General Agents & Managers 
Association. He is also on the editorial 
and speakers’ staffs of the Los Angeles 
Life Underwriters Association. He is 
chairman of both the Western Los An- 
geles Division of American Cancer So- 
ciety and the Western Los Angeles sec- 
tion of American Red Cross. He is a 
former lieutenant governor of Optimist 
International, a_ past president of La 
Brea Optimis st Club in Los Angeles, and 
has assisted in fund-raising projects for 


YMCA. 


Western Life, and Frazar B. 


pre side nt, 
Connecticut General 


Wilde, president, 
Life. 


Ga. H. O. Underwriters 


Name Wilson Chairman 
Wilson, chief underwriter 
American Life, has been 


Roger C. 
for United 
e‘ected chairman of the Georgia Associa- 
tion of Home Office Life Underwriters. 
Mr. Wilson, who holds degrees from the 
University of Arkansas and the Ameri- 
can Institute of Foreign Trade, has 
worked in all phases of the insurance 
industry, and before joining United 
American in November, 1956, was en- 
gaged in reinsurance underwriting. He 
is a resident of Decatur, Ga. 

Others elected to office in the associa- 
tion are Herbert A. Sessions, vice chair- 
man; Mrs. Evangeline C. Wise, secre- 
tary; Mrs. Harriet F. Forehand, treas- 
urer. 


CHARLES F. ROBBINS DIES 

Charles F. Robbins, a member of the 
board of directors of Massachusetts Mu- 
tual Life since 1948, died recently in a 
New Haven, Conn., hospital at the age 
of 71. A native of Indianapolis and a 
1907 graduate of Yale University, Mr. 
Robbins was a director and former presi- 
dent of A. G. Spalding & Bros., Inc. 
a director of the National Blank’ Book 
Co., and a director of the Orange, N. J., 
YMCA 






















WITH LIFE DEPT. OPERATIONS 
OR PLANS TO INSTALL LIFE DEPTS. 


-- TO INVESTIGATE the facts which 
are causing some of the leading General 
Insurance Agencies to install the Anico 

connection in their Life Departments. Facts about 


* CONTRACT CONSIDERATION 
* POLICY LINES & PLANS AVAILABLE 


THE INDUSTRY'S MOST COMPLETE 
LINE OF POLICIES AND PLANS 


* $10,000 & $25,000 minimum preferred rate Policies 
* New and Competitive FAMILY POLICY 

* Outstanding Annuities and Endowments 

* 10-15-20-30 Pay and all the regular life plans 

* BANK PLAN— S. S. FRANCHISE — NON-MEDICAL 
~— Wide range of Term Plans 
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Openings everywhere in territory for REPRESENTATIVES, BROK- 


ERS, SPECIAL BROKERS, GEN. 


INS. CONNECTIONS. 


Inquiries 


will receive prompt attention and answer. For information address: 


COORDINATOR OF SALES 


AMERICAN NATIONAL 
INSURANCE Co. 


OVER 3 BILLIONS, 800 MILLIONS IN FORCE 







GALVESTON, TEXAS 





WANTED— 


Unit manager for prominent life 
insurance agency in Brooklyn, N. Y. 
Reply Box 2549, The Eastern Un. 
derwriter, 93 Nassau Street, New 
York 38, N. Y. 











Director of Selection 
For Security-Connecticut 


DONALD L. WEDGE 


Donald L. 
director of selection of Security-Connec- 


Wedge has been appointed 


ticut Life according to an announcement 
by Robert E. Aker, vice president. As 
director of selection, Mr. Wedge will be 
responsible for the underwriting and 
issuance of policies, as well as all 
changes occurring subsequent to their is- 
suance. In addition to these duties, 
he will assume charge of the organiza- 
tion and administration of the company’s 
methods and procedures in all phases of 
its operation. 

Mr. Wedge attended the 
of Vermont and was a first lieutenant 
in the Air Force before joining Colum- 
bian National Life in 1946 as an under- 
writer with later appointment as super- 
visor of underwriting. He completed the 
LUTC course in 1952 and has been ac- 
tive in various industry organizations 
including the Institute of Home Office 
Underwriters. 


University 


Aetna Names Alfred H. Cole 


Associate General Agent 


Alfred H. Cole has been appointed 
associate general agent of the Chase & 
Co. general agency of Aetna Life at 
Pittsburgh. For the past two years, he 
has been assistant general agent at Hart- 
ford. 

A CLU Mr. Cole attended the Whar- 
ton School at the University of Penn- 
sylvania and joined the Aetna Life in 
1946 at Philadelphia, where he subse- 
quently became agency supervisor. He 
later came to the home office and served 
for two years as agency assistant before 
being named assistant general agent at 
Hartford. 

Mr. Cole is an Air Force veteran and 
a member of the Life Underwriters 
Association and Sales Executives Club. 


DIRECTOR OF AGENCIES 
Standard Insurance Co., Portland, Ore., 
has appointed James S. Vincent director 
of agencies for the life division. He has 
been Orgon general agent for American 
United Life. 
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APPEARING 21,840,306 TIMES 


... to help roll up more sales 
of this New York Life product! 


Hard-working 
Advertisements 


like this one will be seen 
by millions in Life, 
Saturday Evening Post, 
Look, Better Homes & 
Gardens, and Time. 
They’ll help stimulate 
even greater demand for 
New York Life products. 


New York Life's Whole Life policy 
gives your family at least #10,000 
protection today ... builds high 
cash values for an emergency or for 
a lifetime retirement income ... 

all at very low premiums. 


If you're a home handyman not only be- 
Cause you enjoy it but, more important, be- 
Cause it helps stretch the budget, too... then 
New York Life’s Whole Life policy is for you. 

Whole Life gives your wife and children 
the extra financial protection every man 
wants his family to have at a premium most 
every family should be able to afford. It as- 
sures your beneficiaries immediate cash, if 
you should die. If y« 
ily builds high ca 
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you a backlog for an emergency. When you 
reach retirement age, your Whole Life policy 
an pay you a regular monthly income for 
‘the rest of your life! 

Best of all, premiums are remarkably low. 
Whole Life’s 10,000 minimum face amount 
Permits savings which are passed along to 
you. Issued at age 25, for example, the regu- 
lar monthly premium for Whole Life is only 
$15.50. Issued at age 35, it’s $20.80 and at 
45, $29.70. Under Check-O-Matic®, New 
York. Life’s special monthly premium pay- 
ment plan, the premium is only 14.95, 
issued at age 25, $20.05 at age 35, and 528.60 
at age 45. And dividends can be used. to 
reduce payments even further 

Your New York Life agent can give you 


complete details. So why not make your 













How to buy 10,000 more life insurance 
on a “do-it-yourself” budget ! 


family’s security another do-it-yourself proj- 
ect and call him right away? Or send a post- 
card to the address below. 


The New York Life Agent 
in Your Community is a Good Man to Know 


New York Life 
Insurance @ Company 


51 Madison Ave., N. ¥. 10, N. Y. 
(in Canada: 320 Bay Street, Toronto, Ontario) 


Life Insurance + Group insurance 
Accident 4 Sickness insurance 


Employee Pension Pians 


oe New York Life 
\ Insurance Company 


A MUTUAL COMPANY wylie FOUNDED IN 1845 


Accident & Sickness Insurance * Employee Pension Plans 
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every month Continental talks 


to the men who read 


A couple of months ago, the Continental 
Assurance Company began a continuous advertis- 
ing program in Time Magazine. 

This program is made up of a series of straight- 
forward ads like the ones shown here. Each of 
these will contain a short message of importance 
to businessmen . . . telling millions of read- 
ers of the new efforts Continental is making 
in the field of Life Insurance. 


CONTINENTAL 


Eastern Department 





Mid-America Department 
76 William Street, New York 5,N.Y. @ 310S. Michigan Avenue, Chicago 4, lilinois @ 215 W. 7th Street, Los Angeles 14, California 








TIME 











Group Pensions 
that small 
Corporation 
Owners can 
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Already we have enjoyed a gratifying reaction from 
our advertisements on Quantity Discount and Small 
Group Plans. The subjects we will treat in future 
months will be of equal timeliness. 
* * * 

Watch for these messages in Time. This program 
will create new prospects... and broaden 
and increase opportunities in ordinary and 
group insurance fields. 


INSURANCE 
SERVICE 


Pacific Coast Department 
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Aragona Life Agency 
374 Uniondale Ave., IV 1-1548 
Uniondale 


Ardan, Inc. 

390 Hillside Ave. 

FL 4-0496 & FI 7-0499 
New Hyde Park 


Phillip C. Belber Agency, Inc. 
744 Broad St., MA 2-0354 
Newark 


David A. Carr Agency, Inc. 
50 East 42nd St., OX 7-3424 
New York 


Carl E. Haas, C.L.U. 
General Agent 

32 Court St., TR 5-7362 
Brooklyn 


The Harmelin Agency, Inc. 
50 Church St., CO 7-4686 7-8 
New York 


Leitner Agency, Inc. 
384 East 149th St., CY 2-3105 
New York 


Rolland W. Lewis 
148 Wantagh Ave., PE 1-5910 
Levittown 


Life Associates 
111 John St., BE 3-4545 
New York 


Meyers-Crisona Agency, Inc, 
89-30 161st St., JA 3-3540-1 
Jamaica 


W.L. Perrin & Son, Inc: 
75 Maiden Lane, HA 2-4044 
New York 


Samuel D. Rosan Agency, Inc. 
14 Maiden Lane, BE 3-8114 
New York 


C. J. Simons Corporation 
563 Broad St., BAR 7-8850 & 
MAR 3-8100 

Newark 


H. Malcolm Teare Agency, Inc, 
500 Fifth Ave., LO 4-8130 
New York 









Producers Convention of 
Provident Life & Accident 


Provident Life and Accident held its 
largest life producers convention in com- 
pany history September 16-19 when more 
than 250 life producers, home office 
members, and wives assembled at the 
Broadmoor Hotel in Colorado Springs. 

Highlights of the convention were the 
awarding of cash bonuses to members 
of the Maclellan Circle, Provident’s lead- 
ing production club, and introduction of 
Provident’s new family plan life insur- 
ance policy. 

The convention opened at a banquet 
at which Vice President and Secretary 
Sam E. Miles presided. Following a 
welcome address by President R. L. Mac- 
lellan, Mr. Miles introduced members 
of the Maclellan Circle and awarded 
cash bonuses to Maclellan Circle mem- 
bers totaling $30,600. Maclellan. Circle 
membership denotes the company’s high- 
est recognition to producers leading in 
volume, average policy, and persistency. 

W. E. Stanley, a leading life producer 
and general agent in Greensboro, N. C., 
was introduced as the president of the 
Leaders Club for the new club year. 
Harold S. Norman, general agent in 
Detroit and leader in persistency, was 
named vice president, and E. O. Martin, 
CLU, manager of the Home Office Life 
Agency and a million dollar producer, 
was named secretary-treasurer. 

Provident’s new family plan was intro- 
duced to the fieldmen at the opening 
business session by Life Department 
Vice President W. W. Voigt. The new 
plan features life insurance for the en- 





Bankers of Iowa Increases 

New business issued and paid-for in 
Bankers Life, Des Moines, for the month 
of July totaled $48,986,010, an increase 
of more than $23 million over the same 
month last year. Of this total $24,079,- 
525 was Ordinary insurance and $24,906,- 
485, Group insurance. 

Production for the first seven months 
of the year totaled $271,558,344, an in- 
crease ot more than $107% million over 
the same period last year. Of this total 
$127,593,304 was Ordinary insurance and 
$143,965,040, Group insurance. 

Total life insurance in force in Bank- 
ers Life had reached a new high by the 
end of July of $2,840,386,035. Of this 
total $1,689,994.603 was Ordinary insur- 


ance and $1,150,391,432, Group insur- 
ance, 
tire family through one application, one 


premium, and one policy. 


The meeting also included talks by 
President R. L. Maclellan, Agency Vice 
President W. E. Jones, Chief Actuary 


Henry Unruh, Dr. William R. 3ishop, 
medical director and G. N. Dickinson, 
manager of Provident’s pension division. 

Those delivering talks at a sales clinic 
on the subject, “Ideas That Sell Busi- 
ness for Me,” were John P. Linfante, 
Newark; Crawford Williams, Raleigh, 
N. C.; Frank Bowman, Chattanooga; 
W. E. Stanley, Greensboro, N. C.; W. D. 
Stegner, Madison, Wis.; Leo A. Steffen, 
Dubuque, Iowa; E. H. Mueller, Mil- 
waukee; and Roland O. Darnell, Jack- 
son, Miss. 





New Officers 


of International Claim Association 








At its annual meeting held at Atlantic City last week the International Claim 


Association elected the following officers: 


vice president Metropolitan Life; 
retary, Peninsular Life; 
treasurer, 


vice president, 
Members—Two Year Term: 
National Life; Carl V. Lindstrom, 


Lee 


dent, Guardian Life. 

One Year Term: Edwin Linthicum, 
May, assistant secretary, 
ager, North American Life; 

Shown above rear row left to right: 
Linthicum, Jr., Travelers; Daniel A. 
Guardian Life: Walter T May, 
Hancock; John D. Kirkendale, North 

Front row left to right: Howard J. 
dent; Louis L. 


President, 
vice president, 
secretary, Louis L. 
John McAlexander, second vice president, 
Newly elected to the executive committee are: 
Mutual Benefit Health & Accident 

Wilks, 
assistant secretary, 
Peterson, assistant secretary, Aetna Life; 


Jr., secretary, The Travelers; 
Massachusetts Mutual; 
Daniel A. McCabe, general manager, Prudential. 
Stanley L. 
McCabe, 
Massachusetts 
American Life. 
LeClair, Mutual Benefit Health and Acci- 
Graham, Business Men’s Assurance; 
politan Life; John McAlexander, Bankers National; 


George W. Lane, Jr., assistant 
Turner O. Houston, assistant sec- 
Graham, vice president, Business Men’s; 
Bankers National Life. 

Chairman. Howard J. LeClair, 
assistant vice president, Lincoln 
John Hancock; Stanley L. 
Herman H, Bijesse, assistant vice presi- 


Walter T. 
John D. Kirkendale, claim man- 


Peterson, Aetna Life; Edward 
Prudential; Herman H. Bijesse, 
Mutual; Carl V. Lindstrom, John 


George W. Lane, Jr., Metro- 
Lee Wilks, Lincoln National. 
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$20,000 to 
$40,000 
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firms with 10 lives or more 
Non-Medical 
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July Sales Set Record 


July purchases of life insurance, 
amounting to $5,281,000,000 and the larg- 
est July total on record, brought the 
aggregate for the first seven months 
of the year to $37,948,000,000 or 28% 
more than the record total of a year 
ago. The July figure, reported by the 


Life Insurance Agency Management As- 
sociation, was 23% greater than the 
$4,307,000,000 in July of last year. 

Purchases of Ordinary life insurance 
in July were $3,756,000,000 or 30% over 
July a year This was the largest 
July total on record for Ordinary in- 
surance. The number of Ordinary poli- 
cies purch ised in July was 696,000, bring- 
ing the first seven months’ total to 
4,977,000, up 4% from a year ago. 

Industrial life insurance bought in July 
amounted to $492,000,000, down 6% from 
the corre sponding month last year. 

New Group life insurance amounted 
to $1,033,000,000 in July, an increase of 
15% from July a year ago. These figures 
represent new groups set up only and 
not rasp, under Group insurance 
contracts already in force. 

In the first seven months of this year, 
Ordinary life insurance bought account- 
ed for $25,820,000,000, an increase of 
290% over last year. Industrial life in 
surance purchases represented $3,700,- 
000,000 of this year’s seven-month total, 
down 2% from last year. New Group 
life insurance amounted to $8,428,000,000, 
an increase of 43% from the first seven 
months of last year. 


CALAVAN MADE DISTRICT MGR. 

General American Life has appointed 
Dean Calavan as district manager in 
Enid, Oklahoma. He will be associated 
with the William J. Newblock Agency, 
Oklahoma City. 

Mr. Calavan has spent 13 years in sell- 
agent for The 


ago. 


ing, and was formerly an 
Prudential in Ponca City, Okla. 
He attended Oklahoma A. & M. and 


has passed the first year of LUTC. 
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Timothy A. Foley Joins 
John M. Fraser Agency 


TIMOTHY A. FOLEY 


Timothy A. Foley has joined the John 
M. Fraser Agency of Connecticut Mu- 
tual Life in New York City as a super- 
visor. Fronmr September, 1954 to Sep- 
tember, 1955, Mr. Foley was associated 
with State Mutual Life in New York, 
working primarily as a broker’s assis- 
tant and personal producer. He later 
joined Connecticut General at the home 
office in Hartford, serving there until 
June of this year. 

A graduate of the College of Holy 
Cross, Worcester, Mass., Mr. Foley ma- 
jored in philosophy, political science and 
sociology. He is a member of the Life 
Underwriters Association of the City of 
New York and the Metropolitan Club of 


Holy Cross College 


Manufacturers Announces 
Settlement Option Change 


Manufacturers Life has announced 
that, in future, the amount of income 
payable from policy proceeds under the 
life annuity option will be determined 
by using a special rate based on the 
current single premium annuity rate, if 
the result is more favorable than the 
income option in the policy. Once th« 
innuity commences its amount will be 


uaranteed 





LOMA Program Covers 
Wide Subject Range 


FOR ITS WASHINGTON MEETING 





More Than 1,000 Expected at Hotel 
Shoreham Next Week; Meet New 
Managing Director 





The 34th annual conference of Life 
Office Management Association will open 
at Hotel Shoreham, Washington, D. C., 
Monday, September 23 and continue 
through September 25. More than 1,000 
life insurance company representatives 
from 335 member companies of LOMA 
are expected to attend. At the confer- 
ence, LOMA President J. Howard Ditt- 
man, vice president and comptroller, New 
York Life, will introduce the new man- 
aging director of LOMA, Roy A. Mac- 
Donald, formerly director of company 
relations for the Health Insurance Asso- 
ciation of America. 

The opening session on Monday 
morning, September 23, will feature ad- 
dresses by Brigadier General David 
Sarnoff, chairman of the board, Radio 
Corp. of America; Powell B. McHaney. 
president, General American Life; and 
LOMA President J. Howard Dittman. 
The subject of General Sarnoff’s address 
will be “Electronics on the Insurance 
Horizon.” Mr. McHaney will speak on 
“Personnel or Associates” and Mr. Ditt- 
man’s address will be entitled “Moment 
of Opportunity.” Panel discussions on 
the topics of “Personnel Problems of the 
Line Executive” and “Automation” are 
scheduled for the Monday afternoon ses- 
sions. 


Other Speakers 


“Effective Communication” will be the 
subject presented in the meeting of 
Tuesday morning with papers to be 
presented by Hess T. Sears, assistant 
vice president, Equitable Life of Iowa, 
and Dr. F. F. Bradshaw, president, Rich- 
ardson, Bellows, Henry & Co. Mr. Ditt- 
man will preside at the annual business 
meeting on Tuesday to be followed by a 
luncheon honoring the 1957 LOMA In- 
stitute Fellows. 

On the afternoon of September 24, 

LOMA members will participate in 
twelve panel seminars on a series of 
subjects pertaining to life office opera- 
tions. Members of the panel represent 
the appointed standing committees of 
LOMA and their discussions will involve 
their past year’s studies and research 
into phases of life office planning and 
equipment. 
_ Panel discussions on the following sub- 
jects will conclude the Conference pro- 
gram on Wednesday, September 25: 
“The Challenge of Automation to the 
Smaller Company,” “Personnel and Or- 
ganizational Implications of Automation 
for the Larger Company,” “A Method 
for the Analysis of Organization Prob- 
lems,” “Cost Analysis and Control,” 
“Providing Personnel Services to Line 
Executives.” 





Manager 500 Fifth Avenue 
For Columbian National 





MARTIN L. HORN 


Columbian National Life has appointed 
Martin L. Horn manager of its 500 Fifth 
Avenue, New York agency, it is an- 
nounced by Fred S. Sibley, vice presi- 
dent and director of sales. 

For the past two years Mr. Horn has 
been with the Connecticut Mutual Life 
in New York City where, as assistant 
agency supervisor, he has been engaged 
in the supervision and training of new 
agents. Prior to this, he was an agent 
for The Prudential in New York City. 


Bankers of Iowa Increases 

New business issued and paid-for in 
3ankers Life of Des Moines for August 
totaled $28,831,554, an increase of more 
than $6 million over the same month 
last year. Of this total $15,542,154 was 
Ordinary insurance and $13,289,400 Group 
insurance. 

Production for the first eight months 
of the year totaled $300,389,898, increas- 
ing more than $114 million over the same 
period last year. Of this total $143,135,458 
was Ordinary insurance and $157,254,440 
Group insurance. 

Total life insurance in force in Bankers 
Life had reached a new high by the end 
of August of $2,858,440,390. Of this amount 
$1,695,913,650 was Ordinary insurance and 
$1,162,526,740 Group insurance. 














REINSURANCE 
EXCLUSIVELY 








LIFE (ordinary and group) 
ACCIDENT & HEALTH 


America’s Specialist in Life Reinsurance 
NORTH AMERICAN RE 


Serving the progressive companies in North America 


NORTH AMERICAN REASSURANCE COMPANY 
CHRYSLER BUILDING EAST 


16! Bast 42nd Street, NewYork 7, New York 
TEL MUway Hill 7-1870 




















Canada Life Business 


Passes $3 Billion Mark 


Ernest C. Gill, president of Canada 
Life Assurance, has announced that th> 
company’s total business in force, ex- 
cluding reinsurance ceded. has now ex- 
ceeded the $3 billion mark. 

This total includes $2,608,000,000 of 
life insurance with the balance in an- 
nuities. 

Canada Life has increased its business 
in force by $1 billion in a little over 
three years. 





your Mutual 
+ Benefit 


does more 
than hard 
selling.” 


It’s the first thing Mutual Benefit 
Life men learn—that clients buy 
well planned life insurance—while 
unplanned “ready-to-wear” 
insurance has to be sold, hard! 
That’s why Mutual Benefit Life’s 
intensive Home Office training 
programs are so popular, and why 
graduates like Paul H. Pfleger, 
of Cleveland, find success 

more quickly. The ability to give 
sound, helpful service creates more 
clients than attempting to sell 

an unwilling prospect. 














The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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John McNulty Marks 35th 
Milestone with Prudential 





JOHN A. McNULTY 


John A. MeNulty, CLU, manager ol 
The Prudential’s Times Square agency, 
New York, celebrated on September 7 his 
35th anniversary with that company and 
in the life insurance business. A member 
of The Prudential’s Old Guard since 
1927, Mr. McNulty was presented with a 
35-year certificate recently by Sayre 
MacLeod, vice president in charge of 
Prudential Ordinary agencies. 

Widely known in the Greater New 
York area, Mr. McNulty has had a pic 
turesque career. He served two terms 
as president of the New York Athletic 
Club — 1954-55; is a former president of 
the Midtown Managers Association and 
former finance committee chairman. Life 
Underwriters Association of New York 
City. He is also a member of the Round 
Table, and active in CLU work. 

A graduate of the United States Mili- 
tary Academy at West Point in 1920, he 
joined The Prudential two years later 
He is president of his class at West 
Point which, by tradition, is for life. 
Starting the Times Square Agency on 
May 1, 1929, he has maintained it on an 
even keel through the years. His son, 
Joseph P., is one of his assistant man- 
agers in that agency. Another son, Wil- 
liam J., is special agent of The Pruden- 
tial’s Miami Ordinary agency. He has 
five children in all. 

Early in World War II Mr. McNulty 
returned to Army service with rank of 
captain. He was, in fact, the first and 
only Provost Marshal in the metropoli- 
tan New York area in the war. He went 
on inactive status in 1946 with rank of 
colonel. 


Continental Assur. Names 


M. Dan Siler in Tampa 


M. Dan Siler has been appointed gen- 

eral agent in Tampa and west central 
Florida by Continental Assurance, Chi- 
cago. Formerly general agent for Con- 
tinental Assurance in Lansing, Mich., 
where he opened new offices for the 
company last year, Mr. Siler has been in 
the life insurance field since 1952 as per- 
Sonal producer and manager. He has 
twice won National Quality Awards. 
Presently Mr. Siler is serving on the 
public relations, education and training, 
field practices, and relations with attor- 
heys committees of NALU. 
_ Two courses in taxes and business 
Insurance given by Research and Re- 
view, Inc., were successfully completed 
by Mr. Siler, who holds a B.A. degree 
trom Albion College and a law degree 
from LaSalle University. 

Mr. Siler has served as an instructor 
for Chartered Life Underwriter study 
courses, 


Ernest C. Ames Dead 


Ernest C. Ames, former vice president 
and actuary of Bankers Life of Nebraska, 
died at his home in Lincoln, Neb., on 
September 9. 

“Colonel” Ames, as he was affection- 
ately known by his associates and friends 
throughout the industry, was 82 years of 
age. He became associated with Bankers 
Life of Nebraska in 1901. Following his 
graduation from University of Nebraska 





School of Law in 1896, he practiced law 
for several years prior to joining Bank 
ers Life. He became actuary for the 
company in 1907 and was named vice 
president and actuary in 1922. In Febru- 
ary, 1955, he retired as vice president 
but continued to serve as a trustee until 
his death. 

Mr. Ames is survived by his wife, 
Grace; a daughter, Mrs. Frank Roehl 
of Lincoln, and his son, John of Lincoln, 
who succeeded his father as vice presi 
dent and actuary of the company 





OCCIDENTAL NAMES GRIMES 

Occidental Life of California an- 
nounces the appointment of Harry S 
Grimes as assistant brokerage manager 
of the company’s branch office in New 
Orleans. Mr. Grimes joins Occidental 
after serving as an agent for Prudential 
since 1953. Prior to this, he was an 
Occidental agent in Kansas City 

Mr. Grimes attended the University of 
Missouri and served three and one-half 
years with the Navy 





case 
needs 


Because Nationwide Group Plans are flexible, more and 
more group writers rely on them—for a “fresh” approach 
to the difficult or unusual case...and as an effective 
means of closing more group sales! Nationwide offers: 


LOCAL SERVICE- with group experts strategically 
located throughout eastern America to provide on-the- 
spot quotations for standard coverages...skilled advice 
... real sales help in presenting a “custom-made” group 


program to your prospects. 


BROAD COVERAGE — ranging from all the standard 


NATIONWIDE 


when your 


GROUP .& 
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Group Life (extra protection when present group limits 
are inadequate). 


PROMPT CLAIM SETTLEMENTS — no prolonged nego- 
tiations. And Nationwide gives you several methods of 
claim settlements to choose from (including the popular 
new “draft” system. See your Nationwide group repre- 
sentative for full details). 


LIBERAL COMMISSIONS — payable on regular renewals 


for 10 years plus service renewals... and a choice of 


group coverages to Major Medical and Super-Imposed 


ee ee ee re ee en en ee eee 


l NATIONWIDE Group Department, 246 NO. HIGH ST., COLUMBUS 16, OHIO 


Why don’t you find out more about 
Nationwide’s flexible group plans? 
Whether it’s a routine group case — 
or one that needs special handling — 
you'll find Nationwide can show you 
the way to increased production and 
greater profits. For all the facts... 
just fill out the coupon on this page. 
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I’d like more information on your flexible group plans. 


graded or level commissions available to brokers. 








STATE 





| I’m most interested in [] Super-Imposed Group Life 0 Major Medical 
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Named Agency Secretary 


i 


BARDSLEY 


SHERWIN P. 


Bardsley has been named 


Massachusetts Pro- 


Sherwin P. 


agency secretary of 
tective Association, Inc., and the Paul 
Revere Life. 

Mr. Bardsley, a native of Leominster, 
Mass., has been associated with the 


companies for the past ten years. He is 


a graduate of the University of Maine. 


American Life Launches 


New Monthly Publication 


American Life of New York has 
launched a new monthly publication de- 
signed especially as a sales and educa- 
tional aid for the property insurance 
agent who is interested in developing a 
volume of life business through his pres- 
ent connections. 

Entltled “Profits Through Life,” this 
newest entry in the external house mag- 
azine field is styled similarly to “Mail- 
road to Profits,” of the American Surety 
Company. The copy is tersely written so 
that busy agents will get a maximum of 
information with a minimum expenditure 
of reading time. While the first three 
issues will be devoted to outlining the 
market, the range of contracts and pros- 
pecting, each succeeding issue will be 
devoted to a specific contract. 

The magazine initially will go to agents 
only in those states to which American 
Life of New York has thus far extended 
its operations. 


Increase Discount Rate 
On Advance Premiums 


Equitable Life of Iowa has announced, 
effective immediately, an increase from 
2Y%% to 3% in the discount rate for 
premiums paid in advance. A maximum 


of 20 annual premiums in advance on 
any policy, and no more than $50,000 
yn any one life, will be accepted. 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 








HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 

















Mutual Benefit In 


It was business as usual on Monday, 
for Mutual Benefit Life 
round-the-clock 


September 16, 
of Newark, after a 
into the new 
520 


be- 


move company’s 
building at 


Benefit Life 


weekend 
20-story home 
3road Street. Mutual 
the shift from its former six-story 
office at 300 Broadway, Newark, 
By noon Saturday, the 
trans- 


office 


gan 
home 
on September 13. 
last piece of furniture had been 
ferred and set in place at the new build- 
ing. At 9:00 Monday morning all 
departments were in full operation. The 
largest single com- 
in the of Newark. 
and 250 moving men were 


a.m. 
transfer was the 
mercial move history 
Sixteen vans 
required on the job. 

The company began 
tions at 8:30 Monday morning and by 
10:00 a.m. the underwriting and issue de- 
partment had finished writing and had 
mailed its policy on the life of a 
man in Lexington, Kentucky. By 9:15 
the claim department paid its first claim 
in the new building to a beneficiary in 
Rocky Mount, N. C. 


Three persons were employed by the 


business opera- 


first 





New Home Office 


personnel department by noon of the 
first day in the new building. By noon 
the company travel representative had 
arranged five business trips and had pur- 
chased that many airplane tickets. With- 
in a half hour of opening the infirmary 
had applied its first band aid. Five 
minutes after opening, the purchasing 
department had completed a $500 order 
for printed matter. 

The transfer of approximately $850 
million of stocks and bonds was part of 
the gigantic Thirteen 
armored trucks accompanied by motor- 
cycle policemen, completed sixteen round 
trips in transferring the company’s entire 
Each armored car- 
The 


moving operation. 


securities portfolio. 
load contained about $50 million. 
securities were insured for 100% of mar- 
ket value. It required the service of 14 
insurance companies in the United States 
to underwrite the move. Another $850 
million of company assets including pol- 
icy loans and mortgages were moved 
under police protection by the moving 
firm. 

Dedication of Mutual Benefit’s new 
home office building and other opening 
ceremonies are planned for the early fall. 








Bankers Security Life 


announces 


A NEW COMPLETE LINE OF 
ACCIDENT and SICKNESS CONTRACTS 


FULLY COMPETITIVE RATES 
AND COVERAGES 


ACCIDENT — All regular coverages plus separate 
dismemberment and fracture schedule. 
Optional deductible for Blanket Medi- 


eal. 


SICKNESS — 1, 2 or 5 years non-house confining. 
Lifetime house-confining also available. 


Major Medical Rider. 
INDIVIDUAL, FAMILY and SENIOR HOS- 


PITAL — Broad coverage. New risks ages 3 months 


to 80 years. 


WORLD-WIDE COVERAGE — LEVEL PRE- 
MIUM — No Termination Age. 








SPECIAL LOW RATES 
5-year Accident and 
Sickness Policies. 


on 
l-year 





Attractive First Year and Renewal Commissions 
(Agency Inquiries Invited ) 


BANKERS SECURITY LIFE 
INSURANCE SOCIETY 


103 PARK AVENUE 


NEW YORK 17, N. Y. 


MUrray Hill 5-4000 





Named Associate Counsel 


By Massachusetts Cos. 





CLINTON A. REYNOLDS 


A. Reynolds has been named 
Massachusetts Pro- 
and the Paul 
A graduate of Dartmouth 
College School, Mr. 
Reynolds joined the legal staff of the 
Worcester, Mass., companies in 1948. He 
has been assistant counsel for the past 


Clinton 
associate counsel by 
Association, Inc., 
Life. 
and Harvard 


tective 
Revere 
Law 


SIX years. 

Active in Republican politics, Mr. 
Reynolds is a past president of the Wor- 
cester County Republican Club. 


New Post for J. H. Roberts 

John H. Roberts, CLU, has been ap- 
pointed a brokerage consultant in the 
western home office of The Prudential, 
it was announced by Harry E. Wilkin- 
son, CLU, executive director of agencies. 

Mr. Roberts was born in Joplin, Mo., 
attended public schools there and was 
graduated from the University of Mis- 
souri with a degree in business adminis- 
tration. During World War II he served 
with the Air Force. 

He joined Prudential in 1955 as brok- 
erage manager in the Jack White agency, 
Los Angeles, and earned his CLU desig- 
nation last year. Mr. Roberts is a 
member of the Pacific Palisades, Calif. 
American Legion and the American So- 
ciety of Chartered Life Underwriters. 


Neal Lang Makes Change 


Neal Lang, vice president and general 
manager of Edgewater Beach Hotel, 
Chicago, where so many large insurance 
conventions are held, has been appointed 
vice president and general manager of 


Roosevelt Hotel, New York City. Both 
are Sonnabend hotels—official name of 
proprietor of these  hostelries being 


Hotel Corporation of America. 





HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 
(Founded 1850) 
50 Court S¢#. MAin 4-7951-2-3 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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PERFECT PROSPHCT 
for 4STNA LIF'H’S 
PROFESSIONAL PARTNERSHIP 
INSURANCE PLAN 






























He's Dr. George F. Hosmer .. . age 41 . . . practices surgery with two 





other partners . . . makes a fine income . . . the partnership enjoys a large and growing 
practice. BUT... 


The partners have not provided for the future of the partnership or an income 
for the deceased's family should death suddenly disrupt the partnership. 


Dr. Hosmer and his colleagues are perfect prospects for Atna Life's Professional 
Partnership Plan. Certain rulings under the 1954 Internal Revenue Code have increased 
the advantages for professional partnerships to consider such a plan. 


You, Mr. General Insurance Man, undoubtedly know of professional 
partnerships (architects, dentists, etc.) like this. Check your files . . . 
and then call your nearest Attna Life General Agency. They will 

be pleased to demonstrate how this A€tna Life plan can help your clients. 
You benefit, too — from this EXTRA SERVICE — through 
large-commission sales. 


| SERVICE TO GENERAL INSURANCE MEN 


oh i. 





P y Atna Life service publication 
| written especially for general insurance men and 

_ brokers. It points out unusual opportunities for 
building commissions and for cementing client 
relationships. To receive your copy regularly write: 
“Compass,” Atna Life Insurance Co., Hartford 15, Conn. 


" “isa 





AETNA LIFE 


INSURANCE COMPANY 


Affiliates: Etna C Ity and Surety Company 





Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 
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Regional Agency Director 
For the Guardian Life 





GEORGE H. PALDI 


George H. Paldi has been appointed 
agency director for the Guardian Life. 
In announcing the appointment, Presi 
dent John L. Cameron said that Mr 
Paldi will be responsible for the super 
vision and development of (Guardian 
agencies in the Mountain and Pacific 


states. 

\ native of Michigan, Mr. Paldi is a 
graduate of San Francisco City College. 
He the life field in 
1947 with the Guardian’s agency in San 


entered insurance 


Francisco, and was brokerage manager 
there from 1951 until his appointment 
in June of 1956 as assistant field director 
for the company’s Pacific Coast division 
He served as president of the San Fran- 
cisco Life Underwriters Association in 


Mr. Paldi will succeed Gordon F. 
Cantelon, who has headed agency opera- 
tions for Guardian on the Pacific Coast 
since November, 1954. Mr. Cantelon is 
resigning from the Guardian on Septem- 
ber 30 to return to direct agency man- 
agement work. 


Lincoln National Promotes 


Silletto; Others Advanced 

Three promotions have been an- 

nounced by Walter O. Menge, president 
of Lincoln National Life. 

C. David Silletto has been promoted 
to assistant secretary and is moving to 
the company’s reinsurance department 
after three years in actuarial and elec- 
tronics work. 

Harold C. Longstreet was named as- 
sistant manager of the policyholders 
service department and Kenneth A. 
Pearson was named planning assistant 
in the same department. 

Mr. Silletto joined Lincoln National 
three years ago after studying actuarial 
mathematics at the University of Iowa 


where he was graduated summa cum 
laude, and was a member of Phi Beta 
Kappa, honorary scholastic fraternity. 


One year after joining the company’s 
actuarial department, he was named ac- 
tuarial assistant and a year ago he was 
transferred to the electronics depart- 
ment. Earlier this year he completed 
all examinations of the Society of Actu- 
aries and is now a Fellow of that body. 

Mr. Longstreet and Mr. Pearson have 
been members of the policyholders serv- 
ice department since joining the com- 
pany nine and five years ago, respec- 
tively. Mr. Longstreet is a graduate of 
Wittenberg College where he majored 
in mathematics, and Mr. Pearson is a 
graduate of Guelph Business College in 
Ontario, Canada, where he majored in 
general business subjects. 


State Mutual Life Offers 
Flu Shots to Employes 


State Mutual Life, Worcester, in an 
effort to offer prompt protection against 
Asian Influenza, made the vaccine avail- 
able through its medical department to 
those of the staff requesting it on appli- 
cation blanks. The “shots” will be given 
only with an employe’s consent and 
those of the 1,000 State Mutual workers 
who are under 21 years of age will have 
to obtain signed permission from a par- 
ent or guardian. The shots are cost-free. 


In a special bulletin to the entire home 
office staff Dr. Francis P. Bicknell, medi- 
cal director, stated that the company 
was cooperating with the U. S. Public 
Health Service and that the medical 
department believed “the vaccinatin of a 
large percentage of the population will 
help to reduce the severity of any epi- 
demic which might strike the general 
population.” 

Another whole section of the State 
Mutual employe bulletin is an Associated 
Press article on facts about Asiatic 
Flu) which the company _ reprinted 
through courtesy of the Worcester Sun- 
day Telegram. 








Quad 60 & Special 60—Minimum issue $10,000, 
standard & substandard. Refund of all standard 


Annual life premiums 
prior to age 60. 
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Unique Visual Illustration 
makes selling easier to 
personal and/or business 
insurance clients. 
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LIFE INSURANCE COMPANY 






[] Quad 60 & Special 60 material 


(J Million Dollar Agency Builders Plan (a few 
openings left in Del., Md., Ohio, N. J., Pa., Va.) 


MONTCLAIR. NEW JERSEY 
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Assistant Medical Director 
Business Men’s Assurance 





DR. CLARK H. LENTZ 


Dr, Clark. Hi: 
cord, Cal., has been appointed by the 


Lentz, formerly of Con- 
Assurance as_ assistant 
according to an an- 
C. Higdon, president. 
Dr: °C. 3B: 
director, 


Business Men’s 


medical director, 
nouncement by J. 
Dr. Lentz, who 

Ahlefeld, BMA 

been named to replace Dr. G. Burton 
Appleford who has left BMA to return 
to private practice. 

Dr. Lentz was graduated from Temple 
University School of Medicine after re- 
ceiving his A.B. degree at Pomona Col- 
lege. He served a rotating internship in 
the Navy, being stationed at U. S. Naval 
hospitals at Oakland and Aiea Heights, 
Hawaii. After discharge from the Navy 
in 1947, he served a rotating residency 
at the Veterans’ Administration Hos- 
pital in Oakland, Cal. 

Since 1949, Dr. Lentz has been actively 
engaged in private general practice in 
Concord, and has been on the staff of 
the Concord Community Hospital, Kaiser 
Hospital, Martinez Community Hospital 
and Pittsburg Community Hospital. — 

A member of the American Medical 
Association, Dr. Lentz has_been active 
in the California State Medical Associa- 
tion and the Alameda and Contra Costa 
County Medical Society. 


will assist 


medical has 


E. C. Childs to Milwaukee 
For National Life of Vt. 


Edward C. Childs of West Lafayette, 
Ind., has been appointed by National 
Life of Vt. as its general agent for 
the state of Wisconsin with headquar- 
ters in Milwaukee. He succeeds R. 
Wayne Allison, CLU, who has been 
named regional director of agencies for 
National Life. 

For the past two and one-half years 
Mr. Childs has been an assistant director 
of the Life Insurance Marketing Inst- 
tute at Purdue University. In this posi- 
tion he has taught insurance classes at 
Purdue and has addressed life under- 
writers’ groups throughout the United 
States and Canada. 

Following two years service in the Ma- 
rines, Mr. Childs became an agent in 
1950 in the Denver general agency otf 
Minnesota Mutual Life. The agency 1s 
headed by his father. Two years later he 
was appointed assistant supervisor in 
the agency with the responsibility ot 
training new agents. Mr. Childs was 
transferred in 1953 to the home office 
in Minnesota Mutual in St. Paul as 
assistant superintendent of agencies. He 
traveled throughout the country to train 
agents for the company. 
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Of one advances confidently in the direction of 
his dreams, and endeavours to lead the life which be has 
imagined, he will meet with a success unexpected in 
common hours...Jf you have built castles in the air, 
your work need not be lost, that is where they should 
be. Now put the foundations under them.” 


HENRY DAVID THOREAU 


A better life 





You can build a stronger foundation for the future through 
the guaranteed privileges of the New England Life insur- 
ance contract. In all-round liberality it is unexcelled by any 
other life insurance policy. Ask a New England Life agent 
to show you why this contract means a better life for you. 


NEW ENGLAND 
Mia LVF Efe oe 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA == 1696 
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Home Life’s new expanded 
Major Medical is ready now to 
meet tomorrow’s demands for more 
comprehensive coverages, § turn 


* In the regular group field, 13 new contracts, 
each issuable on a “calendar year” or 
Fe “per cause” basis, enable Home Life to 
es J iesiar Major Medical to any employer’s situation, 
‘ with unusual features such as: 


thing 
Medi 


@ Full hospital coverage for semi-private or ward accommodations one 
regu 
tain | 


@ Coverage for expenses of a dentist when resulting from an accident = ] 
an 


comp 
@ Coverage for local ambulance service to and from a hospital, and—in Depa 
addition—ambulance, airplane or rail transportation expenses to distant 
points when specialized treatment is necessary. 


@ No deductible at all for expenses of a common accident 


@ Coverage for all causes, even under “per cause” contracts, once the 


deductible is satisfied 


And in the field of small group, for firms with 10-24 employees, Home 
Life’s new expanded Major Medical now features a choice of either a $25 or 
$50 flat deductible .. .80% co-insurance factor ... maximum benefits of $5,000 
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New Expanded... 
IMAJOR MEDICAL 


ed & ...more liberal qualification period... and increases in other coverages. 
to 
re These features, and many others, are the reasons why employers will be 


es, turning to Home Life to provide peak protection for their employees... why 
Home Life’s sales organization is excited about our new expanded Major 











” Medical. 
or 
=) Dynami les-aids tell the story! 
‘ ynamic /YeW sales-aids fell the story! 
The double-M design announces that big 
things are happening in Home Life Major 
Medical... and introduces new and colorful 
sales-making materials. Presentations on 
regular and small group Major Medical con- 
tain a wealth of client-building material for 
the Home Life field organization, brokers, 
and representatives of non-Group writing 
companies. Address inquiries to the Sales 
Department. 
ne HOME LIFE INSURANCE COMPANY 
253-6 BROADWAY, NEW YORK, N. Y. 
William P. Worthington John H. Evans 


President Vice President-Sales 
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Executive Promotions at Republic National Life 





REX BEASLEY 


Theo P. president of Repub- 
lic Nati nal Life, 


three executive promotions. 


Beasley, 
Dallas, has announced 


Rex Beasley has been promoted to 
ice president in charge of home office 


Robert R. 


operations Jackson has been 
named secretary of the company, and T. 
K. Williams is now assistant secretary 
in charge of home office services. 


In his new position Rex Beasley will 
be responsible for the coordination of all 
1ome office operations and will consult 
with company officers on matters perti 


nent to their division of operations. 


Mr. Jackson becomes the corporate 


secretary ol the company and T. K 
Williams will supervise home office serv- 
ice and also ee responsible for building 


operation and maintenance. 


Mr. Beasley has been associated with 


Parr Appointed Manager 
For All American L. & C. 


E. E. Ballard, 
ican Life & Casualty, Chicago, has ap- 
pointed Clifford C. Parr as agency man- 
ager for All Seth an. Mr. Parr will 
devote his attention to sales and service 
in Lebanon, Danville, Indianapolis, Indi- 
ana and vicinities, with special emphasis 


president of All Amer- 


on the Farm Home and other All Amer- 
ican special plans 
The new manager for All American 


has many years of insurance experience, 
hoth in sales and management. He was a 
general agent for Jefferson National Life 


1945 to July 15, 1957, 





T. K. WILLIAMS 


the company for 11 years, having served 


in the company’s renewal, agency ac- 
counts, agency, investment, advertising, 
public relations, reinsurance and office 


management departments. He serves on 
the finance and investment committee 
and on all other major company commit- 
tees concerned with company policy and 
organization. He is also a member of 
the board of directors. 

Mr. Jackson has been associated with 
the company since 1950. He has served as 
assistant to the office manager, manager of 
planning department, personnel director, 
and most recently as assistant secretary 
and supervisor of home office operations. 

Mr. Williams joined Republic National 
Life as a member of the policyowners 
service department in 1941. Following 
service in the. Navy he served in the 
general accounting and policy loans divi- 
premium accounting department, 


sions, 
and has most recently been assistant 
manager of the planning department. 

Mr. Parr, who resides in Lebanon, 


Indiana, is actively engaged in commu- 


nity affairs. He is Past Commander, 
American Legion, Brown-Dolson Post 
#113 Lebanon, Past Exalted Ruler 


3.P.O. Elks 4635, member of the Ki- 
wanis Club, Presbyterian Church and the 
40 & 8 Lebanon Post. 

Mr. Parr was educated in Sheridan, 
Indiana schools and graduated from Wa- 
bash College; he later hae graduate 
work at the University of Indiana, Uni- 
versity of Illinois and Me ac He was 
football coach at Lebanon High School 
from 1928 to 1933. He was field director, 
American Red Cross, 340th Medium, 
Bomb Group in North Africa, Sicily and 
Italy, from 1942 to 1944, 








Are You Looking for a General Agency? 


If your present company cannot offer you one, investigate 
EMPIRE. We have the latest and best in modern, streamlined 


PROTECTION. 


LIFE — Quantity Discount, Mortgage Coverage, Family Income, 
Juvenile and Retirement Income. 


GUARANTEED RENEWABLE — Accident & Sickness, 


talization, (Individual or Family). 


GROUP — Life, Hospital, A. & S. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


MORGAN O. DOOLITTLE, 
President 


Hospi- 


DOUGLAS S. FELT 
Agency Vice Pres. 











LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 











Fidelity Mutual Seminar 

Fidelity Mutual Life, Philadelphia, 
conducted its twelfth home office semi- 
nar for new men last week. Invitations, 
sent to 18 men from 15 general agencies, 
are on the basis of length of service, 
amount of business produced and _ pro- 
duction trend. They are also subject to 
the recommendation and sponsorship of 
the general agent. 

The purpose of the seminar is to give 
these men a broad concept of the profes- 
sion of career underwriting, as well as an 
opportunity to meet company officers 
and become acquainted with home office 
personnel. They will learn how the 
departments of the company operate 
and how these operations and procedures 
relate to life insurance selling. 

The seminar program includes such 
topics as field underwriting, prospecting, 
single-needs_ selling, programming, di- 
rect mail, quality business, optional 
modes of settlement, and handling 
claims. A tour of the home office gave 
the men an on-the-spot understanding of 
the operations of each department. 


Fidelity Mutual Life 
Appoints L. C. Krehbiel 


Fidelity Mutual Life, Philadelphia, 
has announced the appointment of Law- 
rence C. Krehbiel as general agent for 
the company’s Wichita agency. 

Mr. Krehbiel is a graduate of Emporia 
State Teachers College and received his 
Masters Degree from that institution in 
1941. He entered the teaching profession 
and in 1946 became director of athletics 
in the Wichita Planeview High School. 

He entered the life insurance business 
in 1954 and has been successful as a 
producer and as an assistant in agency 
building. 

Active in life insurance and commu- 
nity affairs, Mr. Krehbiel is an active 
member of the Wichita Association and 
of the Kansas State Association of Life 
Underwriters; and of the Wichita Ath- 
letic Officials Association. 


Heads Sales Promotion for 


Life Co. of North America 


DONALD L. 


HOPKINS 


Donald L. named 
director of sales promotion of Life In- 
surance Co. of North America, it is 
announced by Edmund L. Zalinski, CLU, 
executive vice president. 

Mr. Hopkins has been assistant adver- 
tising mé inager of State Mutual Life in 
Worcester for the past five years. Prior 
to that he was associated with New 
England Life in Boston. 

Mr. Hopkins is active in the Life Ad- 
vertisers Association, is a former director 
of Massachusetts Industrial Editors As- 
sociation and a member of the Worcester 
Advertising Club. He received his edu- 
cation at Boston University and served 


with the Army in World War II. 


Hopkins has been 





First 





Full 





CASH VALUES 


Reserve 


Year 











Now available in our new 


Accelerator" Plan 


PARTICIPATING 
NON-PARTICIPATING 
Particularly designed for plans where 


high early year values are needed, such 
Business Insurance, 


as "Split Dollar", 
etc. 


Minimum policy—$10,000 
Call for details. 


JAMES F. MacGRATH, Jr. 


General Agent 


THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


84 William Street, New York 38, N. Y. 





"Cash Value 


HAnover 2-7865 
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Agency Superintendent for 
Life Co. of North America 





Harris & Ewing 
Cc. T. CHANDLER 


Life Insurance Co. of North America 
has appointed C. T. Chandler a super- 
intendent of agencies to assist in devel- 
opment of its agency organization, it is 
announced by Leland T. Waggoner, 
CLU, agency vice president. 

Mr. Chandler entered the insurance 
business in 1938 with New York Life and 
after working both in the field and in 
management joined Shenandoah Life as 
assistant superintendent of agencies, 
later becoming superintendent of agen- 
cies. He has been serving as superin- 
tendent of agencies with Acacia Mutual 
Life since early 1956. 

A native of Richmond, Mr. Chandler 
holds an LL.B. degree from University 
of Richmond. 


United States Life High 
Cash Value Plan Released 


A new high cash value policy featur- 
ing completely low net cost, seven settle- 
ment options and many combinations 
with level or decreasing term riders 
has been announced by United States 
Life. Sales in the first week exceeded 
$1,000,000. 

“We are the only company offering 
such a contract on both a participating 
and non-participating basis,” stated Pres- 
ident Raymond H. Belknap in intro- 
ducing the coverage to domestic agencies 
and selected foreign markets. 

Named the “Cash Value Accelerator,” 
the plan is designed to help the producer 
meet modern needs for business and 
professional prospects. Starting with a 
high cash value, the total cash available 
accelerates each year on a guaranteed 
basis, 

Combinations of as many as three 
Term riders may be attached to the 
permanent “Cash Value Accelerator” to 
increase the amount of protection while 
keeping net cost low enough to meet the 
insurance budget of both small and large 
corporations in split dollar situations. In 
addition, standard provisions for waiver 
of premium, monthly income and _ acci- 
dental death are available. 

United States Life officials emphasized 
the wide range of settlement options 
which may be applied to the “Cash 
Value Accelerator” as further sales 
advantages. The plan may be written for 
a minimum of $10,000, with a maxi- 
mum of $300,000 per applicant. In line 
with recently announced company prac- 
tice on substandard underwriting, the 
high cash value plan will be issued up 
to Table T (600% mortality) to appli- 
cants age 10 through age 60. The full 
age range for the contract is ages 1-75. 


John R. Froh Promoted 
By Washington National 


Washington National announces the 
promotion of John R. Froh, agency su- 
pervisor, Group department, to the posi- 
tion of agency supervisor in charge of 


Group underwriting. He will assume the 
responsibility for all phases of Group 
underwriting for the Washington Na- 
tional. 

Mr. Froh became associated with 
Washington National in 1938 in the 
casualty claim division. He was _ trans- 
ferred to the Group department field 
organization as Group field representa- 
tive in 1943 and subsequently was pro- 
moted to Group supervisor in charge of 
the State of Michigan. In 1956, Mr. Froh 
was transferred to the home office Group 
department in the field of Group sales. 

Due to the continued growth and ex- 
pansion of the Group department of 
Washington National, organizational 
changes within the department have 
been made through the establishment of 
three separate divisions of underwriting, 
sales and service, and administration. 

Changes which have been made are: 

J. Herrmann, agency supervisor, 
Group peo aman and C. D. Smith 
and C. T. McEwen, agency supervisors, 
Group i and service. 





O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Mass. Mutual Opens New 
Agency in Lubbock, Texas 


Massachusetts Mutual Life has ex- 
tended its sales organization in Texas 
with the establishment at Lubbock of 
its 97th general agency. Fred E. Mc- 
Clain has been named general agent of 
the new office, which encompasses 70 
counties in west-central Texas and the 
Panhandle. 

Mr. McClain is a graduate of Okla- 
homa A. & M. College and has resided in 
Lubbock since 1951. For the past four 
years, he was associated with another 
life insurance firm in Lubbock — first 
as a sales representative and then as 
district manager. He joined Massachu- 
setts Mutual with an excellent record in 
personal production and administrative 
activities. A speaker and writer on in- 
surance subjects, he is a member of the 


THE LEE NASHEM AGENCY 
BUSINESS INSURANCE? 
ESTATE PLANNING? 


Our experienced Brokerage Staff is 
ready and anxious to serve you. Call 
us at OXford 7-2950 for quick depen- 
dable service. 








LEE NASHEM 





Mutual Benefit Life Insurance Co. 
of Newark, N. J 





South Plains Association of Life Under- 
writers at Lubbock and a member of 
the General Agents and Managers Con- 
ference and Toastmaster’s Internationa! 

The new general agency is the Massa- 
chusetts Mutual’s fourth in Texas, with 
others at Dallas, Houston, and San An- 
tonio. The company also has district of- 
fices in a number of Texas communities, 
district Group insurance offices in Dallas, 
Houston, and San Antonio, and a mort- 
gage loan and real estate office in Dallas 
At the first of this year Massachusetts 
Mutual had more than $96 million in 
vested in Texas. 











Group Insurance Plans 
Are Not Alike! 


Low net-cost, morale-building coverages, and simplified adminstra- 


tion! These are some of the advantages of LNL's Group insurance plans. 


And they're additional reasons, too, for our 


proud claim that LNL is geared to help its field- 


men. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 


Its Name Indicates Its Character 


Indiana 




























State Mutual Life’s New Home Office 
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Although State Mutual did not want to 
leave business-center, Worcester, it was 
obvious that its home office administra- 
tive buildings on Main Street would 
soon become we Seguin in view of the 
company’s surging post-war growth. A 
move outside, 1 i sim was inevitable 
: foresightedly in 1951 bought a 3l-acre 

state, in an almost rural site near the 
city which proved to be merely a start. 
\ new home had to be built which would 
be adequate to handle prospective future 
growth 

Planning Committees 


President Plumley assigned this far- 
reaching task to the company’s office of 
planning and research, headed by David 
B. Hamilton, assistant to the president. 
For almost a year Mr. Hamilton and his 
staff—together with dozens of others 
from State Mutual’s executive corps 
worked and planned, before the appoint- 
ment of Cram & Ferguson (later to be- 
come Hoyle, Doran & Berry), known 
around the world as architects of famous 
buildings. 

Working with the office of plans and 
research from the early stages was the 
building committee, comprising President 
Plumley, Honorary Board Chairman 
Chandler Bullock, vice president and 
general counsel Irving T. F. Ring, finan- 
cial vice president John P. Sedgwick, vice 
president and then secretary Arthur W. 
Johnson, togther with Howard M. Booth, 
publisher of the Worcester Telegram 
and Gazette, and F. Harold Daniels, both 
lirectors, and Karl F. Good, manager of 
the company’s building department. The 
result was an unusual closeness of colla- 

ration between State Mutual and its 
hitects and builders. 








Central Management Care 


Out of planning came an unusual con- 
cept. To eliminate waste motion, it was 
proposed to abandon corner offices en- 
tirely and assemble the company’s prin- 
cipal executives in a central management 


core. Around this core would spread the 
staff, with a clear sweep of windows 
overlooking the verdant vista which the 
building would command. In short, it 


was proposed to create a building along 
the lines of an anization chart. 

Many variations of the idea were con- 
sidered, from a one-story hub-and-wheel 
structure, in shape not unlike Washing 
ton’s Pentagon, to a 10-story tower. 
Finally State Mutual and the architects 
together settled on a rectangular plan— 
with the core principle fully retained- 
and with a partially underground service 
floor and a basement area for utilities 
and garage space—seven floors in all 


Granite Exterior 


_The result is a building which owes 
little to any set style, old or new. No 
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building could be more 


modern in interior layout. 
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“Let’s 


MANHATTAN LIFE 


talk about teugh cases” 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 








ence to New England tradition and 
weather, the planners decided to forego 
the glass and metal exterior found in 
nmiany contemporary structures. They 
agre sed instead on a granite exterior, us- 
ing granite of a subtly rosy hue, accent- 
ed by spandrels (the spaces above and 
below the windows) executed in granite 


of a still redder tone to give at least 


the illusion of columns. 

The building generally faces south. 
A broad double drive leads through the 
landscaped grounds 400 feet from Lin- 
coln Street to a curved marquee at the 
main entrance. At another entrance, in 
the rear, busses will discharge and take 
on passengers on a 225-foot covered 
bridge for bad weather protection. 

The main entrance leads to a modern 
lobby trimmed with polished Rose de 
Brignoles marble. To the right extends 
a long area, first visible evidence to the 
visitor of the planners’ “core and open 
area” principle. Here, along with the 
administrative division, personnel, adver- 
tising, public relations and field office 
service branches, is a large area planned 





Two Great New Sales Building Plans 
CROWN LIFE’S 


SECURITY LIFE at 65 


and 


20 PAY SECURITY LIFE at 65 


featuring orlomagic” but in options 


Choice of 


options at 65 


with proven sales appeal 


1. Al) cash at 65 of $831.00 per $1,000 


2. Paid-up Life insurance plus a cash pay- 
ment of $96.00 per $1,000 


3. Life-time annuity of $5.00 per $1,000 


Sold both in participating and non-participating plans. Dividends on profit 
plans are paid annually or can accumulate at 342% (present rate). 


COMPARE THESE OUTSTANDING 
ANNUAL RATES EVEN WITH “ORDINARY” PLANS 


Annual Deposit per $1,000 (Minimum $7,500) 
ener LIFE TO 65 


Age 


ge 20 30 35 40 45 50 55 Age 20 25 30 35 40 45 
Par 17.14 13. 77 23.35 28.42 35.80 46.98 65.25 100.18 | Par 27.39 30.05 33.17 36.94 41.52 46.98 
N.P. 14.42 16.92 20.33 25.16 32.19 42.84 60.24 93.50 


(issued age 0 to 55) 


WRITE, 
RIGHT 
NOW. 


When it’s new in town— 
It comes from Crown 


20 PAY SECURITY LIFE 


N.P. 24.18 26.71 29.69 33.28 37.64 42.84 
(issued age 0 to 45) 





THE CROWN LIFE INSURANCE CO., 
120 Bloor Street East, Toronto, Canada. 


Please send me the deta.Is and Sales plan for the Security Life 
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for the future addition of heavier office 
equipment, for which purpose the floor 
is built with extra strength. 


The Medical Center and Cafeteria 


Nearby is the company’s medical center 
—examination rooms, a treatment room, 
laboratory, x-ray and fluoroscope equip- 
ment—for the dual use of the company’s 
home-office physicians in examining 
prospective policyholders and in minis- 
tering to the needs of the staff. Here 
again the facilities can serve twice the 
present number of employes. 

To the left from the main entrance, 
a broad corridor leads to the largest and 
one of the most handsome rooms in the 
building—dignified by no more than the 
name of “cafeteria.” It’s a room like a 
so-called “garden” restaurant, big enough 
to seat at tables as many as 750. As an 
auditorium, it can hold as many as 1,509. 
For pleasant dining, its west wall is an 
expanse of plate glass, unbroken save for 
the most slender of mullions, that 
stretches from floor to ceiling and 180 
feet across the whole west end of the 
building. Its view encompasses the cafe- 
teria’; own outdoor terrace, the western 
slopes of the State Mutual grounds and 
Burncoat Park beyond North Parkway. 

Upward from the main entrance, both 
escalators and_ electronically operated 
elevators give access to the three main 
office floors—second, third and fourth. 
These, almost identical in layout, are 
180 feet wide by 380 feet long. In the 
center is the aforementioned “manage- 
ment core” with adjacent conference 
rooms for use of department heads, 
officers and their staffs. The whole unit 
becomes a center for easy communica- 
tion and planning by branches whose 
work is related. 

The 11 management offices in each 
floor’s “core” are lighted by luminous 
panels in the ceiling and brightly dec- 
Aen. To give an added feeling of 
space, one wall of the brightly lit cor- 
ridor contains translucent glass. 

Outside the management core on each 
of these three floors is a solid acre of 
open working spaces. The openness as- 
sists the rapid flow of the documentary 
work which is the lifeblood of the life 
insurance business—helping assure faster 
service to policyholders, to beneficiaries 
of policyholders and to those concerned 
with State Mutual’s nearly $600,000,000 
of investment in the governments, na- 
tional, state, provincial and local, and in 
the economies of the United States and 
Canada. 

The lighting of such a space, with its 
long vistas, presented problems. The 
chief one was to avoid glare and con- 
fusing shadows. For this, special fix- 
tures were designed, deeply recessed in 
the ceiling, which diffuse light evenly 
throughout the whole area. The colors 
of the walls—a soft yellow, light green 
and rose beige—help bring the light to 
life. 

In line with the planners’ guiding prin- 
ciple of “privacy of motion’—the ability 
of one person to see another without 
running the gamut of dozens of others in 
the process—the entire top floor can be 
used, for example, for evening meetings, 
as an independent unit entirely apart 
from the rest of the building. 

With equal attention to employe free- 
dom and comfort, both during and out- 
side of working hours, there are three 
spacious lounges, a club room for em- 
ploye meetings—such as those of the 
long active Fellowship Club — a card 
room, a game room with ping pong 
tables and still other recreational fea- 
tures to come later on. Near the bowling 
alleys are big locker and shower rooms. 

In its own special place is the “medita- 
tion room”—whose marble walls, vaulted 
Gothic ceiling and soft light, filtered 

(Continued on Page 29) 
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Now It’s State Mutual Of America 


Name Fits National Operations; President Plumley Tells 
Background; What Was Involved in Change 


State Mutual Life Assurance Co. of 
Worcester, Mass., on September 16 
changed its name to State Mutual Life 
Assurance Co. of America. Fourth oldest 
mutual life insurance company it had 
assets at end of 1956 of $597,840,000 and 
insurance in force of $2.359 billion. 

Concurrent with its change in name 
State Mutual is preparing to move its 
1,100 employes into a new home office 
building which is located in a 3l-acre 
park-like setting two miles from down- 
town Worcester in which city the com- 
pany has been located 113 years. The 
move into the new building will be made 
in October. 


New Name Fits National Operations 


The New York City announcement of 
the change of name was made by H. 
Ladd Plumley, president of the company, 
at a press conference given by the com- 
pany at the Waldorf Astoria Hotel. He 
joined State Mutual’s Group division in 
1945, and has been president since 1951. 
At the Waldorf press conference he said 
to reporters: 

“What we have done is to make our 
name fit our national operations, and, 
in a sense, to keep up with our growth. 
On top of the reputation we have earned 
for financial and unbroken stewardship 
to our more than half a million policy- 
holders we will be operating under a 


name from now on that reflects the 
growth and scope of the company.” 
State Mutual’s fastest recent strides 


have been in the field of Group life insur- 
ance. It was not until 1954 that the com- 
pany entered the Group field and in the 
11 years which have followed that type of 
insurance has risen to more than a third 
of its total insurance in force. State 
Mutual also has grown rapidly in the 
individual sickness and accident field 
which it entered only four years ago. Its 
1956 premium income in sickness and 
accident coverage is up 77% over the 
previous year. Continuing, Mr. Plumley 
said : 

“While State Mutual growth is deeply 
rooted in its native New England its 
$296,014,715 of life insurance and its 
$1 39,970,463 of Group insurance which it 
has in State of New York far outruns 
its record even in Massachusetts.” 


New York City General Agents and 
anagers 


State Mutual change of name was also 
announced simultaneously in all the cities 
where the company has general agencies 
or managerial offices. 

In New York the theads of the general 
agencies are Louis A. Cerf, 90 John 
Street; Timothy Foley, 370 Lexington 
Avenue, and Fred M. Selling, 67 West 
Forty-Fourth Street. Managers of New 
York City are: William J. Kilea, 96 
Fulton Street, Manhattan, and Albert A. 
Hans, 144 Montague Street, Brooklyn. 

Its New York Group interests are 
served through its own office at 130 Wil- 
liam Street where they are in charge of 
Allin B. Turner, its Group field represen- 
tative here. 

State Mutual’s New York State invest- 
ment loans loom large too, having a cur- 
rent total of $23.592 million. In the 
metropolitan area the company is served 
in investment loan operations by Brook- 
lyn’s Home Title Guaranty Co. and New- 
ark’s Alexander Summer Mortgage Co. 
as mortgage loan correspondents. 


All Forms Had to be Reprinted 


The change of corporate name _ for 
State Mutual brought a maior task of 
headache size to the company. Although 
only changing “Worcester” to “America” 
the new name on every policy form had 
to be reprinted and submitted individu- 
ally to the Insurance Commissioners of 
each state and the District of Columbia 
for approval since the old company was 
legally “dead.” 

Internally, the name change brought 


an analysis and revision of over 900 
different forms, policies, jackets and 
envelopes, riders, labels, all the way 
down to business cards—a task that 


would shake the most energetic executive 
in his swivel chair. It was a task that 
had been anticipated and Secale plan- 
ned by State Mutual. One great benefit 
was that countless odd type faces on 
the revised matter, as well as different 
paper size and stock, were standardized, 
a goal the company had been working 
toward for several years. 


New Home Office 


(Continued from Page 28) 


through a stained glass window, the com- 
pany hopes, will make it an inviting 
place for employes who want to spend 
a few quiet moments alone, away from 
the pressure and bustle of the working 
day. In quiet dignity, the meditation 
room imposes no dominant religious 
motif. Its sole gesture toward spiritual 
symbolism is the simple phrase, outlined 
in the colored glass of the window: 
“The Lord is my Shepherd.” 


S. H. Wolcott, Jr. a Trustee 
For Penn Mutual Life 


Samuel H. Wolcott, Jr., president of 
the Consolidated Investment Trust of 
Boston, has been elected a trustee of 
Penn Mutual Life, it was announced 
by Malcolm Adam, president of the com- 


pany. Mr. Wolcott, widely known in- 
vestment trust executive, will replace 
Martin W. Clement, former president 


chairman of the board of direc- 
tors of Pennsylvania Railroad. 

Born in Milton, Mass., Mr. Wolcott 
was graduated from Milton Academy, St. 
Paul’s School and Harvard College and 


and 


launched his business career with the 
First National Bank of Boston. A vet- 
eran of World War II, where he served 


as radar officer on destroyers and later 
as radar instructor on the staff of the 
commander of destroyers in the Atlantic, 
Mr. Wolcott holds the rank of lieutenant 
commander in the Naval Reserve. 

A prominent financial adviser, Mr. 
Wolcott is a director and member of the 
trust committee of Rockland-Atlas Na- 
tional Bank of Boston, a director of the 
American Felt Company and a trustee of 
the Provident Institution for Savings. 
He also serves as director of the Essex 
Company and the Big Sandy Company; 
as trustee of the Children’s Hospital; as 
secretary of the Boston Country Club, 
Brookline, and as chairman of the fin- 
ance committee of the Harvard Class 
of 1933. 


Commonwealth Leader 

The west Tennessee branch office 
agency of Commonwealth Life gave the 
top over all performance in Common- 
wealth’s annual branch office agencies 
August campaign. The West Tennessee 
Agency, located in Union City, was the 
winner on a composite score of four 
factors. C. D. Haskins is branch man- 
ager of the agency. 
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Insurance Society Course 


Given by B. W. Steinberg 


The course in estate planning conduct- 
ed by the School of Insurance of the 
Insurance Society of New York, will be 
conducted for the fifth consecutive year 
by B. William Steinberg, CLU. The first 
meeting of the class will be October 2. 
Registration for all courses is now being 
held at the School’s offices at 225 Broad- 
way and will close September 27. 

A new book, “Practical Property Plan- 
ning—a Workbook” by Mr. 
and Stuart A. Monroe, general agent for 
Mutual Benefit Life, 
similar course in Chicago, 
November 1 for 


Steinberg 
who teaches a 
will be avail- 
able about use in the 
course. 

The course, and book are divided into 
four parts and are best described by 
listing the weekly 
titles. Part One, 
consists of Establishing the Philosophy 
and Pattern of 
Programming Techniques, Handling the 
Confidential Information, Reviewing the 
Policies and Making Recommendations. 

Problems of Taxation are discussed in 
Part Two, including listing the Gross Es- 
tate for Federal Estate Tax, Unravelling 
Jointly Owned Property, Clarifying the 
Marital Deduction, Determining Proper- 
ty Valuation, Applying the Federal Gift 


topics and chapter 


Insurance Analysis, 


Operation, Simplifying 


Tax, and Taxing Life Insurance Pro- 
ceeds. 
The second semester will review Un- 


derstanding the Forms of Business Or- 
ganizations, Solving Problems of the 
3usiness Owner and Executive, Present- 
ing the Key Man Solution, Looking at 
the Partnership Buy and Sell Agree- 
ment, Viewing the Corporation Buy and 
Sell Agreement, Comprehending the Will 
and Utilizing the Trust. 

Part Four analyzes actual cases and 
is devoted to the preparation of the es- 
tate report for handling in the field. 

A popular feature of the course has 
always been the check lists used—The 
Insurance Policy Check List, List of Re- 
port Recommendations, Partnership and 
Corporation Buy and Sell Agreement 
Check Lists, and the Will Check List. 


Mr. Steinberg, general agent for 
Massachusetts Mutual Life in New 
York, has built an unusual organization 


which specializes in estate planning and 
business insurance. Established from 
scratch in June of 1952, the agency has 
15 associates and has a 100% record of 
manpower retention; it has never lost a 


man. It is currently producing at about 
$6,500,000 annually. 
Classes will be held Wednesday from 


5:30 to 7:30 p.m. 








Eat Wt ep Happy lo So You 


AT HIS FINE RESTAURANTS 


23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 
Elected charter member of Esquire Club; Members of 
Diners Club, Duncan Hines, Executives Diners 
Club, Expense Charge. 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL SyneeT 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 
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TERM AFTER AGE 

60? — SURE! 
Now you can offer "TWO WAY" 
Term for ages 61 through 65 (up to 
$100,000 if you like). Either 10-Year 
DECREASING Term (non-par), or 
LEVEL Life Expectancy Term (par). 
Helpful? Call "The Baron” now for 
details. 


DAVID H. BARON AGENCY 


United States Life 
55 Liberty St. 


Insurance Co. 


New York 5,-N. Y. 
REctor 2-3861 








Director of Agencies at 
Prudential’s Home Office 





O’NEILL 


LEONARD G 


Leonard G. O’Neill, manager of The 
Prudential’s Queen City 
has been promoted to director 
the Ordinary 
department in the Newark 

He joined the company as a 
agent at Columbus in 1949, 
moted to division manager at 
1953 and to 
last 

He earned a Bachelor's degree 
State 1947, 
degree there a year later. 


Equitable I Lite of Iowa 
Sets All-Time Record 


New paid production for the first eight 
months of 1957 by Equitable Life of 
Iowa set an all-time record high with 
$114,439,391, a gain of 13.5% over the 
correspondiing period in 1956, it was an- 


agency in Cin- 
cinnati, 
of agencies in agencies 
home office 
special 
was pro- 
Dayton in 
Cincin- 


agency manager In 


nati early year. 


at Ohio 
Master’s 


University in and a 


nounced by J. Richard Ward, agency 
vice president. 
Production for the month of August 


was $13,603,368, representing the largest 
August in the company’s 90-year history 
This continued the unbroken record 
wherein production during each of the 
first eight months of 1957 established an 
all-time record for that month 

Life insurance in force at the 
August increased to a new 
$1,548,307,966 

The Kansas City agency, H. A. Hedges, 
general agent, was the leader among all 
company agencies during the month. 


end of 
high of 
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SEE NEW CONNECTICUT GENERAL 
BUILDING WIELD LARGE 
INFLUENCE 

One reason why so many executives 
of insurance companies went to Bloom- 
field, Conn., last week to attend the 
dedication of Connecticut General’s new 
home office located there (five miles 
from Hartford) is because of general 
accegtance of fact that it contains nu- 
merous new ideas which will influence 
future home office buildings constructed 
outside of the limits of a large city. 
There were ideas of interest both in 
functional operation aspects and employe 
home office relationships. This building 
has already been chosen by American 
Institute of Architects as one of the 
‘Ten Buildings in America’s Future.” 
Says Time magazine which in its last 
week’s issue printed four pages in color 
of photographs taken on the Connecticut 
General’s building site: “It is not only 
a splendid example of the precisely ma 
chined modern elegance in which Ameri- 
can architects lead the world, but is 
likely to become the most honored build- 
ing of the year.” 

From the start th 
building has been an 


e construction of this 
operation by 
inned committees. These committees 
have consisted not only of Connecticut 
General executives, but often with ex- 
perts from without the company as 

members 
The architects were Skidmore, Owings 
& Merrill. The specific designers were 
(;ordon Bunshaft and William S. Brown 
had designed for that firm Manhat- 





tan medal-winning Lever House on 
Madison Avenue, New York, and Manu- 
facturers Trust Co.’s Fifth Avenue 


branch in both of which buildings large 


expanse of glass exteriors predominate 
and which buildings are now two of the 
“musts” which visitors to New York 
Connecticut General has a 470-foot glass 
facade 

In the preliminary operations Turner 
Construction Co. had thrown up a mock 
up section in which almost everything 
was tried out on scale, with new ideas 
tossed out if the demon 
strated they were wrong, or adopted, 


“mock-up” 


if shown to be successful. 


Time in its story said that President 
Frazar B. Wilde of Connecticut General 


had 500 conferences with Architect 
Bunshaft. Its story caught many of the 
novel features of the building... “A 


swarm of landscape gardeners and for- 
esters had come in, built an artificial 
lake to highlight the building ... To 
reduce heat in the building a new green- 
Aluminum 
skin was specially anodized for weather 
resistance ... For the interiors, Flor- 
ence Knoll of Knoll Associates furnished 


tinted glass was used 


new chairs and desks.” 

Many of the insurance executives who 
came for the dedication sat in at the 
through-highway symposium which the 
company sponsored and was held in the 
auditorium of the new building. Speakers 
were city planners, Government, state 
and municipal officials, newspaper pub- 
lishers, safety experts and others gath- 
ered to discuss and try to find solution 
for the mounting problems confronting 
cities and suburbs as highways and motor 
ars increase in number. The new 
through-highway program of the Gov- 


ernment is bringing these problems espe- 
cially into focus. 

Frazar B. Wilde, Connecticut General 
president, showed clear foresight in ar- 
ranging to have such a symposium, nor 
did he exaggerate when he said that the 
new home office of his company “is a 
building that we believe may exert an 
influence on the office of the future, per- 
haps even on the city of the future.” 





Russell J. Parker has been named a 
vice president of the Manhattan Fire and 
Marine, a member of the London Group 
of property insurance companies. Mr. 
Parker, who joined the group in April, 
was appointed a vice president of Guar- 
antee Insurance Co., another London 
Group member, in July, He is in charge 
of the group’s casualty operations in the 
Pacific Coast regional territory, consist- 
ing of the 11 Western states, Hawaii and 
Alaska. Mr. Parker began his i insurance 
career in the Oakland, Calif. branch 
office of the Globe fetbitidty in 1924. 
In 1935 he was appointed Oakland branch 
manager. He was named superintendent 
of Globe's Pacific Coast department in 
San Francisco in 1938. In 1944, Mr. 
Parker joined National of Hartford as 


assistant manager of the casualty and 
surety divisions for the 11 Pacific Coast 
states and Hawaii. 









Gerhard D. Bleicken, secretary of John 
Hancock, has been reappointed to the 
nine-man National Academy of Sciences 
Advisory Committee on Civil Defense. 
The committee was organized by the Na- 
tional Academy’s president at Federal 
Government’s request. Mr. Bleicken has 
been consultant to the radiological de- 
fense program at Berkeley, Cal., and to 
Federal Civil Defense Administrator in 
Washington and has participated i in pre- 
senting ‘the Academy position relative to 
military operations subcommittee of Con- 
gressional committee on Government 
operations. He witnessed last summer 
the explosion of “Kepler.” the ninth nu- 
clear shot of Atomic Energy Commis- 
sion’s test series at Las VVegas. He is an 
alumnus of Gettysburg College, Boston 
University and its law school where he 
received an LL.B., cum laude in 1938. In 
following year he joined John Hancock 
and has subs equently served as assistant 
counsel, associate counsel, second vice 
president and counsel and_ secretary, 
being elected to last named post in 1955. 





* * *” 





Horace W. Brower, president, Occi- 
dental Life of California, has been elect- 
ed a voting member of the Southern 
California Chapter of the Arthritis and 
Rheumatism Foundation. He will also 
serve another year as a member of the 
state committee of sponsors of the Cali- 
fornia Heart Association. 


* 2k * 


M. L. Canfield, former president of the 
Dallas Insurance Co., has joined the 
Pacific National Insurance Group in 
charge of Texas operations. Mr. Can- 
field retired in 1956 from the Home 
after 38 years with the company in which 
he served in various c: ipacities as special 
agent, manager of the service depart- 
ment, and as state agent. Widely known 
and active in industry affairs, Mr. Can- 
field has served as chairman of the Texas 
Automobile Insurance Service Office, 
Fire Prevention and Engineering Bureau 
and the National Automobile Theft Bur- 
eau. 


* * 


E. Kenwood Hawley is joining the At- 
lantic Companies (Atlantic Mutual and 
Centennial) as assistant production man- 
ager in the home office in New York Cit¥. 
Mr. Hawley is a graduate of the Univer- 
sity of Connecticut and has been en- 
gaged in activities of the Chartered 
Property and Casualty Underwriters in 
New York City and nationally. Follow- 
ing a three-year period of service as 
captain with the United States Army 
during World War he had extensive 
insurance experience in the field and in 
casualty departments of several stock 
companies, 


* * * 


Truman M. Huffman, CLU, general 
agent in Jacksonville for Mutual Benefit 
Life, has been elected Es vice president 
of the Jacksonville Sales Executives 
Club. Mr. Huffman is also president of 
the Jacksonville General Agents and 
Managers Association, and of the CLU 
Chapter of Duval County. 


an. a 


Harold J. Plack, Sr., general agent for 
Midland Mutual Life in the Peoria, III. 
area, recently completed his 21st year in 
the company’s “App-A-Week Club.” He 
holds position No. 5 among the or- 
ganization’s leaders in consecutive week- 
ly production, having submitted at least 
one new application a week for 1,092 
straight weeks. 

Mr. Plack has been representing the 
Midland Mutual since 1936. He also 
ranks high in the company’s production 
clubs, having won membership in the 
President’s Club on the strength of his 
1956 production record, 
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L. to R.: Chandler Bullock 
. Ladd Plumley 


Chandler Bullock, honorary board 
chairman, State Mutual Life, was hon- 
ored by the company’s executive com- 
mittee on his 85th birthday at a gather- 
ing last week in Worcester, Mass., home 
office of State Mutual. With exception 
of Frederick H. Ecker, honorary chair- 
man of Metropolitan Life whose 90th 
birthday was observed last month, Mr. 
Bullock is oldest home office executive 
in life insurance company ranks. Mr. 
Bullock, former president and chairman 
of the company, joined it in 1897. Ac- 
companying picture of Mr. Bullock with 
H. Ladd Plumley, president of State 
Mutual, was taken by Worcester Gazette. 


* * * 


James B. McKee, Jr., Mutual Life of 
New York, St. Louis, was recently elect- 
ed to the 1958 nominating committee at 
the National Red Cross meeting in 
Washington. The committee will meet 
next year to nominate the new board of 
governors. 

x * * 


John D’Alfonso, general agent in San 
Diego for Midland Mutual Life, was 
recently elected to the boards of direc- 
tors of three organizations—San Diego 
Community Chest, San Diego County 
Heart Association and Salvation Army 
Door of Hope Home. 


* * ok 


Edward J. Mallon, controller of the 
Guardian Life of New York, has been 
elected to membership in the Controllers 
Institute of America. The Controllers 
Institute is composed of finance officers 
of many lines of business such as insur- 
ance, banking, manufacturing, etc. and 
has a membership of more than 4,700. 


Walter G. Cameron, assistant con- 
troller, Fireman’s Fund Insurance Com- 
pany, San Francisco, has been elected to 
membership in the Controllers Institute 
of America. Established in 1931, the 
Institute is a non-profit management 
organization of controllers and finance 
officers from all lines of business. Total 
membership exceeds 4,700. 


* * * 


John McGinley, former vice president 
of The Travelers in charge of casualty 
insurance for Greater New York, who, 
since his retirement a few Aacrt ago, has 
been living in Pasadena, Calif., was in 
New York briefly over the weekend hav- 
ing come East to attend the funeral of 
his brother who died at his home in New 
London, Conn. 
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Book on St. Lawrence Seaway 


Designating the forthcoming opening 
of the St. Lawrence Seaway as the great- 
est event in ocean transport since the 
opening of the Panama Canal, Edwin 
D. Rainbow, F.C.LI1., of London, assis- 
tant underwriter of the Commercial 
Union, has written a book on the subject 
This he calls “The St. Lawrence Seaway 
Shipping and Marine Insurance Aspec i“ # 
Publishers are Witherby & Co., Ltd., 15 
Nicholas Lane, E.C. 4, London. The 
marine insurance markets “have a vital 
contribution to make to the international 
prosperity that will spring from the St. 
Lawrence Seaway,” he says. 

Mr. Rainbow comments on the fact 
that the Seaway will have the effect of 
radically altering the ocean coast line of 
North America inasmuch as while it 
will be an inland waterway it will make 
it possible for more than three-quarters 
‘J world shipping to reach the heart of 
Canada and the United States. In this 
sense, the ocean coast line of the United 
States will be increased by one-third 
and the Atlantic Ocean will penetrate 
2,000 miles inland to Duluth, Superior, 
Port Arthur and Fort William on Lake 
Superior. Harmony between nations has 
been set on either side of the St. Law- 
rence. Not only is the frontier complete- 
ly undefended, but the Governments of 
Canada and the U. S. are working to- 
gether on the project in the most in- 
spiring way. 

“The Seaway is of such vital impor- 
tance that it would be folly to consider 
it superficially,” yet, says the author, 
this is a serious danger. Continuing, he 
made these observations: 

“Most people realize that the pening 
of the Seaway will bring changes in the 
pattern of navigation to and from the 
Great Lakes, but the common assuimp- 
tion is that the primary development 
will be a flood of ocean- going vessels 
into those inland seas. While it is true 
that shipping companies are already op- 
erating increased direct services by small 
vessels from the United Kingdom and 
other European countries to the Lakes, 
the influx of ocean tonnage is not likely 
to be the most significant feature. 

“The movement of increasing quanti- 
ties of Labrador iron ore into the heart 
of the continent is a much more impor- 
tant factor. So is the desire to use the 
large grain carriers of the Lakes to bring 
their cargoes direct to Montreal with- 
out transhipment. 

“Marine insurance markets will not 
only have to consider the implications of 
Ocean tonnage proceeding west of Mon- 
treal. The specially built lakers will be 
treed from their captivity on the inland 
seas and the extent to which they will 
he re-deployed will need study. The lit- 
tle canallers, at present trading through 
the small locks and canals of the Up- 
per St. Lawrence, will be at the centre 
of a transport revolution, and their in- 
Surers cannot afford to ignore the 
changes that will result. 

“How vast are the Great Lakes and 
what are the resources of their hinter- 
land? What are the tremendous tasks 














involved in carrying out the Project? 
What ships are released from the Lake: 
by the Seaway and where will they ply 
in the future? How will ocean tonnace 
be affected? 

“The answers to these questions are 
soon to become vital to world shipping 
and marine insurance.” 

Titles of the chapters in Mr. Rain- 
bow’s book are these: The Seaway and 
Marine Insurance, Earlier Developments 
of the Great Lakes and the St. Lawrence 
Lowlands, The Earlier Canals, Interna- 
tional Negotiations, the Project, Lakers 
and the Seaway, Canallers, Ocean Ton- 
nage to the Great Lakes, Perils of the 
Inland Seas, the Probable Trends. 

Mr. Rainbow believes that Chicago’s 
position in world markets will greatly 
improve when the Seaway reduces trans- 
portation costs and he sees no reason 
why other Lake ports should not enjoy 
similar benefits. 

“However, the movement of ocean ves- 
sels into the Great Lakes will fall short 
of the more optimistic expectations,” he 
thinks, “as transhipment at Montreal will 
still be a very attractive alternative to 
sending ocean going ships through the 
locks and canals of the Upper St. Law- 
rence. 

“The perils of the inland route — prin- 
cipally ice, stranding and collision — 
make it unlikely that the Institute War- 
ranties will be amended to permit Great 
Lakes voyages without additional prem- 
ium, 

“Revision of the Customary Stranding 
Clause in the Institute Time Clauses 
would give underwriters the safeguard of 
the franchise when a vessel strands 
west of Montreal. This would put Sea- 
way navigation in the same insurance 
position as the Suez and Panama Canals, 
but the dwindling influence of the fran- 
chise upon claims in general may render 
any alteration unjustificable.” 

The book contains a foreword by 
Lionel Chevrier who wrote it when 
president of St. Lawrence Seaway Au- 
thority. He has recently become presi- 
dent of the Privy Council for Canada 
and the Minister responsible to Parlia- 
ment for the St. Lawrence Seaway. 





ioe Oe 2 


CCC Insurance Companies 


In its semi-annual report Commercial 
Credit Co. gives some facts about op- 
erations of its insurance companies 

The premium writings of Calvert Fire 
Insurance Company, Cavalier Insurance 
Corporation and ean insurance oper- 
ations for the six months ended June 30, 
1957, were down slightly compared with 
premiums written during the similar pe- 
riod of 1956. The unearned premium 
reserve on June 30, 1957 was down ap 
proximately 10% compared with June 
30, 1956 because of the run-off of un- 
earned premiums without proportionately 
increased premium writings during the 
first six months of 1957. 

The net earnings of these companies 
were less in the first six months of 1957 
compared with 1956 as a result almost 





entirely of reduced earned premiums. 
Loss ratios continued unsatisfactory dur- 
ing the first six months of 1957, result- 
ing from a continued high claim fre- 
quency and increased cost of claims. 
Every effort is being made to screen 
applications for insurance, but claim fre- 
quency continues high caused by an in- 
creased number of motor vehicles in 
use on the public highways, the con- 
tinued disregard of traffic rules and regu- 
lations, inexperienced drivers, and lack of 
rigid enforcement of traffic laws and 
regulations. The premium rates, particu- 
larly for collision insurance, are inade- 
quate to cover the increased hazards 
which result from the above mentioned 
conditions, and until rates are adjusted 
upward realistically, to meet the existing 
situations, little improvement can be ex- 
pected. 

The written premiums, prior to rein- 
surance, of American Credit Indemnity 
Company of New York (credit insur- 
ance) for the six months’ period ended 
June 30, 1957 were somewhat higher than 
for the similar period of 1956. The 
earnings for the first six months of 1957 
were up approximately 20% 

Written and earned premiums of 
American Health Insurance Corporation 
(health insurance) were up slightly for 
the six months’ period ended June 30, 
1957 compared with the similar period of 
1956. The net earnings were also up 
approximately 13% compared with the 
similar period of 1956. 

Cavalier Life Insurance Company, a 
wholly owned non-consolidated subsidi- 
ary, had premium writings of $3,174,294 
during the six months ended June 30, 
1957 compared with $2,674,754 for the 
first six months of 1956. The net income 
of the life insurance company for the 
first six months of 1957 was $1,101,957 
compared with $572,935 for the similar 
period of 1956. 

The security portfolios of the insur- 
ance companies on June 30, 1957, ex- 
cluding Cavalier Life Insurance Com- 
pany, were carried at cost or amortized 
value aggregating $81,558,289. The mar- 
ket value of these securities on June 
30, 1957 was $80,080,355, the difference 
being covered by reserve for fluctuation 
in security values. The portfolios at cost 
or amortized value consisted of United 
State Government obligations $19,236,- 
685; Federal Agency obligations $8,943,- 
852: Canadian Government obligations 
$1,085,276; long term tax exempt bonds 
$23,533,591; all other bonds and notes 
$21,543,303. The portfolios also included 
$219,018 of preferred stocks and $6,996,- 
564 of common stocks. Of the total 
bonds (other than the long term tax ex- 
empt bonds) in the portfolios, 98.2% will 
mature within five years and 1.8% over 
five years. 

* * * 


Sole Passenger Can’t Use Telephone 
While Car Is in Motion 


Among diversions in an automobile 
which detours attention of the driver 
away from concentration on the road 
are telephones, stickers on the window 
panes, sometimes small refrigerators con- 
taining cold bottles of beer and taking 
up needed space. Probably the most 
inexcusable is the use of the telephone 
while the vehicle is in motion. 

Such use of a telephone is a violation 
of Article 3, Section 32 of New York 
City’s traffic regulation. In talking over a 
phone while his car was in motion Her- 
bert Orner, an employe of Metered Ap- 
pliances, New York, was arrested by a 
traffic policemen. He was driving his 
car on Seventh Avenue in Harlem at 
the time. The law can be violated only 
if the driver is alone in the car. If con 
victed after trial he faces a possible fine 
up to $50 or 30 days imprisonment, or 


both. 
x * * 


Murchison in Chicago Bank Field 


Chicago insurance executives are con 
siderably interested in the fact that two 
banks on the South side of Chicago 
Chicago City Bank and Trust Co. and 
Mutual National Bank — have apparent- 
ly been sold to two Tex xas millionaires 
They are Clint Murchison and Gerald 
C. Mann of Dallas. 


Mr. Murchison, who made his vast 
fortune largely in oil, controls four life 
insurance companies. He advanced som> 
of his millions several years ago to Ro’- 
ert R. Young in the latter’s successful 
battle to get control of the New York 
Central Railroad. 

Both banks rate high and the deal is 
said to involve $8,490,000. The Chicago 
City, president of which is Frank C 
Rathje, has resources of $114,000,000 
Mr. Rathje is a former president of 
American Bankers Association and of 
the Illinois Bankers Association. He 
helped found the Mutual National (which 
has $70,000,000 financial resources) in 
1917. 

Mr. Mann, a former attorney genera! 
in Texas, has interests in oil, banking 
and insurance. 

He is special assistant to the vice pres 
ident of Austenal, Inc. and is chairmat 
of the executive committee of its surgi 


cal division. 
” * * 


Cerami Tells How to Solve 
Management Problems 


Charles A. Cerami, having been author 
of a book bearing the hago of “Successful 
Leadership in Busine has a new vol- 
ume in the book stores. This time it is 
“How to Solve Management Problems.” 
Publisher is Prentice-Hall, Inc., Engle- 
wood Cliffs, N. J., and the book bears 
a 1957 copyright. 

One of the most readable chapters de- 
scribes the commonest pitfalls which 
he designates as failure Ba plan in ad- 
vance ; lack of organization or systema- 
tic approach; refusal to face a difficult 
choice, and lack of a single guiding 
hand. The breaks, he says, go to the 
planners, the pioneers 

In his chapter of “The Key to Human 
Relations” Mr. Cerami offers the follow- 
ing formula: 

Understand what the other man 
wants to accomplish. 

Give each of your subordinates the 
feeling th at you have a dee 
interest in his work. 
_Don’t judge employes on their at- 
titudes, but on their production. There 
1s no reason to assume that a sweet 
tempered worker is a better investment 
than an habitual grouch. 

Create an atmosphere conducive t 
originality and free expression of ideas 
Author Cerami has been Washington 

editor of business magazines: has writ- 
ten a monthly column on government 
and economic trends and numerous ar- 
ticles on management subjects. 


Pp personal 





Springfield Employes’ Stock 


Purchase Plan 


\ stock purchase plan for employes of 
the Springfield Fire and Marine, as ap- 
proved by the stockholders at the last 
annual meeting, has been announced by 
President S. Dwight Parker. “As em 
ployes become shareholders they will 
join other shareholders in the ow nership 
of the business,” Mr. Parker stated 
“And we believe that this will con- 
tribute to the unity of interest so nec 
essary to the continued success of the 
company.” 

The price of stock to employes will be 
the average price paid by the trustee 
for each share in any quarter period 


The company contribution toward the 








purchase price is 20% of the employe’s 
contribution 

Each full-time employe who has beer 
with the company for six months may 
authorize the company to withhold up to 
10% of this or her salary in excess 
$3,500. This basic exemption of the first 
$3,500 of an employe’s salary was mad 
because, in the opinion of investment 
experts, there is a minimum amount of 
anyone’s financial resources which should 
not be subjected to the dangers of fluctu- 
ating prices that necessarily go with the 
ownership of common stocks. 
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Barry Seeks Realistic Reasoning 
In Application Of Rating Laws 


In his memorandum presented to the 
Zone 6 meeting of the National Asso- 
ciation of Insurance Commissioners at 
Seattle, Wash., last week and released 
for publication in Chicago, President 
John R. Barry of Corroon & Reynolds 
Group discussed a possible revision of 
fire rating procedures in order to make 
them more realistic in light of present 
loss trends. Along this line of thought 
he stated: 

“While the N. Y. rating law provides 
for consideration of the most recent five 
year ex ‘perience, it also gives great lati- 
tude to supervisory officials and allows 
them to go beyond the statistics and 
take other factors into consideration in 
a very broad way, not only from the 
standpoint of their own particular state, 
but also on the basis of the national 
record. They are allowed to form a 
judgment as to what prospective experi- 
ence may be and give that proper weight 
in-making rates Prospective experience 
may be indicated by statistics, but can- 
not be proven by time. 


Underwriting Profit 


“Referring to the words ‘reasonable 
margin of underwriting profit,’ there is 
no question about what is meant by this, 
and it has nothing to do with the rates 
on individual risks or individual classes. 
It means what it says — that there 
should be sufficient premium income bas- 
ed on the overall experience of all com- 
panies to provide et to pay losses 
expenses and in the case of the mutuz ils 
their dividends. I again come back to the 
mutuals who under their original plan 
of operation felt that they could obtain 
business without the services of agents 
and that the results would allow them to 
return savings to the policyholders rep- 
resented by this item. If the stock com 
panies had been allowed to reduce their 
rates they could well have used _ this 
weapon to eliminate mutuals entirely,” 
Mr. Barry said. } 

“The rating law in other sections pro- 
vides there shall be no discrimination 
between risks of the same class. That 
is something that will operate within the 
scope of the broad provisions of the 
law, anda balk ancing of the rates chz arged 
for the various classes must be made in 
such a manner that the combined prem 
ium income from all these classes will 
meet the overall requirement. 

“As to the factors to be considered, the 
courts have expressed themselves, par- 
ticularly in the case of Aetna vs. Jor- 
dan in the District of Columbia. In that 
case the statement was made that the 
only proper basis for determining an 
ad lequate rate was the overall experi- 
ence of all companies, which would pro- 
vide for arriving at an average expense 
ratio representing the cost of doing busi- 
ness of all companies. It was pointed out 
that the rates could not be based upon 
the expense ratio of the smallest or the 
largest or the best managed or the 
poorest managed company. The over-all 
experience, the court held, was the only 
fair and proper basis to do justice t 
both the public and to all companies. 


Five Year Experience 


“Application of all of this to the pres 
ent situation calls for the same realistic 
reasoning, adopted by the Public Servic 
Commission of New York, namely, that 
we are faced with a practical problem 
and must find a practical solution. W<« 
know that the year 1956 was disastrous 
We further know that 1957 so far has 
been no better, if anything worse. Rates 


based on five years experience may b> 
all right provided that the total volume 
of premium arrived at for the particular 
state or states will be sufficient to meet 
the requirement of law as to a reason- 
able underwriting profit. 

“We cannot wait three months or six 
months; we must have immediate action. 
We know well that we could not sett! 
losses that we paid in 1953, 1954 or even 
in 1955 for the same amount today. There 
has been a creeping inflation in the past 
three years and research will indicat: 
that the fire insurance business turned 
downwards in the middle of 1955 and 
the downward pace has accelerated rap- 
idly since that time. 

“In order to present something that 
can be acted on quickly and provide a 
prompt remedy, it would be my sugges- 
tion that the 1953, 1954 and 1955 losses 
be revalued on the basis of what it would 
cost to settle them today and a new 
figure substituted for the actual figures 
shown in the companies results; 1956 
figures are available and I would sug- 
gest that we use the same figures for 
1957. This would give a five year experi- 
ence that would have some meaning, and 
the resulting rates could then be applied. 
I recognize the fact that when all the 
experience has been calculated there may 
be some classes that call for decreases. 

“There should be a recalculation to 
show the total amount of premiums that 
would have been obtainable in 1956 and 
1957 together with the losses that were 
incurred in 1956. Having made adjust- 
ments in the various classes, if the total 
earned premiums indicated are not suf- 
ficient then there should be an overall 
flat percentage increase on all classes. 

“There is nothing in any law that pro- 
vides for the insurance companies to 
hold the bag. As a specific example, in 
the fall of 1956 we had a very bad pier 
loss here in New York City, involving 
about three million dollars on a_ risk 
that was one of the finest of its class. 
However, the five year experience end- 
ing 1956 on piers will show approximately 
$3,900,000 in premiums with about $,- 
200,000 in losses. 

Long Time Lag 

“There has been a practical rule ap- 
plied in adjusting rates in New York 
State limiting increases or decreases to 
a maximum of 25%, and I expect the 
same theory has been followed in other 
jurisdictions, on the assumption that it 


would be impractical to make the full 
warranted rate increase on the one class 
because the resulting rate would be pro- 
hibitive. I have no quarrel with this 
theory, but I do argue strenuously 
against companies having to wait 15 or 
20 years to make up a large deficit in a 
particular class, which they can only 
do if in the continuing 20 years there 
are no more catastrophic losses in the 
class. 

“The allocation of the deficit on that 
class or any other class must be nego- 
tiated between the industry and regu- 
latory officials in accordance with the 
law which provides for a reasonable prof- 
it, but does not mention reasonable profit 
»y classes and is therefore assumed to 
mean a profit on all the business done 
within the state,” Mr. Barry stated. 

“Whether or not in the allocation 
differentiation should be made between 
dwellings as one class and all other risks 
as a separate class for this purpose is a 
matter for study. It should be borne 
in mind that on every insurance risk, 
other than the owner occupied dwelling 
or ownership of household furniture by 
an individual, there is a deduction for 
tax purposes of the insurance premium 
paid. This runs from 30% in the small 
business to 52% in those showing earn- 
ings in excess of $30,000. Everybody in 
that second category has had freedom 
of action, with the exception of utilities 
and railroads, to increase prices arbi- 
trarily and every time they do so, it in 
some way boomerangs on the insurance 
industry, because increases in wages re- 
sult in increases in material costs. 

“This means building and other losses 
are going to be settled on the basis of 
the present day cost of the material 
and labor and not those prevailing in 
1953, 1954 and 1955 when the premiums 
were paid and likewise in 1958 and 1959 
we will not be able to settle losses in 
those years on the basis of 1957 prices. 


Deviations 


“T respectfully suggest to the Commis- 
sioners that the approval of deviations 
goes contrary to that provision. So- 
called deviations must be from rates filed 
based on the average of many, many 
companies. The practical medium is 
usually the rating bureau. We have had 
since the SEUA decision a cry from the 
lawyers to the effect that that provided 
for competition, and if we did not have 
competition all sorts of things were 
going to happen to us. 

“This brought about a new use of the 
words where certain companies were 
designated as independent filers. It is 
my contention that ‘independent filers’ 
are just as much bound by the require- 
ment that their rates be sufficient to 
take into consideration the requirement 
for dividends, savings and unabsorbed 
premium deposits. 

“Practically every state has some pro- 
vision in its law allowing for the issu- 
ance of participating policies. It was 
intended, however, that om participating 
dividends would be based on actuarial 
standards and would be earned before 
they were distributed. There has been 
wide departure from this principle by 
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many states, which have allowed com- 
panies to file so-called ‘ participating’ pol- 
icies, which were nothing more or less 
than flat reductions in the standard rate, 
and were accepted on the company’s 
statement in advance that they would 
produce a reasonable profit on some per- 
centage rate less than standard. They 
were not required to prove it first. Their 
statement was accepted without any 
facts, statistics or otherwise. : 


Impartial Rate Making 


“All companies are entitled to protec- 
tion of the law and the permission to 
make rates is something that has been 
given to the industry, not as a right 
but as a privilege. If there cannot be 
agreement on some sound fair formula, 
which will apply and which every com- 
pany will know is uniformly being ap- 
plied, then some way will have to be 
found for the impartial making of rates 
and enforcement of the law. 

“The rule of the majority does not 
apply. Companies belong to rating or- 
ganizations not as a matter of choice but 
as a matter of necessity and the law 
has so recognized it. Unless the com- 
panies can agree on some simple pro- 
gram such as I have outlined then there 
will be only one hope for those who feel 
that drastic conditions call for drastic 
remedies, and that is to ask for impar- 
tial rate making by impartial bodies who 
will be beholden to no company or group 
of companies. While we all do wishful 
thinking and hope that we would never 
see the day when rates are made by the 
state, companies will bring this situation 
on themselves, unless a pattern is laid 
down under which any and all com- 
panies can receive the full protection of 
the law and the right to exist in a 
profitable climate.” 


HITS COMMISSION CUTS 


Retiring President Kramer of Nassau 
Agents on Auto Cut Rumors; Day 
Installed as New President 
The annual dinner and installation of 
officers of the Nassau County Associa- 
tion of Insurance Agents at Valley 
Stream was a gala affair. The associa- 
tion reports an all time high in member- 

ship of 250. 

Charles W. Day of Rockville Centre 
was installed as new president; Clifford 
Sahm, Great Neck, vice president; Cur- 
tis Elrod, Williston Park, secretary. 
Frances Mantel of Garden City continues 
as treasurer and two new directors are 
Lionel Goldberg, Glen Cove, and Rich- 
mond E. Thompson, Valley Stream. 

Retiring President George A. Kramer, 
Jr., discussed rumors concerning commis- 
sion cuts to agents in the automobile 
bodily injury and property damage lia- 
bility field. He stated that, in his opinion, 
any move for reduction of commission 
on the part of the industry would be met 
with vigorous opposition by the united 
independent agents who will preserve 
the American Agency System through 
membership in their local associations. 

“I feel it imperative that the industry 
recognize that we shall not allow our 
commission dollar to be the victim of 
any panacea on the part of the industry 
with respect to auto insurance,” he de- 
clared 


mM. Xs CPCU Conferment 
Luncheon October 2 


The New York Chapter of the Society 
of Chartered Property and Casualty Un- 
derwriters (CPCU) announces that its 
conferment luncheon this year will be 
held in conjunction with the annual 
meeting at the Waldorf-Astoria in New 
York on October 2. 

Diplomas to new designees will be 
conferred at the All-Industry luncheon 
by Dr. Harry J. Loman, dean of the 
American Institute for Property and 
Liability Underwriters. Principal address 
on the subject “In the Shadow of Public 
Desire” will be delivered by Holgar J. 
Johnson, president of the Institute of 
Life Insurance. 

Tickets at $10 per person may be ob- 
tained from Miss Mary L. Waldo, Amer- 
ican Foreign Insurance Association, 161 
William Street, New York 38, N. Y 
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Winchester President 
Of Allied Adjusters 


LARGE INDEPENDENT CONCERN 


Roane Chairman of Board; Leizure Vice 
President, Secretary; ‘Nickerson 
Vice President, Treasurer 


Philip M. Winchester, formerly a top 
executive in the General Adjustment 
Bureau, and more recently vice president 
at New York for Allied Adjusters, Inc., 
of Baltimore, has been elected president 
of that large independent adjusters’ or- 
ganization. He succeeds John D. C. 
Roane, who becomes chairman of the 
board. James R. Leizure is now vice 
president and secretary and William T. 
Nickerson vice president and treasurer 
Allied Adjusters, Inc., has offices in New 
York, New Jersey, Maryl and, Virginia, 
Ohio, Delaware, District of Columbia and 
West Virginia. 

Mr. Winchester has been in insurance 
over 35 years. He is nationally known 
not only as a leader in the adjustment 
field but also as a past most loyal grand 
gander of Blue Goose, fire insurance 
fraternity. He entered insurance in 1920 
at the home office of the Boston Insur- 
ance Co. A year later he joined GAB 
at Philadelphia, In 1923 he went with 
the Phoenix of London Group in New 
York, and later served the Union of 
Canton in loss work. He returned to 
the Bureau in 1926 and was promoted 
through various posts in New Jersey 
and New York until he became general 
manager in May, 1954. About two years 
later he resigned from GAB and shortly 
thereafter joined Allied Adjusters, Inc. 

Mr. Leizure has been associated with 
Allied Adjusters, Inc. for approximately 
two years as vice president, and for up- 
wards of 35 years has been engaged in 
the adjusting profession, both with com- 
pany owned adjustment bureaus and 
many years as an independent adjuster. 
Mr. Nickerson has been associated with 
Allied Adjusters, Inc. and its predeces- 
sor organization for ten years, serving 
recently as vice president. Prior to join- 
ing the organization he was an adjuster 
with The Travelers. 


Cherrington President 
Inland Claims Assn. 


The Inland Marine Claims Association 
of New York, Inc., has elected Robert L. 
Cherrington, American Surety, as pres- 
ident, succeeding Paul E. Irish, Fire- 
man’s Fund. Mr. Cherrington has served 
as vice president. Other officers are: 
vice president, William B. Marks, Amer- 
-— Home Assurance; secretary, Ernest 

Warren, Springfield Fire & Marine; 
a isurer, Howard L. Hitchcock, Cen- 
tury; assistant secretary, Thomas M. 
Horan, Appleton & Cox, Inc. Installa- 
tion ceremonies were held at the annual 
outing at Vernon Hills Country Club, 
Tuckahoe, N.Y, 

Directors elected are Lawrence B. Mis- 
simer, St. Paul Fire & Marine; Leslie 
Lloyd, Pacific Fire, and Mr. Irish. 


Consultants 


the best. 
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Town Inspections 


(Continued from Page 1) 


mar, N. J., end of September; Devil’s 
Lake, N. D., early October; Troy, Ohio, 
September 25; W adsworth, Ohio, Octo- 
ber 3. 

Also, Bryn Mawr, 
mont, and Villanova, Pa., September 24; 
3radford, Pa., October 9; Jackson, Tenn., 
October 9-10; Orange, Texas, September 
24-26; Paris, Texas, October 9-10; Wes- 
laco, Texas, September 17 (schools) and 
October 9-10 (downtown area); Poulsbo, 
Wash., early October; Spokane, Wash.. 
(county schools), early October, and 
3eaver Dam, Wis., September 25. _ 

During the year many more town in- 
spections will be conducted. 


Haverford, Rose- 


Growth of Inspections 


The widespread growth of town in- 
spections attests to their effectiveness, 
the National Board says. Such inspec- 
tions assist local communities in con- 
serving life and economic resources and 
stimulate local fire-safety leadership in 
promoting a continuous program of fire 
prevention and fire protection. 

For instance, since the creation of the 
fire prevention department of the West- 
ern Actuarial Bureau in 1922 to act as a 
clearing house for fire prevention activi- 
ties in the Mid-West, some 2,600 towns— 
482,936 buildings—have been inspected 
in that area alone by insurance company 
fieldmen in these campaigns. 

Tens of thousands of ‘hazards, of 
course, have been found—actually an 
average of nearly four hazards to each 
property. But when these hazards were 
brought to the attention of the building 
owners, most were quick to remedy the 
defects, indicating their appreciation of 
this public service. 

A town inspection may begin on a fes- 
tive note, with a parade, luncheon, con- 
test or Fire Department demonstration, 
but the actual inspection is conducted in 
dead earnest. Teams of four, consist- 
ing usually of an insurance company 
fieldman, a fireman, a Boy Scout, and a 
member of the Chamber of Commerce 
or organization sponsoring the inspec- 
tion, make the rounds of public build- 
ings and commercial establishments. 

Their access to premises is by invita- 
tion and their only interest is uncover- 
ing fire hazards, These they point out 
to the owner, then tag with red checks 
and, before leaving, instruct him on 
what corrective measures to take. 

Follow-Up Essential 

The inspection, of course, could not be 
complete without a follow-up, and this 
is done voluntarily by the owner, who 
is asked to report after a few weeks on 
whether the hazards have been cor- 
rected. 

Town inspections are usually the re- 
sult of an invitation to the insurance 
people from the Chamber of Commerce 
and the Fire Department, for the latter’s 
cooperation is essential. Frequently 
other groups either independently or 
jointly provide the sponsorship—some- 
times with or without the Chamber of 
Commerce. Some of these have been the 


Intermediaries 





local fire insurance agents, the city 
officials, the Junior Chamber of Com- 
merce, the American Legion, the Busi- 


ness and Professional Women’s Club, 
Rotary, Kiwanis, Lions and other civic 
groups, 

Also cooper ating in the work are rep- 
resentatives of the State Fire Marshal’s 
office, and Boy Scouts, a selected group 
of whom are excused from school for 
the day in order to accompany the in- 
spection teams. 

Over 2,000 Boy Scouts participated in 
town inspections in the Mid-West last 
year. Usually they receive special cer- 
tificates of appreciation from the State 
Fire Prevention Association. In some 
instances they time their Firemanship 
Merit Badge examinations with the town 
inspection. 


Awarding of Prizes 


In addition, prizes are often awarded 
to school children participating in var- 
ious contests. At an Ohio inspection not 
long ago, the Chamber of Commerce 
provided $200 worth of prizes contrib- 


uted by the local agents. 
There is no record as to who orig- 
inated the town inspection idea. The 


Ohio State Fire Prevention Association, 
which took a lead in the movement, pub- 
lished a constitution and by-laws and 
listed the charter members (mostly cap- 
ital stock company fieldmen) in 1905. 
The Missouri State Fire Prevention As- 
sociation, which also conducted inspec- 
tions, was organized in 1903. Similar 
associations presently emerged in other 
states. 

It was not uncommon for them to visit 
communities as a group for the purpose 
of a single campaign inspection of local 
mercantile and public building occu- 
panc ‘ies and to suggest corrections of haz- 
ardous conditions found. Thus it was 
trom the beginning that public spirited 
local insurance agents cooperated to 
make these campaigns successful. 


Municipal Surveys 


The first municipal surveys, conducted 
by National Board engineers of the fire 
protection facilities of cities over 25,000 
population, began 50 years ago. 
Today, over 500 cities depend on teams 
of National Board engineers for im- 
partial reports and recommendations to 
improve their fire services. 

Another activity being commemorated 
is the development of the National Build 


also 


ing Code compiled by the National 
Board. This code dates back a_ halt 
century. Three hundred large cities have 


adopted it and several hundred smaller 
communities have adopted the abbrevi- 
ated edition of this code. 

The Fire Prevention Code, equally 
well-known, has been adopted by 1,000 


cities. It is in the 27th year of its 
existence. 

In addition to these activities is the 
development of hundreds of other codes 
and standards to safeguard life and 
property. 

Home Inspections 


Another activity being widely observed 
is home inspections. This activity orig- 
inated in 1914 in Portland, Oregon. To- 
day it is sponsored by the International 
Association of Fire Chiefs, and derives 
much impetus from the cooperation it re- 
ceives from state governors. 

The inspections are made by firemen 
especially trained for this work. They 
point out fire hazards overlooked by 
dwelling occupants and recommend their 
immediate correction. The inspection, of 
course, is by invitation of the dwelling 
occupant and is made voluntarily by the 
firemen as a public service. 

In 1952, for instance, 407 cities and 
towns throughout the United States re- 
ported a total of 2,129,923 inspections. In 


1954 it was 600 communities, 3,000,000 
homes. In 1955, 1,200 communities, 5,000, - 
000 homes. In 1956, 2,000 communities, 


&.000,000 homes. 
; The success of the program 
judged by this response. 


can be 


Fire Losses Increase 


The effectiveness of fire prevention 
activities has never been in doubt, re- 
gardless of increasing fire losses, which 
this year may exceed a billion dollars 
for the first time in history. 

About the time fire prevention activi- 
ties began on a basis that was not spas- 
modic, the estimated value of the na- 
tion’s reproducible tangible was 
$71 billion. That included residential 
and non-residential structures, farm 
buildings, institutional and government 
buildings, and inventories, including 
crops and livestock—mostly structures 
and goods that were insurable. Fire 
that year were $165 million. 


assets 


losses 


R. F. Corroon Exec. Vice 


Pres. of Brokerage Firm 
Charles G. Colpe, president of R. A. 
Corroon & Co., Inc., New York, national 
insurance brokers, announces that at a 
special board of directors mee ting Robert 
Corroon was elected to the newly 
created position of executive vice presi- 
dent, and had concurrently resigned his 
former position of vice president. 
Mr. Corroon is the son of the 
James F. Corroon, co-founder and for- 
mer chairman of the board, who died 
August 25. He bec ame associated with 
the firm in 1940 and since then has been 
active in all phases of the company’s 
operations. 


late 
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Middleman on the Totem Pole 


Used to be “Middleman” was not a nice word, but this 
large underwriting agency is one and proud of it. We're 
the strong link between brokers and the companies. 
Sitting firmly in the middle, surrounded by a large 
accumulation of insurance experience, a fund of 
patience and human understanding, we function inde- 
pendently—yet depend on all, as all depend on us. 
Have you put off joining up with a top ranking New 
York agency? Perhaps you'll drop into the office for a 
chat. Then at least, we can try to sell you on the full 
range of Jaffe services which brokers find so helpful. 
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Outlines Problem Claims Under 


Business Interruption Policies 
By Georce W. CLARKE 


Attorney of Seattle 


George W’. Clarke, member of the Seat- 
tle, Wash., law firm of Clarke, Clarke, 
Albertson & Bovington, addressed the re- 
cent meeting in New York of the Section 
on Insurance Law of the American Bar 
Association on the ever-interesting subject 
of problem claims under business inter- 
ruption policies. As such claims are often 
discussed in adjustment circles Mr. Clarke’s 
address is being presented at length in 
installments, Part II of which follows: 


Part II 


The question of what income was actu- 
ally prevented is always hypothetical to 
a degree, regardless of whether or not 
there is a resumption of business at the 
original location, and is subject to a 
greater number of collateral issues than 
any onther segment of the problem. 

The forms provide that, in making 
the determination, due consideration 
shall be given to the experience prior to 
the fire and the probable experience 
thereafter. 

While previous experience, if avail- 
able, is used as a guide, it is not re- 
garded as controlling when it appears 
that other elements, such as a change 
in market price, general demand or sala- 
bility, would have produced a different 
result during the suspension period. 

The most speculative claims on this 
issue involve starting businesses which 
have little or no experience, or businesses 
which have just completed a substantial 
change in operation which it is contended 
would have materially increased their in- 
come during the suspension period. 

It is relatively easy for a clamiant, 
aided by an accountant, to build up an 
imposing theoretical book profit which 
will impress a jury, unless it is counter- 
acted by the testimony of some one with 
practical experience in the field. 


Large Amount of Coverage 


Where a large amount of coverage is 
involved, claims of this nature always 
have potential danger. The obvious argu- 
ment is, if the companies did not think 
the insured could make that much in- 
come, why did they sell that much insur- 
ance. Why do they take the premium 
and then refuse to pay in full when there 
is a total suspension. 

The answer usually offered is that the 
insurance coverage is spread among sev- 
eral policies, issued by different com- 
panies, each of which has contracts for 
sale at a specified price per thousand 
dollars. One of the provisions of these 
contracts, which the court will instruct 
is entirely legal and proper, is that in 
no event can the total recovery under 
all policies exceed the income which 
would otherwise have been realized dur- 
ing the suspension period. The individual 
insurance companies, in the absence of 
an investigation the cost of which would 
make the premium prohibitive, have no 
method of determining what this would 
be. The amount of insurance to be car- 
ried is determined by the insured who 
has the legal right to buy as much and 
Irom aS many companies as he pleases, 
but he takes it subject to the above limi- 
tation. 

The best defense is, as stated, prompt 
and aggressive investigation and the pro- 
curement of competent experts. Effort 
should be made to secure personnel from 
firms engaged in the same business, and 
with natioual reputation if possible, to 
testify that such income just is not in the 
cards and give the logical reasons why 
it is not 


Suspensions of Less Than Entire 
Business 


Many suspensions are partial in that 
operation may continue at a lessened 
Capacity or one step in a_ progressive 


Wash. 


series of processing may be completely 
stopped. Here, the accounting work is 
accentuated as there must be allovation 
of cost of materials, overhead, ordinary 
expense and income, as among the var- 
ious stages of processing. 

Some manufacturers will run material 
through a series of successive steps of 
processing in such a way that a market 
value can be established at the end of 
each step. While for its own  book- 
keeping purposes, the owner may treat 
the entire operation as a single unit, 
for the purpose of ascertaining the 
proper business interruption claim for 
damage or destruction to one stage, there 
must be a segregation as to that stage. 
In order to be certain that this is prop- 
erly done, the services of a qualified 
accountant with basic knowledge of the 
coverage are indispensable. 

The Pickering Lumber Company case 
affords a good example. Here, the in- 
sured owned a large lumber manuf ictur- 
ing plant consisting of a sawmill, planing 
mill, dry kilns, box factory, and similar 
structures. It also supplied the plant 
with logs cut by it from its own forest 
lands. When the box factory burned, the 
insured prepared a claim in which the 
cost of lumber to the box factory was 
based upon the insured’s own production 
costs thereof starting from a tree in the 
woods. This had the effect of crediting 
the box factory with the profit on tho 
entire operation and the insured attempt- 
ed to justify it by contending that no 
profit was realized until the finished 
product of the box factory was sold. 

The court, however, accepted the testi- 
mony of experienced accountants, and 
the arguments of the company attorneys, 
in affirming the decision of appraisers 
which had been to the effect that each 
processing step should be considered 
separately and that the lumber should 
be costed in to the box factory at OPA 
ceiling prices. 

Other courts have also ruled that, 
when a product has completed one proc- 
essing, it must be charged into the next 
at its then market value. 


No Profit in One Operation 


On occasions it may be found that, 
while the over-all operation was mak- 
ing a profit, the particular processing 
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available to Reinsurance Broker seeking expansion 
in Midwest. Address Box 2550, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 











suspended by the loss was not. 

Claim for business interruption loss 
alleged to have resulted from destruction 
of a lumber mill owned and operated by 
an insured, who was using logs from his 
own logging operation, was successfully 
defended before a Federal court jury on 
the showing that, while he was making 
some money on the combined operation, 
his mill was being operated so inefh- 
ciently that he would have been money 
ahead if he had simply sold his logs at 
market price to other mills instead of 
running them through his mill and sell- 
ing the lumber. 

Unfortunately, some company repre- 
sentatives seem to fail to recognize the 
dollar difference some of these seemingly 
routine accounting determinations can 
make in the amount of the loss nvyment 
It is relatively easy for an adjuster to 
turn an accountant loose to check an 
insured’s records, in collaboration with 
the insured’s accountants, and accept the 
result without much inquiry as to the 
exact work done or the theory followed. 
It is also easy for an accountant, who 
does not both thoroughly understand the 
policy coverage and remain constantly 
alert to the necessary elements to be 
ascertained, either to overlook or mis- 
apply items which will materially affect 
the amount of recovery. 

On large involved claims there should 
be close liaison and constant collabora- 
tion between the accountant, the ad- 
juster, and the company attorney, with 
the attorney acting purely in an advisory 
capacity unless and until the negotiations 
reach a stage where the insured calls in 
his own counsel or active participation 
seems wise for some other reason. 


Losses Beyond Scope of Coverage 


A complicating and often misunder- 
stood factor is that certain losses of in- 
come which the insured may suffer as 
a result of suspension caused by an in- 
sured hazard are beyond the scope of 
the coverage. One limitation is that re- 
covery is restricted to loss of income 
which would otherwise have been earned 
during the suspension period. 

In perhaps the majority of cases, and 
pe rticule irly with reference to firms. sell- 
ing in a highly competitive market, 
there is a substantial additional but un- 
insured loss consisting of reduction in 
income subsequent to the date of full 
restoration, 
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This may result from various causes, 


including uatural lag in customer return, 


the fact that customers may have be- 
come used to patronizing other suppliers, 
or that they may have stocked up for 
some time to come at a fire sale of the 
claimant’s own merchandise. 

There is a very obvious reason why 
this portion of the loss is not insured 
and coverage must be restricted to the 
actual suspension period. Otherwise, 
claims would be opened up to a degree of 
speculation which would be absurd. It is 
common knowledge that business inter- 
ruption for any extended period may, 
and often does, result in a loss of cus- 
tomers, some for a short period, some 
for longer periods, and some perman- 
ently. Also, an insured may lose key 
personnel, which would cut down future 
productivity. 

Losses of income may be suffered dur- 
ing the suspension period which are not 
properly attributable to the hazard in- 
sured against or the risk insured. 

A fruit broker engaged in growing, 
storing, buying and selling fruit suffered 
a fire early in the year which destroyed 
his warehouse and a considerable volume 
ot fruit located therein, some of which 
he owned and some of which was owned 
by others. His stock insurers paid him 
the market value of his frit at tie time 
of the fire. It happened that by spring 
there was a substantial increase in the 
market value of fruit. The insured con- 
tended that, had there been no fire, he 
would have purchased, early in the year, 
substantially all the fruit of others which 
was stored in his warehouse at the then 
prevailing low price and later sold it, 
together with his own, at the high spring 
prices. He asked that reimbursement 
for this lost profit be included in his 
business interruption payment. 

This was denied on the ground that it 
constituted simply a trading profit or 
dealing in futures in a commodity mar- 
ket and could have been realized de- 
spite the fire. If the insured was con- 
vinced that the fruit was going up in 
price, he could have taken the proceeds 
of his stock insurance and used this, to- 
gether with the funds with which he had 
intended to buy the other apples, and 
made purchases of like amounts on the 
open market, allowing it to remain in 
the w arehouses where it was then locate “d 
until he sold it at the higher spring price. 

Each portion of the claim must be 
closely scanned to determine whether 
it is within the scope of the coverage. 
Often questions of this nature will, or 
should, come to the attention of the ac- 
countant during his examination of the 
insured’s books and records. He should 
not, however, raise the point with the 
insured, but should get all pertinent in- 
formation and report the facts to the ad- 


juster. The adjuster may then wish to 
consult the company attorney to make 
sure of his legal position, following 


which the point should be explained to 
the insured in a courteous and _ logical 
manner. 


(To Be Continued) 
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Auto Rates Raised 
In Massachusetts 


PHYSICAL DAMAGE COVERAGE 





Comprehensive Rates Up, But Savings 
Can Be Made With Deductible; Col- 
lision Increase 7% to 10% 





Revised automobile insurance rates for 
Massachusetts are announced by the Na- 
tional Automobile Underwriters Associa- 
tion on behalf of member and subscriber 
companies. The association explained 
that automobile losses paid by its com- 
panies had increased because of the 
higher cost of parts and new automo- 
biles. This situation, together with the 
increasing loss frequencies, has adversely 
affected underwriting results of many 
companies writing automobile material 
damage insurance in Massachusetts. 

For several years automobiles have 
been designed with more glass each year 
and larger, more expensive curved wind- 
shields; the latest models show a con- 
tinuance of this trend. 

As a result of the worsening auto- 
mobile loss trend and the increase in 
automobile glass losses, premiums for 
comprehensive coverage are increased. 
Comprehensive premiums for popular 
priced new private passenger automo- 
biles have been raised $1 to $6, slightly 
more for higher priced automobiles and 
less for older and lower priced models. 


Optional Deductible 


Comprehensive automobile insurance 
covers such perils as fire, theft, flood, 
windstorm, hail and glass breakage. Un- 
der the proposed rate schedule, pur- 
chasers of this type of insurance may 
save as much as 40% on the proposed 
premiums by purchasing comprehensive 
insurance on a $50 deductible basis. The 
deductible will not apply and full insur- 
ance coverage will be afforded on fire 
losses or theft losses when the entire 
automobile is taken. 

Due to unfavorable collision experi- 
ence, private passenger automobile 
premiums for $50 deductible are increas- 
ed approximately 7% to 10%. Corre- 
sponding $100 deductible collision prem- 
ium a gente have been made similar 
to that for $50 deductible private pas- 
senger collision premiums. 

Private passenger automobile risks 
where the principal operator or the 
owner is an unmarried man under 25 
years of age have had adverse under- 
writing experience and collision prem- 
iums for these risks are increased ap- 
proximately 30% exclusive of the effect 
of other collision premium adjustments. 





Women’s Federation to 


Meet in N. Y. Oct. 11-13 

The 15th mid-year meeting of the 
Federation of New York Insurance Wo- 
men’s clubs will be held October 11, 12 
and 13, at the Henry Hudson Hotel, New 
York City, the hostess club being the 
Insurance Woman's Club of Staten Is- 
land. The program will include an execu- 
tive board dinner meeting on Friday 
evening to be attended by officers, board 
members and committee chairmen. This 
will be followed by an informal get- 
together in the Crystal Room where 
refreshments will be served. 

The Saturday program will include 
morning and afternoon sessions for the 
delegates; luncheon at 12:30 p.m. and 
dinner and entertainment at 7:00 p.m. 

Federation officers for 1957-1958 are 
as follows: president, Annette C. Cirbus, 
Staten Island; vice-president, C. Lucile 
Hobart, Rochester; recording secretary, 
Sophia C. Putas, Buffalo; corresponding 
secretary, Rose V. Sasso, Staten Island; 
treasurer, Angela M. Ruscio, Schenec- 
tady. 

Margaret Kane, who has been public- 
ity chairman and historian for many 
years, has resigned and Rose M. Kessler, 
Albany, has been appointed in her place. 


WM. R. ZIMMERMAN DIES 
William R. Zimmerman, 49, operator: 
of an insurance business in T oledo, Ohio, 
for ten years, died September 8. His 
Wife, a daughter and three sons survive. 


American Painting to 


French Underwriters 

A painting of the “Olympia,” an 
American sailing vessel entering the 
port of LeHavre in 1828, was presented 
in Paris September 13 to the Syndicat 
des Societes d’Assurance Maritime et 
de Transport by Perev Chubb, presi- 
dent of the American Institute of Ma- 
rine Underwriters on behalf of the 
American underwriters. 

Mr. Chubb said: “It is the wish of 
the American Institute to present to the 
Syndicat a token of our respect and 
esteem, and I have been accorded the 


honor of making this presentation. 
is an early picture of an American mer- 
chant vessel entering a French 
As you see, she is near enough the rocks 
to attract the interest of underwriters,” 

The painting, primitive in style 
accurate in detail, is by an unknown art- 
ist, probably by a sailor of the 
riod. It was done in water color and ink 
on canvas. It depicts the “Olympia,” 
246 tons, 104 feet in length, built i 
Captain 
Borden Wood, Newport, R. I., was part 
Other owners were 
Henry Perrett and Amable Charbonnet 
of New Orleans, the vessel’s home port. 


Charlestown, Mass., in 1827. 


owner and master. 
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Ex-N. J. Fieldman to 
Hold Dinner Oct. 28 


The Ex-New Jersey Fieldmen’s Asso- 
ciation will hold its fifth annual dinner- 
meeting on Monday, October 28, at the 
Gramercy Park Hotel in New York City, 
where previous dinners have been stag 
ed. F. Wickham  Mallalieu, 


American, is president of this popular 


Great 


organization of former fieldmen in New 
Jersey who are now in company execu 
tive posts, in other insurance fields or 
retired. 





JACK BENNY 


on the air for you...CBS RADIO 
every Sunday evening 7:00-7:30 (E.D.S.T.) 
starting September 29 coast to coast 


PLUS Powerful Advertising in America’s Favorite 


@ THE BENNY SHOW 


PRE-SELLS YOUR PROSPECTS... 
ALL YOU HAVE TO DO iS 
TELL THEM WHERE YOU ARE! 


Here is a selling program especially designed to 
help you get your full share of business from the 
10,815,000 listeners the Jack Benny show reaches 
every month. You can sponsor your own selling 
message—directing listeners to your agency—on 
the same CBS Radio stations your prospects tune 


Magazines— The 19,700,000 readers of THE SATURDAY 
EVENING Post have been added to the millions of insur- 
ance prospects already being reached for you by The Home 
Insurance Company’s full-page advertising program in 


TIME and other leading publications reaching a total of 
52,476,000 readers! This tremendous combination of 


in to hear their favorite comedian. Your local CBS 


Radio representative will be glad to help you to 
plan your own campaign. The more you cooperate 
with the show, the more insurance prospects it can 


bring you. 


FIRE 


magazines and radio will reach the eyes and ears of more 
insurance prospects than ever before! Identify your agency 
as the one that readers and listeners in your area are 
being urged to see. 


* THE HOME * 


fusuronce Company 


AUTOMOBILE ° MARINE 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
THE HOME INDEMNITY COMPANY 


Casualty Insurance « 


Fidelity and Surety Bonds 


















































NAIA Recognition to 
A. E Mezey Pleasing 


WINS PRESIDENTIAL CITATION 


Accompanied to NAIA Convention by 
William A. Waters and Harry F. 
Legg; His Busy Career 
Well deserved recognition was given 
last week to Albert E. Mezey, president 
ot Hoey, Ellison, Frost, Mezey Inc., New 
York City, by the National Association 
of Insurance Agents when he was 
awarded a presidential citation for bring- 
ing prestige and credit to the Amer- 

dl 





ALBERT E. 


MEZEY 


ican Agency System during the past year 
by his constructive activities in Greater 
New York. Mr. Mezey was one of six 
nationally prominent agents who re- 
ceived the citations from Robert E. Bat- 
tles, then association president, at the 
opening general session of the annual 
convention in Chicago. He was accom- 
panied to the meeting by William A. 
Waters, senior partner of Hall & Hen- 
shaw, who is president of the New York 
City Insurance Agents Association, Inc., 
and by Harry F. Legg, executive secre- 
tary of that organization. 

There is justified elation over the hon- 
or paid to Mr. Mezey in metropolitan 
N. Y. agency circles, especially as he is 
considered to be the first New Yorker to 
be given NAIA ag lr ers A past presi- 
dent of the New York City Association, 
member of the casualty committee of the 
New York State Association of Insur- 
ance Agents, and on the metropolitan 
and large lines agents’ committee of 


NAIA Delays Executive 
Committee Appointment 


Due to the sudden death last week at 
the Chicago convention of Harold B. 
Larson, state national director from 
Oregon, the appointment of the remain- 
ing member of the eight-man executive 
committee of the National Association 
of Insurance Agents has been delayed. 
Mr. Larson, who suffered a fatal heart 
attack at the Conrad Hilton Hotel ‘on 
September 11, had been selected to the 
appointive spot on the executive commit- 
tee prior to the elections during the 
convention, 


Brooklyn Brokers Dinner 
And Dance November 14 


The Brooklyn Insurance Brokers As- 
sociation will hold its 45th annual dinner- 
dance on Thursday evening, November 
14, in the grand ballroom of the St. 
George Hotel, Brooklyn. Frank L. Schir- 
aldi is chairman of the entertainment 
committee. Tickets for this affair are 
priced at $10 per person. 





NAIA, Mr. Mezey is a tower of strength 
in producers’ groups, locally, state-wide 
and nationally. His skill as a negotiator 
on problems affecting the agent’s inter- 
est is well recognized. It is hard for him 
to turn down invitations to serve in char- 
itable drives, but there are necessarily 
limitations on his time, being head of one 
of the largest multiple line agencies in 
Greater New York. 


His Many Activities 


Among other activities “Al” Mezey 
serves as a director of the New York 
State Association and of the Insurance 
Federation of New York. He is a past 
president of the Insurance Square Club 
of New York, member of the New York 

Soard of Trade, Suburban New York 
Agents Association, New York Chamber 
of Commerce, Insurance Society, Casu- 
alty & Surety Club, Bankers Club of 
America and the Ridgewood Country 
Club in New Jersey. 

His insurance career started 37 years 
years ago when he was 14 years old. 
After his initial training with the old 
firm of Darby, Hooper & McDaniel, then 
with D. L. Rosston Agency as vice pres- 
ident, E. H. Driggs Agency as production 
manager, and Home Indemnity and 
Royal Indemnity in production work, he 
formed the Mezey Agency in 1934 with 
his brother, the late Alexander Mezey. 
Now associated with him are his broth- 
ers, Fred and Louis, in a harmonious 
partnership. They are key figures in the 
Hoey, Ellison, Frost, Mezey Agency. The 
Mezeys ac quired the Hoey, Ellison, Frost 
organization in March, 1956, and in so 
doing made local insurance history. 


AMERICAN HOME CHANGES 


Buys Cobb Agency at Durham, N. C., 
Now Branch Office of Company; 
Brannon Regional Vice President 
The American Home Group of insur- 
ance companies announces purchase of 
long estalished general agency of James 
O. Cobb & Co., Durham, N.C. American 
Home Group will convert the agency 
into its South-Atlantic branch office. 

Gus Brannon, former president of the 
Cobb company, ‘has been named resident 
vice president of both the American 
Home and the Insurance Company of the 
State of Pennsylvania. He will head the 
South-Atlantic branch office of the 
two companies. The regional staff of the 
group will occupy the air-conditioned 


building at 1210 Duke University Road,’ 


in Durham. 

In the past, the American Home Group 
has administered and _ supervised its 
business in the area by utilizing gen- 
eral agents in the two states and field 
offices in nearby territories. The new 
South-Atlantic Branch office will ‘coor- 
dinate all the operations of both com- 
panies. Johnson & Johnson, Inc., man- 
agers, Charleston, South Carolina, who 
have represented the Insurance Com- 
pany of the State of Pennsylvania for 
many years, will continue to supervise 
the business of that company in South 
Carolina. 

Gus Brannon had been president of 
James O. Cobb & Co, since 1947. He 
collaborated with James O. Cobb in 
incorporating the company 10 years ago. 
His association with Mr. Cobb began 
in 1931 when Brannon moved to Durham 
from Chicago, where he had been affili- 
ated with the Great American and the 
Springfield Fire and Marine. 


Swett & Crawford 
Acquire Chicago Agency 

Swett & Crawford, Los Angeles, un- 
derwriting managers, general agents and 
producers of surplus line business an- 
nounces acquisition of the MacGibeny- 
Grupe agency of Chicago. 

MacGibenv-Grupg, Inc., situated in the 
Insurance Exchange Building in Chi- 
cago, has been in operation many years 
and is well-known to agents and brokers 
throughout the Midwest and East. The 
services of the MacGibenv-Grup agency 
will be supplemented hy the expanding 
facilities of Swett & Crawford, thereby 
providing surplus line markets and serv- 
ices for Midwestern and Eastern pro- 
ducers. The company name will be 
changed to Swett & Crawford, Inc. ot 
Illinois. 

There is to be no change in personnel 
of the organization. However, J. R. Mul- 
der, formerly of Midwest Underwriters 
of Cleveland, is to be installed as vice 
president and manager. Mr. Mulder will 
also continue in an advisory capacity to 
the Cleveland operation. 


Mutual Agents Fire and 
Accident Contest Plans 


The National Association of Mutual 
Insurance Agents’ Fire and Accident 
Prevention Contest for 1957, an annual 
event now in its fourth year, will be 
judged and the awards made at the 26th 
annual meeting of the association on 
October. 14 at the Sherman Hotel in Chi- 
cago. The contest features awards to 
individual non-profit organizations offer- 
ing the best effort in the fields of fire 
and accident prevention in 1957, A sepa- 
rate award is offered for the winner in 
each category, and a certificate to the 
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Attractive Exhibits 

Exhibits played an increasingly im- 
portant role at the NAIA convention 
held last week in Chicago at Con- 
rad Hilton Hotel. Outside the grand 
ballroom numerous companies and firms 
established attractive exhibits that drew 
large crowds. Among exhibitors were 
The Prudential of America, The 
Travelers, New York Life, Continental 
Assurance, Springfield Companies, Amer- 
ican International Underwriters, Associa- 
tion of Casualty & Surety Companies, 
Road Aid, Inc., several Chicago appraisal 
firms as well as a number of insurance 
publications. 


runners-up. 

This year’s contest will feature two 
new awards which will be given in addi- 
tion to those granted the usual winning 
contestants. Silver cups named after two 
deceased, past presidents of the National 
Association, Bryson F. Thompson, New 
Haven, and C. M. Westbrook, Charlotte, 
N. C., will be given to the two state or 
regional associations with the most en- 
tries in each category—fire and accident 
prevention, 

The fire and accident prevention com- 
mittee of NAMIA is composed of Roy 
Allsopp, chairman, Jaynesboro, Pa.; 
Carl Tyler, Gary, Ind.; Frank Baker, 
Hickory, N. C.; Morris Batzer, Atlantic 
od and Leo J. Buettner, Johnstown, 
a 
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Howell Absolved In 
Report to Gov. Meyner 


CLEARED IN THE COONEY PROBE 


Attorney General Also Absolved; Re- 
port Recommends Widening of 
Commissioner’s Powers 


New Jersey Governor Robert B. Mey- 
ner last Saturday issued a report absolv- 
ing Charles R. Howell, Commissioner of 
Banking and Insurance, and Attorney 
General Grover C. Richman, Jr., of any 
wrongdoing in their handling of the in- 
vestigation of John R. Cooney while he 
was president of the Firemen’s of the 
Lovalty Group. 

The report, prepared by Edwin W 
Patterson. an authority on insurance, did 
however imply that the two officials 
might not have acted w'th the “prompt- 
ness and efficiency” that they should 
It further strongly recommended that 
Mr. Howell’s agency be split into a De- 
partment of Insurance and a Depart- 
ment of Banking. Mr. Patterson also 
suggested a number of amendments to 
the state insurance statutes to strengthen 
the powers of the Commissioner. 

The report was based on _ testimonv 
taken by the State Law Enforcement 
Council in its recent investigation of 
charges that Mr. Richman and Mr. 
Howell were lax in inquiring into an al- 
leged embezzlement by Mr. Cooney. Mr. 
Cooney was indicted by the Essex 
County Grand Jury in May for defraud- 
ing the Firemen’s 

Another Report Due Oct. 1 

Mr. Mevyner’s retention of Mr. Patter- 
son and the release of his report at this 
time were, in the eyes of most political 
o servers, designed to counteract a coun- 
cil report to be made public before 
Oct; 1: 

There is every indication that the lat- 
ter report will be critica! of Mr. Rich- 
man and Mr. Howell. Mr. Meyner said 
that ator Malcolm S. Forbes, his 
Republican opponent for Governor, had 
been planning to utilize it as campaign 
ammunition. 

Mr. Patterson is retired Cardoza Pro- 
fessor of Jurisprudence at Columbia Uni- 
versity Law School and a former Deputy 
Superintendent of Insurance of New 
York State. 

The Governor praised the report and 
insisted that he saw “no elements of a 
whitewash” in it. He hinted that, if he 
was re-elected, he might use the docu- 
ment in his annual January address to 
the Legislature. The report charged that 
the discovery of the asserted defalcation 
by Mr. Cooney was primarily the respon- 
sibility of the management of the Loy- 
alty Group, not the state. 

Mr. Patterson recommended: 

\ widening of the Insurance Commis- 
sioner’s power to make regulations. 
_Broader discretionary powers for the 
Commissioner in the issuance, renewal 
or revocation of licenses. 

Power for the Commissioner to remove 
“proven untrustworthy officers” in the 
insurance field. 

A revision of the liquidation position 
of the New Jersey insurance statute. 


Eifert, Kehoe Winners 
At Agents’ Golf Outing 


_The fourth annual golf outing of the 
New York City Insurance Agents Asso- 
ciation, Inc. at the Rockville Country 
Club on Thursday, September 12, had the 
largest attendance ever recorded. Alan 
Eifert of the Eifert, Franch Agency won 
the Hooper-Holmes Memorial Trophy 
with a low gross score of 80. 

Joseph Kehoe of the J. G. Dexter 
Agency, with a low net score of 68, won 
the President’s Cup. Other prize winners 
were Milton Lyman, Herbert Ray, Clar- 
ence Fuss, John Weghorn, Harry Legg, 
John Dexter, J. C.. Theurer, Louis 
Mezey, Frank Rogers, Albert Rose, 
Leon Rose, James Strain, Norman Frost, 
Robert Eifert, John Kelly, Stanley Mil- 
ler, James Wilson and Edward Olson. 
Leon Dahl was winner of the raffle. 


APPROVE TERM DISCOUNTS 

Connecticut, Colorado and Minnesota 
have joined the more than 30 states 
which have approved the revised term 


rule discounts for fire, extended coverage 
and inland marine policies. 


NAMED BY PACIFIC NATIONAL 
The Pacific National Insurance Group 
announces appointment of Warren K. 
Gibbs as state agent in Kansas and Okla- 
homa, W. B. “Tom” Stone as casualty 
supervisor in Kansas City and Richard 
M. Sawicki as special agent in Michigan. 


Cage Gets “Cagey” 

BenJack Cage, former head of the de- 
funct ICT Insurance Co. and the Jack 
Cage & Co. management firm, merely 
gave members of the House investigating 
committee his name and address at an 
open hearing in Austin, Tex., September 
12. To all other questions he said: “I 
refuse to answer that question on the 
grounds that it might incriminate or 
tend to incriminate me.” 

The committee, of which Rep. Reagan 
Huffman is chairman, finally dismissed 
Mr. Cage amid scathing comments 
Earlier in the week Mr. Cage had re- 


fused to testify before the Travis County 


Page 3 


HOME DIVIDEND DECLARED 


The Home Insurance Company an 
nounced that directors have declared a 
quarterly dividend of 50 cents per share, 
payable November 1 to stockholders of 
record October 1. This payment repre- 
sents the 203rd consecutive dividend paid 
to stockholders of the company, 


grand jury in Austin in a that 
lasted only 10 minutes. However, in th« 
preceding week Mr. Cage had testified 
for three days before a Dallas County 
grand jury, where he is under indict- 
ment for embezzling $600,000 from his 


insurance cuipire. 


sessit Dal 


PRODUCERS who look ahead can plan ahead with 


The Fund Insurance Companies where continuous growth 


and service meet their needs... now and in the future. 
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Security Reorganizes; 
Gengras Is President 


BERRY CHAIRMAN OF BOARD 





Latter Was for Many Years President; 
Gengras Chairman of Fire & Casualty 
Co. of Connecticut 





The 116-year-old Security Insurance 
Co. of New Haven announces another 
complete reorganization of its top man- 
agement with E. Clayton Gengras, Hart- 
insurance executive 


ford businessman, 





© John Halev 
E. CLAYTON GENGRAS 


and civic leader, becoming president and 
chief executive officer. 

Elected chairman of the board under 
the reorganization is Peter J. Berry of 
New Haven, former president of Secur- 
ity from 1938 to December 31, 1956. 

Mr. Gengras announces that he per- 
sonally and the corporations he controls 
have acquired, through Bear, Stearns & 
Co., a New York brokerage firm, a sub- 
stantial stock interest in Security Insur- 


ance Co. The top management changes 
at Security came at the first organiza- 
tional meeting of the company’s newly- 
formed 12-man board of directors, all 
elected September 10. 


New Directors 


Mr. Gengras announced that in addi- 
tion to himself and Mr. Berry, the newly 
elected directors are: Gerard H. Morris- 
sey, Hartford insurance agency execu- 
tive; John S. Murtha, Hartford attor- 
ney; Donald P. Richter, Hartford at- 
torney; P. Warren Smith, president of 
the Fire & Casualty Insurance Co. of 
Connecticut. 

Also, Richard Joyce Smith of South- 
port, New York attorney; Carl G. Freese, 
president, Connecticut ‘Savings Bank of 
New Haven; Louis L. Hemingway, 
chairman of board, Second National 

3ank of New Haven; Edwin F. Blair of 
Fairfield, New York City attorney; 
Theodore Weisman, Los Angeles, attor- 
ney; Salim Lewis, partner of Bear, 
Stearns & Co., New York City invest- 
ment firm. 

In a brief announcement, Mr. 
stated: 

“The Security has always enjoyed an 
outstanding position among the leading 
insurance companies in the United States. 
It will be the aim of the new manage- 
ment to strive for an even greater en- 
hancement of that position.” He added 
that another meeting of Security’s new 
board of directors will be held in New 
Haven at an early date to consider fur- 
ther organizational matters. 

Mr. Berry stated: “I am happy to re- 
join Security in association with Mr. 
Gengras and welcome the opportunity to 
again serve the company’s many policy- 
holders, loyal agents and employes, and 
stockholders.” 

Wholly-owned subsidiaries of Security 
are the Connecticut Indemnity Co., or- 
ganized in 1931, and the Security-Con- 
necticut Life, organized in 1955. Security- 
Connecticut Life, writing all lines of life 
insurance and with $9 million of life 
insurance in force at the end of 1956, 
was the first life insurance company to 
be chartered in Connecticut since 1855. 

The title of all companies in the Se- 
curity group under combined operations 
is known as the Security-Connecticut 
Insurance Companies. With more than 
3,500 agents, the group at the end of 
1956 had surplus to policyholders of more 


Gengras 


than $17 million and total admitted as- 
sets of $51,262,132. 
Gengras Career 

Mr. Gengras is chairman of the board 
of the Fire & Casualty Insurance Co. of 
Connecticut, which maintains its home 
office in West Hartford, Conn. The com- 
pany was chartered in 1923 and writes 
fire insurance and allied lines. Mr. Gen- 
gras became president in 1949 when the 
present management assumed control 
and reactivated the company’s charter. 

A resident of West Hartford, Conn., 
Mr. Gengras is a director of the Con- 
necticut State Prison and served as 
chairman of the prison’s reorganization 
committee and chairman of the prison’s 
building committee. 

He is president of the Gengras Foun- 
dation, Inc., and a corporator of the 


Institute of Living. He serves on the’ 


business advisory board of the Greater 
Hartford Girl Scouts and is a member 
of the advisory board of St. Joseph 
College in West Hartford. He was chair- 
man of the special gifts committee of 
St. Joseph Cathedral Building Fund and 
has been interested in the automobile 
industry in New England states as well 
as other sections of the country for sev- 
eral years. He is president of Gengras 
Motors, Inc., a Hartford Ford dealership. 

Mr. Gengras is a former director of 
National Fire of Hartford, Conn., and 
served on that company’s finance com- 
mittee. He also is a former director of 
Transcontinental Insurance Co. Earlier 
this year he led an unsuccessful fight to 
prevent control of the National Fire 
going to the Continental Companies of 
Chicago at the price the stock exchange 
was accepted. 

Berry Career 

A native of Hartford, Mr. Berry began 
his insurance career with the Travelers 
Insurance Co. He graduated from the 
company’s insurance school and_ later 
became a special agent at the Cleveland, 
Ohio office. He later became associated 
with the Ocean Accident & Guarantee, 
serving as assistant manager for north- 
ern Ohio. Returning to Hartford, he later 
joined the Hartford Accident & Indem- 
nity, serving the company as New York 
State manager. 

From the General Casualty & Surety 
Co. of Detroit, where he served as vice 
president, Mr. Berry went to New 
Haven where in 1931 he was instrumen- 
tal in organizing the Connecticut Indem- 





nity, a subsidiary of Security. From vice 
president, general manager and a di- 
rector of Connecticut Indemnity, he was 
advanced in 1937 to executive vice presi- 
dent of Security and its subsidiary com- 
panies. He became president in 1938 a 
post he held until December, 1956, 

Mr. Berry is a director of the First 
National Bank & Trust Co. of New 
Haven and the Grace-New Haven Com- 
munity Hospital. He is a former secre- 
tary and member of the executive com- 
mittee of the National Board of Fire 
Underwriters, former president and pres- 
ently an honorary member of the board 
of directors of the Underwriters Salvage 
Corp. of New York, and a former di- 
rector of the General Adjustment Bureau 
of New York. 
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Glossy prints of this ad are avail- 
able without obligation for news- 
paper reproduction. The inde- 
pendent stock company agent 
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All Insurance Companies are the same 
‘ But P.N. is different 








All Insurance Companies are the same 
.. But P.N. is progressive 











All Insurance Companies are the same 
% But P.N. is profitable for 


P producers 











And another agent has been won 
over by the aggressive leadership 
of the Pacific National Group. 





PACIFIC NATIONAL 
INSURANCE GROUP 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 
MANUFACTURERS CASUALTY INSURANCE COMPANY 


San Francisco, Calif. 
Philadelphia, Penn. ¢ Skokie, Ill. ¢ Atlanta, Ga. 
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International Union Meeting At 


Copenhagen Accomplishes Results 


Marine Underwriters Attending Determined to C hart Realistic 


Course in Current Unsatisfactory Period; H. ]. Quirino 
da Fonseca Reelected President 


By Cart E. McDowe i 


Executive Vice President 
American Institute of Marine Underwriters 


Part II 

Several aspects of shipbuilding risks 
were discussed. A paper by Madoe M. 
Pease, first vice president of the Amer- 
ican Institute, reviewed the underwrit- 
ing approach of the 
The policy rate is broken down into four 
parts—fire, launching, trials and miscel- 
laneous risks. He informed underwriters 
that a committee of the American Hull 
Insurance Syndicate has been working 
on much needed revision of the Ameri- 
can Institute Builders’ Risk Form. The 
form is also used for coverage of repair 
and conversion risks. The most difficult 
work in redrafting has arisen from the 
exclusions for faulty design and for risks 
and liabilities arising from nuclear pro- 
pulsion, 


American 


Vessels Under Construction 


Peter Leth (Denmark) dealt with the 
problem of increased value of vessels 
under construction. Under Danish con- 
ditions for Builders’ Risks, the basis of 
insurance is the full contract value simi- 
lar to the the principle of the London 
Institute Full Value Clause for Build- 
ers’ Risks. In practice, however, the 
rebuilding value due to past inflationary 
costs is often in excess of the contract 
value, and the market value (based on 
long-term charters concluded before 
building is completed) is much in excess 
of rebuilding value. 

Hence, the value insured is insufficient 
to cover the full insurable interest of 
the builders or the building owners. 
The problem arises of effecting addi- 
tional insurance on a vessel under con- 
struction to cover the difference between 
the full contract value and the rebuilding 
value or the market price. The diiffer- 
ences in contract, rebuilding and market 
values could be illustrated by a current 
example: Kr. 23, 30, and 38 million re- 
spectively. 

Prof. Artom expressed the view that 
rates in the Italian market, established 
some time ago in relation to the then 
period of construction, were not equal- 
ized to the modern building technique. 
That is to say, prefabrication and speed- 
ler construction result in the insurer 
remaining on a risk for a shorter time. 
Hence, they collect a lower premium 
than before, whereas “the risks to their 
charge may be considered aggravated for 
their greater intensity.” 


Marine Insurance Problems Involved in 
Offshore Petroleum Exploration and 
Drilling 


Mr. Pease also presented a carefully 
Prepared and informative paper on this 
subject. He traced the history since the 
early 1930’s of development of explora- 
tion of oil in strata underlying the Gulf 
of Mexico. Production of oil from this 
source is now estimated at 95 million 
barrels in 1957 and as high as 280 mil- 
lion barrels in 1970. There are now 1,700 
Structures in the Gulf, extending out 


market. 





McDOWELL 


CARL 


50 miles from shore and in water up to 
a depth of 120 feet. 

He pointed out that offshore drilling 
has spread, either as exploration or drill- 
ing, along the continental shelves of 
all six continents and in the islands of 
Indonesia and the West Indies. Particu- 
larly promising areas are in the Persian 
Gulf, the Adriatic, the North Sea and 
the area off the delta of the Amazon 
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River. He _ stated that “Underwriters 
may therefore anticipate that all vari- 
eties and combinations of climate, 


weather, oceanography and working con- 
ditions will be presented for their under- 
writing judgment.” 

He defined the types of structures be- 
ing used to produce oil and emphasized 
their high cost, which is growing. Units 
valued up to $8 million are being 
planned. Unusual risks are involved, in- 
cluding hurricanes, the hazards of “blow- 
out” and “cratering,” and unusual tow- 
ing problems. 

Mr. Pease reviewed safety factors such 
as improved design, reflecting greater 
use of marine engineering principles, 
navigational aides, application of certain 
government regulations, and improved 
training of personnel. 


Underwriting Problems 


He said that underwriters should con- 
cern themselves with these points when 
considering risks in the offshore oil- 
drilling field: 

1. The sensitivity of the partcular type 
of rig to the hazards of moving, and of 
being towed between drilling sites. 

Fire, explosion, blowout and crater- 
= 

3. Susceptibility of the structure to 
windstorm and wave damage. 

4. Exposure to possible collision, par- 
ticularly ‘* locations in the vicinity of 
steamship | anes. 

It should be determined that the 
saemceieies are manned by personnel fa- 
miliar with operations at sea, and not 
only with the production of oil. 

6. Thought must be given to the con- 
centration of exposure to hurricanes. As 
this is a rapidly growing industry it must 
be realized that there will be increas- 
ing exposure to one catastrophe, and 
up to the present time there has not 
been a real test of the stability of drill- 
rigs in general during a full hurricane. 

7. The form should be carefully stud- 
ied so as to cover only fortuitous perils 
and exclude those resulting from normal 
wear and tear. Inasmuch as total loss 
is the major risk, it would seem unwise 
to grant increased value insurance. 

8. There should be a sufficiently high 
deductible average to eliminate the usual 
small claims. 

9. Rates should be high enough to take 
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“they can bring chaos, or at 


care of the catastrophic losses which 


seem inevitable. 
Current Maritime Safety Developments 


Owen E. Barker, past-president of 
the American Institute and member of 
the council’s executive committee, sub- 
mitted a paper which reviewed safety- 
at-sea developments arising out of the 
“Andrea Doria”/“Stockholm” collision. 
He stressed the need for the calling of 
a new Safety of Life at Sea Convention 
at the earliest possible date. 

Mr. Barker brought the Council up to 
date on the decision of the United 
Nations to appoint a committee of up 
to nine experts to continue work on 
uniform classifications and other matters 
pertaining to transport of dangerous 
goods. Touching on cargo stowage in- 
spection, he reviewed the continued suc- 
cessful growth in the United States of 
National Cargo Bureau, of which he is 
currently president. He stated that the 
National Cargo Bureau “is an accepted 
and integral part of the maritime indus- 
try of the United States.” 


Freedom of Insurance 


John T. Byrne presented the report 
of the Committee for Freedom of Insur- 
ance, of which he is chairman. The vice- 


chairman, Hans Huttner of Zurich, was 
unable to attend because of illness and 
his assistant, D. Andrew H. Roth, sub- 


mitted his report. 

Mr. Byrne reviewed the history of this 
subject, “mentioning how Olaf Lamm of 
Sweden initiated the work in the Inter- 
national Chamber of Commerce after 
World War II. He had the support of 
underwriters in Holland and Belgium. 
At the request of the ICC, Mr. Byrne 
had represented that organization before 
the United Nations. Subsequently the 
International Union appointed the pres- 
ent committee, of which Mr. Lamm was 
first chairman and later, Mr. Byrne. 

The ICC and IUMI have continued to 
work in close association and _ have 
gained the support of the Economic and 
Social Council of UN, and the favorable 
reception by the ite le Mone- 
tary Fund and by GATT. 

However, Mr. Byrne issued a strong- 
ly worded warning to the Council of the 
International Union. Referring to the 
freedom of insurance resolutions now 
before the Contracting Parties of GATT 
(for consideration in Geneva this Octo- 
ber), Mr. Byrne said: “the work of 
your committee with GATT will be nul- 
lified and imperiled if your committee 
does not receive more active cooperation 
of the members of the International 
Union.” In view of the restrictive tenden- 
cies of certain lesser- developed nations 
and the resurgence of protective trade 
measures by many countries, Mr. Byrne 
concluded that he is not optimistic about 
results at the forthcoming GATT ses- 
sion, unless members of the Interna- 
tional Union will render strong support 
to the committee’s work. He warned 
that if nationalistic tendencies in trans- 
port insurance are allowed to spread 
very least 
confusion to and to our 
world trade.” 

(To Be Continued) 


our industry 


CAMDEN FIRE SPECIAL 

The Camden Fire Insurance nein 
tion announces appointment of Carl W. 
Rockefeller as special agent in the west- 
ern Ohio territory. Mr. Rockefeller has 
spent the greater part of his insurance 
career in the Ohio field and will have 
his headquarters with State Agent Al- 
fred S. Snow at Columbus. 
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1957 Gold Medal Award 
For J. Dewey Dorsett 


HIGH HONOR FROM N.Y. BROKERS 

For General Siiaicittie: Association of 
Casualty & Surety Cos.; Presentation 
Set For October 23 In The Waldorf 


1. Dewey Dorsett, general manager of 
the Association of Casualty & Surety 
Companies, and general manager of th 
Nuclear Energy Liability Insurance As- 
sociation, has been selected as the 1957 
winner of the Gold Medal Award of the 
General Insurance Brokers Association 
of New York, Inc. Mr. Dorsett was the 
unanimous choice of the Gold Meda:! 








J. DEWEY DORSETT 
Award Committee consisting of past 
medal winners and headed by J. Victor 
Herd, chairman of the boards and pres- 
ident of the America Fore Insurance 
Group. In their opinion, Mr. Dorsett 
rendered the most meritorious service to 
the insurance industry during the past 
year. The executive committee of the 
association also unanimously approved 
the choice of the Gold Medal Award 
Committee 

Presentation of the award will be mad 

the association’s 32nd annual dinner 

be held at the Hotel Waldorf Astoria, 
Neé York, on Wednesday, Octo er 23 











Henry B Olshen. president of the Gen 
eral Insurance Brokers Association, an- 
nounced Mr. Dorsett’s designation. 

Mr. Dorsett, general manager of Asso 
ciation of ( ty & Surety Cos. since 
May 10, 1944, is a member of the Nort’ 
Carolina Bar and former chairman of 
the North Caroli Industrial Comm 
sion. He has been with the Casualty a1 
Surety Association since February 1929 
vhen he was appointed manager of the 
casualty department. He was elected 


assistant general manager in May, 1943 
Born in Chatham County, North Caro 
lina, on July 8, 1898, Mr. Dorsett attend 
ed a Quaker institution, Guilford Coll 
for a year, then transferred to the Uni 
versity of Carolina, graduatine in Jann 
ary 1922 with the degree of Bachelor 
Science in Commerce. Less than a mont! 





later, he was sworn in as cler 
Superior Court in Chatham County 
While court clerk, he began the stud 
of law in a private law school and «u' 
sequently was admitted as a member of 
the Bar. He resigned his court cler! 
ship after five years to become assistant 
(Continued on Page 41) 





Protection Against 
Reactor Accidents 


AVAILABLE ; SEPTEMBER 26 





AEC Issues Tomaiey Regulation To 
Allow Reactor Licensees to Get 
Prescribed Financial Protection 
The Atomic Energy Commission last 
ek issued a temporary regulation, ef- 
fective September 26, designed to give 
immediate protection to the public and 
to licensees and their suppliers against 
losses arising from reactor accidents. The 
regulation is based on Public Law 85- 
256, the indemnity legislation signed by 
President Eisenhower, September 2. This 
will provide prot: ‘ction while a perma- 
nent regulation is prepared, issued for 
public comment, and re-issued as an 
effective regulation, the AEC said. 
The new legislation on which the 
temporary rule is based amends _ the 
\tomic Energy Act of 1954 to provide 
that reactor licensees shall have financial 
protection in amounts prescribed by the 
Commission. The Commission will then 
indemnify each licensee and his sup- 
pliers, up to $500 million for each re- 
actor accident, against claims arising 
from nuclear accidents which exceed the 
amount of financial protection required 
the licensee. 








10 be possessed by 


Principal Purpos> 


\ principal purpose of the temporary 
regulation is to specify the amounts of 
protection that present holders of re- 
actor licenses shall maintain. The 
amounts prescribed are based on the 
thermal (heat) energy capacity of the 
licensed reactor, at the rate of $150,000 
per thousand kilowatts of thermal 
energy, but in no event may a licensee 
have less than $250,000 of financial pro- 
tection 

The requirement of $150,000 p:r thou- 
sand kilowatts of thermal energy 1s 
based on the law that reactors of 100,009 
electrical kilowatts or larger, have finan- 
cial protection equal to the amount of 
private insurance available. This amount 
has been estimated by the domestic in- 
surance industry as $60,000,000. An elec- 
trical kilowatt is approximately 4 thermal 
kilowatts; therefore, a reactor of 109,000 
electrical kilowatts (400,000 thermal kilo- 
watts) would require $60,000,000 of finan- 
cial protection or $150,000 per thousand 
thermal kilowatts. It is necessary to 
state the amount in terms of thermal 
kilowatts since many reactors will not 
be used in connection with the genera- 
tion of electricity. 

The amounts of financial protection re- 
quired by the temporary rule do not 
necessarily indicate those that will be 
required by the more comprehensive reg- 
ulation. These will be based on con- 
sideration of such factors as, cost and 
terms of private insurance; size, type and 
location of the reactor; the nature and 
purpose of the licensed activity, ete. 
Therefore, the amounts of financial pro- 
ection required by the more definitive 
egulation may vary substantially from 
hose in the temporary regulation. 

Present licensees are required by the 
temporary rule to furnish proof of finan- 
cial protection within 30 days after the 
effective date of the rules. 


t 
{ 
r 
{ 
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Indemnity Agreements Soon 


The AEC will enter into indemnity 
agreements as soon as possible. Each 
agreement will be retroactive either to 
the effective date of the temporary regu 
lation or the effective date of the license 
authorizing operation of the reactor in 
volved, whichever is later. 

Each licensee with whom an indemnit: 
agreement is executed will be required 

(Continued on Page 41) 


Lang Sees Broader Responsibility For 


The Sales Manager In Modern Ins, 


“The responsibility of the insurance 
sales manager or agency executive has 
broadened greatly under increased com- 
petition. As a result, a new type of 
insurance sales manager is emerging in 
fire and casualty insurance.” This was 
pointed out by Dr. Frank Lang, president 
of Frank Lang & Associates, Inc., mar- 
keting and management consultants for 
the insurance industry, of New York 
and Chicago. 

Addressing the combined vested and 
non-vested sections of the Conference of 
Mutual Casualty Companies, September 
13, at the Conrad Hilton Hotel in Chi- 
cago, Mr. Lang stated: “The conception 
of what an insurance sales manager is, 
and what he should do has recently 
undergone an almost revolutionary 
change in progressive companies. 
Changing Talents For Sales Manager 

“The back-slapping, socializing, hail- 
fellow-well-met type of agency execu- 
tive is being replaced by a new type of 
man, oriented to all of the company’s 
operating functions, and aware of the 
broader aspects of the business — a man 
whose resources are primarily intellec- 
tual. He has a great deal of analytical 
ability, a broad perspective, a thorough 
market aad merchandising knowledge, 
as well as leadership drive. Creative 
long-term planning and productive col- 
laboration with operating functions, such 
as claims and underwriting, has become 
as important as ability to do a good 
selling job.” 

Commenting upon the very sour ex- 
perience shown by most fire and cas- 
ualty companies, Mr. Lang said, “We can 
expect that more and more boards of 
directors will ask for more detailed 
information in order to evaluate their 
company’s operating results, and man- 
agement’s ability to direct them. Frankly 
speaking, you cannot blame them, when 
we see that during the first six months 
of 1957 the 123 stock fire and casualty 
companies reporting their results to the 
A. M. Best Co. suffered an incurred loss 
of $1.421,000,000, and 32 mutual fire and 
casualty companies a loss of $273,000,000. 


Need Is For Well-Informed Staff 

“In spite of all the talk that ‘some- 
thing must be done,’ there is little like- 
lihood that competitive practices will de- 
crease, and, for political as well as com- 
petitive reasons, it is also questionable 
whether much relief can be honed for 
from a general increase in the rate 
level. Company management would be 


better off if it learned to accept the 
unpleasant fact that it will have to con- 
tinue to live in highly competitive sur- 
roundings, which require a_ forward- 
looking and well informed staff, if the 
company is to survive. 

“Of prime importance should be the 
management of the Agency or Sales 
function,” Mr. Lang continued. “This 
function has changed from one of ap- 
pointing as many agents as possible, to a 
much broader concept. It now includes 
sales and market planning, use of mar- 
ket facts and research tools, integration 
of advertising and sales promotion in an 
overall merchandising campé ign, under- 
standing and application of underwriting 
standards, and control of sales costs, as 
well as selection, training, supervision 
and direction of field staff and agency 
force. The modern agency department, 
therefore, coordinates the work of vari- 
ous operating units with a wide range of 
specialized services, a task which places 
a high premium On executive compe- 
tence.” 

Mr. Lang referred to the so-called 
“marketing concept” which has been 
hailed by industrial companies as an 
innovation but stated that fire and cas- 
ualty insurance companies face differ- 
ent types of problems. 

“The fundamental difference occurs in 
the underwriting aspect of sales. There 
is hardly a fire and casualty company 
which today couldn’t increase its busi- 
ness substantially by lowering its under- 
writing standards; yet the result would 
only be more disastrous than the present 
sad picture. It is therefore the respon- 
sibility of the modern insurance sales 
manager not just to obtain business but 
rather profitable business. With this 
fundamental objective in mind at all 
times, he must cooperate in the develop- 
ment of policy contracts, rates and un- 
derwriting standards and apply them 
faithfully so that the quality of business 
will be maintained. 


In Senior Executive Group 


“The place of the modern sales man- 
ager is among his companv’s_ senior 
exec utive group,” Mr. Lang pointed out. 
“Depending upon size and organization 
pattern, sales can be set up either as a 
line or as a staff function. Sometimes 
our firm finds it advisable to recommend 
that the sales manager be vested with 
dual functions, such as a line executive 
who also provides specialized staff coun- 


(Continued on Page 43) 
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33 Maiden Lane, 





We invite inquiries on: 


FACULTATIVE REINSURANCE 
ON SURETY BONDS 





OF New YORK 


New York 38, N.Y. 
BOWLING GREEN 9-9190 
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American Surety Veteran 
spy encom Retires On PC 


A. I. Zimmerman, resident vice presi- 
dent al the American Surety Co. re- 
tired September 1 after 46 years service 


with that company. R. J. Huntsberger, 
manager of the Pacific Coast branch, will 
now head its operations. 

Mr. Zimmerman, who has been de- 
scribed as “dean of all surety writers 
on the Pacific Coast,” had already gained 
considerable experience before he went 
to the Coast early in the century. He 
began his association with American 
Surety as counsel in Cincinnati and later 
transferred to Kansas City. Los Angeles 
branch office staff honored Mr. Zim- 
merman with a luncheon. 


Humphreys Gives His View 
Of Rate Filing Statistics 


It is reported that insurance companies 
seek automobile insurance rate increases 
averaging 25.5% in Massachusetts. In- 
surance Commissioner Joseph A. Hum- 
phreys refused increases last year, but 
was over-ruled by the state Supreme 
Court, which ordered a 19.9% rate in- 
crease into effect. Now Commissioner 
Humphreys is said to be non-committal 
about the latest filings, saying that the 
Insurance Department will have to cor- 
relate the statistics, but is quoted: “Of 
course this data doesn’t have to be fol- 
lowed. It is the companies’ views and, 
of course, interesting, but only so good 
as whatever credit we (the Insurance 
Department) give it.” 


Holland-America Introduces 
New Auto Package Policy 


Holland-America of Kansas City has 
developed a new automobile insurance 
package to add to its multiple line cover- 
ages. A feature of the new plan is what 
Holland-America terms “Loss Each Oc- 
curance” liability and property damage 
coverage which provides “total liability” 
protection without limit. 

The company states that “no loss or 
court judgment can exceed the protec- 
tion provided in this new facility. The 
company is calling the plan the “Family 
Defender Automobile Policy.’ 

Another feature of the coverage is 
provision for the insured of the total 
amount he paid for the automobile, or 
replacement with a new car if the auto 
is totally destroyed. 

The policy provides the following 
benefits: $25,000 uninsured motorist cov- 
erage, including extended medical pay- 
ment coverage with optional limits; 
single limit combined liability and prop- 
erty damage (as well as conventional 
multiple limits), up to $25 daily reim- 
bursement to the insured for lost wages 
while testifying as a witness at the 
request of the company ; $200 personal 
effects cover age ; $25 towing and emer- 
gency road service, $10 per day — $250 
maximum car rental in case of theft ‘and 
many other important items of protection 
which apply to all household members. 

The policy has already been approved 
by the Department of Insurance in Mis- 
souri, Kansas, Oklahoma and Arkansas. 


Reactor Cover 
age 40) 


to pay an annual fee to the Commission 
of $30 for each thousand kilowatts of 
thermal energy capacity of the reactor, 
except that in no _ will the yearly 
fee be less than $100 

With one exception, existing Commis- 
sion licenses for operation of nuclear 
reactors involve facilities of relatively 
low power for research and dev elopment 
or performance of critical experiments. 
Thermal capacities of these facilities 
Tange from one-tenth of a watt to 1,000 
kilowatts. The exception is a license 
(issued to the General Electric Company 
at its Vallecitos Laboratory in Alameda 
County, Calif.) authorizing operation of 
a small sez ile developmental power re- 
actor at an initial maximum power level 
of 20,000 thermal kilowatts. 


(Continued from 





N. Y. AUTO RATE RISE GRANTED 





Allstate Gets 12144% Increase; Holz Said 


to Have Turned Down Bureau 
Revision Request 

The New York State Insurance De- 
partment has given permission to the 
Allstate to increase its automobile liabil- 
ity and material damage rates for the 
state. The Insurance Department was 
reported recently as having refused in- 
creased rate for the rating bureaus. | 

Arthur Oakes, eastern zone vice presi- 
dent of Allstate, announced September 
15, that effective immediately, rates 
would be raised 12%% due to sharply 
rising claim costs. Mr. Oakes at the same 
time said that “Allstate’s collision and 
comprehensive insurance costs will aver- 
age 18% below those of most other 
companies, and liability insurance costs 
will be about 9% less than the industry 
average.” 

New York Superintendent Leffert Holz 
is said, this week, to have turned down 
proposals by bureau mutual and_ stock 
insurers to increase their rates approx- 
imately 18%. The reason given was that 
the eronneed rates were too high. 

William Leslie, general manager, Na- 
tional Bureau of Casualty Underwriters, 
said that the Bureau has been nego- 


NATIONWIDE IN MICHIGAN 





To Write Auto Insurance; Will Have 80 
Agents Under Burdge in Columbus; 
Opening New Offices 
Nationwide Mutual will extend its 
automobile insurance business into Mich- 
igan beginning to-morrow September 
21. Regional sales offices will be set up 
in Detroit and at least one other city 
in the central or western part of the 

state. 

Michigan operations will be directed 
through the home office in Columbus un- 
der the supervision of Regional Manager 
A. M. Burdge. Mr. Burdge said that 
Nationwide will start business in Mich- 
igan with a sales force of 80 experienced 
agents under the direction of two newly- 
appointed regional sales managers: Wil- 
liam Picl of Dearborn and Horace 
Donaldson of Grand Rapids. 

Michigan becomes the sixteenth state 
in the operating territory served by Na- 
tionwide. 


tiating with the Insurance Dep irtment 
for increases but insisted that “no 
formal” filings had been made. The 
bureau has not yet decided what course 
to adopt. 






BUFFALO C. & S. OFFICERS 

The Casualty & Surety Club of Buf- 
falo has elected the following officers 
for 1957-58: President, Kenneth K. 
Klingenmeier, American Surety; vice 
president, John W. Cryer, Cryer Agency, 
Inc.; secretary -treasurer, Robert P. 
3urns, The Travelers. 


Dorsett Honor 


(Continued from Page 40) 


cashier of the Chatham Bank, Silver 
City, N. C. 

In 1929, Mr. Dorsett was appointed by 
Governor O. Max Gardner as a-member 
of the North Carolina Industrial Com- 
mission which administered the state's 
Workmen’s Compensation Law. He be- 

came chairman of the Commission in 
1936. The following January, he was des- 
ignated as permanent chairman by Gov- 
ernor Hoey. 

Mr. Dorsett is also secretary-treasurer 
of the National Association of Casualty 
& Surety Executives, a member of the 
board of trustees of the Industrial Hy- 
giene Foundation of America, Inc., and 
a past member of the board of trustees 
of the National Safety Council. 





“..and that’s 
where 
Prudential 
comes in” 





LIFE INSURANCE e ANNUITIES e 


says I. W. Rosenberg (1), C.P.C.U., General Insurance 
Broker, Chicago, shown here with James T. Ritchie, Jr., 
C.L.U., Prudential Brokerage Manager. 


“Ever since I began to emphasize the importance of business 


insurance among my general clients, my business has been 


expanding rapidly. And that’s where Prudential comes in. 
“Prudential’s very fine sales aid, THE MOST IMPORTANT 
BUSINESS DECISION OF YOUR LIFE, has aroused a great deal 


of interest among my clients... 


interest that I’ve been able to 


turn into sales. Prudential’s sales promotion pieces, 
plus the advice and assistance of Prudential’s Brokerage Service, 


have resulted in more sales for me— 


I receive the FULL commission.” 


You'll enjoy YOU ARE THERE, 
Sundays, CBS-TV 
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The PRUDENTIAL INSURANCE COMPANY OF AMERICA 


SICKNESS & ACCIDENT PROTECTION ¢ 


: TO: BROKERAGE SERVICE ¢ THE PRUDENTIAL, NEWARK 1, N. J. 

° 10 THOSe 

: -9Ez [] I would like to receive a complimentary copy of Prudential’s sales aid 
: ’ THE MOST IMPORTANT BUSINESS DECISION OF YOUR LIFE. 

: £ Ad [] I want to know more about Prudential’s BROKERAGE SERVICE and how 
 .- =% it will make LIFE sales easier for me. 

: ‘ 4 NAME 

RC ADDRESS 

: PHONE 
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Agents Get Valuable 
Pointers From Panel 


ON VARIED MANUAL COVERAGES 


Roy H. MacBean, Paul S. Parris 
and Herbert D. Young Show 
Means To Good Service 


“Manual Magic” was the title chosen 
for a symposium of three speakers at the 
recent annual meeting in Atlantic City 
of the New Jersey Association of Insur- 
ance Agents. The panel moderator was 
“suey L. Darrell. The members were: 
Roy H. MacBean, agent, Cranford, ie 
who is state national director for NJ. AIA; 
Paul S. Parris, CPCU, resident vice 
president, Fidelity & Deposit, and Her- 
bert D. Young, CPCU, special agent, 
Niagara Fire. The panel managed to 
bring out some not too well known facts 
of interest to agents. 

Roy H. MacBean, expressed the view 
that competitively the most important 
thing for all producers to learn is the 
availability and elligibility of risks for 
various forms of experience and/or 
schedule ratings. He declared his re- 
marks to be aimed at giving pointers, 
on all forms of automobile and work- 
men’s compensation, that are not usually 
found in regular manuals. Following are 
highlighted some of Mr. MacBean’s il- 
lustrations of coverages available for 
good use by producers. 

Auto bodily injury and property dam- 
age experience rating begins with risks 
of five or more self-propelled licensed 
passenger or commercial vehicles under 
the same ownership, or three or more 
public livery or taxi risks also under 
the same ownership, and with garage 
risks having an annual payroll of 
$7,500, or more, 

In New Jersey all workmen’s compen- 
sation risks qualify for experience rat- 
ing when their payrolls developed within 
the last year or the last two years pro- 
duces a premium at the manual rates in 
effect on the anniversary rating date of 
at least $1,600. 

New Features in Auto P.D. 

Experience rating of physical damage 
auto risks begins with five or more 
licensed vehicles (including trailers and 
semi-trailers) under the same ownership. 
However there are some new gimmicks 
to auto physical damage rating plans 
that were just approved within the last 
few months. It is now permissible to 
eliminate all vehicles valued at less than 
$500 each from being required to be in- 
sured for collision. It is also now possible 
to Fleet rate, for collision only the 
private passenger vehicles of a risk pro- 
vided there are at least five licensed 
private passenger vehicles. 

A very important new development in 
auto physical damage insurance is the 
availability of composite rating similar 
to that used for many years in writing 
BI. & P.D. for trucking risks; the use 
of gross receipts or sales or total values 
of all vehicles in the fleet, without hav- 





ing to separately describe and rate all 
vehicles. This should eliminate some 
very annoying audit problems on the 
bigger ks and also save a great deal 
of time by e mi nating huge schedules of 


vehicles in policy-writing. 
Points to Watch in Risks 


Mr. MacBean, then gave a check list 
of important things for agents to look 
for on certain oes of risks. He listed 
the following items 

All Types of Public Liability: Risks 
(1) Occurrence endorsement for bodily 
injury. (2) Elimination of Water Dam- 
age Exclusion where necessary. (3) 
Elimination of appliances operated by 
gas or liquid fuel on Storekeepers’ Lia- 
bility Policies. (4) Elimination of the 
important X, C, U, exclusions on Con- 
tractor’s policies where necessary. 

Public Liability Policies insuring mu- 
nicipalities, boards of education, hospi- 
tals, clinics, sewage disposal plants—(1) 
Examine and insure any and all m: ulprac- 
tice hazards. (2) Examine and insure 
any and all personal injury hazards, such 
as, libel, slander, defamation of char- 











acter, false arrest, etc. (3) Insure the 
additional interests of employes. (4) 
Insure coverage for damage to Com- 
mandeered Cars or Vehicles. (5) Be sure 
to attach a “Waiver of Immunity” en- 
dorsement so the insurance company 
will be stopped from using this as a 
defense on any case without obtaining 
the permission of your insured first. 
Compensation Policies—(1) Increase 
Coverage B—Employer’s Liability to at 
least $100,000 at additional rate of 
2/10ths of 1% MP —$7.50. (2) Add the 
“All States” endorsement whenever 
there is even a remote possibility of 
need. (3) Add the U. S, Longshoremen’s 
& Harbor Worker’s Compensation Act 
endt. whenever there is even a remote 
possibility of need. (4) Add the “All 
Operations” endt.—Private Residences, 
Estates & Farms” to all of your policies 
covering inservants and/or outservants. 


Parris Stresses Sales Opportunities 


Mr. Parris, stated that the “manuals 
are “full of sales opportunities which 
are often missed through lack of famili- 
arity and proper study of their inter- 
esting pages.” He stressed the impor- 
tance of a producer being aware of the 
sales opportunities contained in the man- 
uals, and gave examples. 

One of the examples Mr. Parris gave 
would enable the agent to, as he put it, 
“sell the mostest for the leastest.” He 
presented the following instance: “A 
fairly small manufacturing concern has 
5 “A” and 10 “B” employes. They think 
$2,500 coverage more than ample except 
for the two key employes whom they 
want bonded for $25,000 each. All right, 
lets’ figure it out for them. Disregard- 
ing experience rating, the Blanket Posi- 
tion bond will cost $62.05 and $22,500 of 
specific excess on each of two employes, 
or $45,000, at the rate of 4 per M will 
cost $180 or a total for blanket bond 
and specific excess of $242.05. But wait, 
let’s see what a $25,000 Blanket Position 
bond will cost which will cover each and 
every employe for that amount. Well, 
we find it comes to $238, or $4.05 less 
than the smaller bond. Which is the 
better buy a bond of $2,500 covering each 
employe in that amount and the neces- 
sity to prove that one or the other of 
the two covered by specific excess is 
responsible for the loss to recover any- 
thing in excess of that amount, or the 
Blanket Position bond of $25,000 which 
covers each and every employe, including 








all the “C” employes, for that amount. 
I leave it to your competitors to provide 
the answer in case you neglect to do the 
necessary figuring.” 


H. D. Young on Manual Changes 


Mr. Young devoted his address to re- 
cent important changes, and ideas for 
selling the best coverage at the lowest 
cost. The following are some of the 
points Mr. Young took to lead the 
agents into a variety of sales. 

“The earnings rate formula has been 
changed and, I believe, this makes the 
policy saleable. This coverage has not 
sold well in the past because of the high 
rate of 1% times the building rate. Now 
the rate is the same as the 80% building 
rate (90% when sprinklered), a very sub- 
stantial reduction. One of the principle 
advantages of this form is the lack of a 
coinsurance clause. 

“Coinsurance has quite often proven 
to be a deterrent or, at least, a prob- 
lem in selling Business Interruption 
Insurance, particularly considering that 
we are always dealing with future earn- 
ings. Instead of a coinsurance clause, the 
Earnings Form contains a clause which 
limits the amount collectible per month 
to 25% of the policy amount (but not 
exceeding actual earnings that would 
have been made.) For the small retailer 
this should be a bond and, also, it can 
be used to advantage where the assured 
desires to cover only a portion of his 
entire earnings, such as the salaries of 
the principals of the business. 

Commercial Property Policy 

“The Commercial Property policy is a 
terrific buy for the money. It’s sale has 
not been as good as it should be. Be- 
cause of the extremely broad coverage at 
a very reasonable cost it must be offered 
to desirable accounts to protect the busi- 
ness. For the same reasons, the company 
underwriting of this class of business 
is more stringent than under a straight 
fire policy. Some of the important fac- 
tors to consider are the adequacy of the 
burglar alarm protection, the exposure 
to water damage by pipes and air condi- 
tioning systems, and if stock is stored in 
the basement, such stock should be kept 
on racks, skids or shelves and the cellar 
provided with a train. The transporta- 
tion limit should be kept as low as pos- 
sible, consistent with the assured’s ac- 
tual needs. If the assured has the occa- 
sion to send out property on exhibition 





NJAIA Pledge To Governor 


At the recent annual meeting of NJ- 
AIA in Atlantic City, New Jersey agents 
resolved that they ‘pledge to the Gover- 
nor of our state our assistance in an 
attempt to bring to citizens the need for 
caution and consideration of our fellow 
man “in operating automobiles upon the 
highways.” Governor Robert Meyner, in 
a telegram, August 15, to NJAIA Execy- 
tive Secrtary Charles J. Unger, cited 58 
more people killed on New Jersey high- 
ways than at the same time in 1956, He 
asked NJAIA “to reach every individual 
you can, and impress upon them the 


” 


terrible seriousness of this sitaution. 





or to other locations for repair or other 
purposes, coverage should be provided 
away from the premises by inserting a 
limit in the appropriate place in the ap- 
plication. A premium is charged for this 
coverage at the policy rate, 

“The Fine Arts Policy can also be 
used to advantage in certain cases, For 
example on church insurance it is ad- 
visable to exclude stained glass windows 
from the building insurance and cover 


them specifically under a Fine Arts 
Policy. The coverage is broader, being 
‘all risk’ including breakage, yet the 


cost is less than fire and extended cover- 
age alone. Also, under the Homeown- 
ers’s “C” Policy, if the increased con- 
tents insurance is necessary, it would be 
more economical to schedule Fine Arts, 
The rate is lower on Fine Arts than the 
rate for increased contents coverage. 
The same is also true in connection with 
a Personal Property Floater or a House- 
hold Furniture Policy. 

“Many casualty endorsements can now 
be attached to fire policies, thereby 
streamlining the account for your office. 
For example, where you cannot sell a 
H.O.P. or a C.D.P. it is worthwhile con- 
sidering attaching the Comprehensive 
Personal Liability to the fire policy (for 
not exceeding a three-year term). The 
cost to the assured is the same but the 
account is being lined up for an easier 
conversion to a package policy in the 
future and there may be a slight com- 
mission advantage to you in so doing.” 
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Frank Lang’s Talk 


(Continued from Page 40) 


sel, or as a Staff executive largely con- 
cerned with the establishment of com- 
pany policy, but who is also required 
to act in certain line capacities. 

“The modern insurance sales execu- 
tive has new functions to perform. This 
is true regardless of the size of the 
company; in a small company, a single 
individual may perform many of the 
functions that a wide range of specialists 
would cover for a large organization. 
The number of elements in the job do 
not change as the number of people 
doing the work goes up or down. The 
only time the elements increase or de- 
crease is when our knowledge of the 
work itself is extended. 

“This is what has been happening in 
the field of insurance sales management. 
With greater knowledge of modern 
tools, and insight in the relationship of 
sales to the company’s other operating 
functions, the job has undergone some 
important developments.” 


12 Major Functions 

Mr. Lang then presented twelve ex- 
hibits, prepared and copyrighted by his 
firm, one for each major functional area 
of the sales manager’s job, with 46 divi- 
sions and over 200 sub-divisions. The 
speaker presented highlights of the 12 
major areas of the sales manager’s job 
and commented on each. 

Market planning, he said, is one of the 
most important and yet t neglected func- 
tions. He said it replaces guesswork with 
facts. Under this function he detailed 
these activities as, analysis of insurance 
needs, determination of potential prem- 
ium volume by territory and identifica- 
tion of policyholders present and pros- 
pective. On the basis of such analysis 
plans can be set up and geared to the 
op offering the greatest potential. 
Mr. Lang stressed that “the rate struc- 
ture and underwriting experience must 
be studied before sales objectives can 
be formulated.” 

Mr. Lang said that sales had a defi- 
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nite role and responsibility in the formu- 
lation and design of policy coverage, the 
packaging of policy forms and the sim- 
plification of coverages. In the past he 
deplored the fact that these matters were 
left too frequently to the underwriting 
and actuarial department alone with 
resultant failure because of lack of de- 
mand for a particular type of coverage. 
Mr. Lang commented: 

“A study of your market potential not 
only helps to determine how many 
agents and fieldmen are needed, but 
also provides a clue to the personality 
and character of the men to be appointed 
and the training and supervision they 
should receive. Just as the market shifts, 
so do customers’ buying habits. Unless 
you are fully aware of these changes, 
you cannot prepare a realistic sales 
budget or plan your selling program.” 

Building Organization 

In the building of the agency depart- 
ment and field organization, Mr. Lang 
said: “Once the personal needs are 
known, the sales manager can define 
what he expects from his own staff, his 
fieldmen, and the agent himself. Based 
upon job description, specifications can be 
set forth outlining what a man must know 
as well as what he is expected to do. 
With these facts at hand, the actual 
process of recruiting and selection is 
greatly facilitated. 

On the matter of what he called “Ac- 
tivating the Sales Organization” Mr. 
Lang referred to the usual compensa- 
tion plans, sales meetings and contests 
and campaigns. 

He continued: “Most insurance com- 
panies still pay their fieldmen on a 
salary basis alone. One of our firm’s 
clients, however, after thorough study 
of successful as opposed to unsuccessful 
territories, developed a bonus system 
based on a variety of factors such as 
loss ratio, volume increase, number of 
agency appointments, etc., which has 
provided a worthwhile incentive to their 
fieldmen. 

“To do a proper job of supervision, 
activity reports and an evaluation of 
sales performance is needed. How can 
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you help your agent do a better job un- 
less you know exactly what his problems 
are and where he has fallen down? Only 
after an agency manager has decided 


‘what he expects a particular agent to 


do, can he start to set up performance 
standards. 

“Underwriting results are the most 
important influence today on top man- 
agement’ s decisions as to choice of ter- 
ritories or agents from which business is 
accepted,” he said. “The insurance sales 
manager must have a thorough under- 
standing of his company’s underwriting 
policies so that he can implant them in 
the field staff and agency force.” 

He commented: “While the sales ex- 
ecutive alone should not determine his 
company’s underwriting standards, he 
certainly should participate in decisions 
as to the general acceptability of certain 
types of risks. After all, it is his field- 
men who have to educate the agents in 
underwriting sales man igement, and it is 
they who have to maintain underwriting 
control on the local level. This function 
also entails the establishment of. proper 
es showing underwriting results. 

Sales management faces a difficult prob- 
lem in keeping reports to a minimum, 
yet maint: ining a sufficient amount of 
up-to-date information to control under- 
writing results properly.” 

On the problem of controlling sales 
costs Mr. Lang remarked that the sales 
manager today has to be prepared at all 
times to justify the expense of the func- 
tions under his jurisdiction. 


Study Whole Picture 

Commenting generally, Mr. Lang said, 
“A divided management group cannot 
produce an effective sales program no 
matter how good your agency head may 
be. Therefore, before embarking upon 
any fundamental company policy change 
in the sales function, we recommend not 
only to look at sales but also examine 
briefly your whole organization — its 
objectives and policies — as well as the 
men who carry them out. 

“A good sales audit results in a writ- 
ten report which gives both the com- 
pany’s top management and its sales 








FLORIDA AGENTS 
WANT TO SELL YOUR AGENCY? 


Large progressive New Jersey accident and 
health agency wants to buy small, medium 
or large A H agencies in the Tampa, 
Orlando and Jacksonville areas. <4 — 
ested, send us your name, addres 

gross annual collection. REPLIES WiLL BE 
HELD IN STRICTEST CONFIDENCE. Send 
to Box 2544, The Eastern ee, 93 
Nassau Street, New York 38, N. 











ACAS FALL MEET SEPT. 20 

The fall meeting of the Association of 
Casualty Accountants and Statisticians 
will be held September 20 in the Hotel 
Statler, New York City. Featute of the 
meeting will be a report by C. G. Van- 
derFeen, Fireman’s Fund Group covering 
Major Reports to Management. Discus- 
sion will follow the report on this timely 
subject. 





manager a true picture of where the 
company stands and where it is likely to 
go. The report should point out both 
where sales is functioning smoothly and 
where it is out of line with the realities 
of modern practices and techniques 
Finally, it should set up practical ob- 
jectives and outline specific procedures 
by which these objectives may be achiev- 
ed. Once top management has looked at 
this factual, up-to-date, picture of its 
work, it can proceed to re-evaluate com- 
pany policies, broaden functions and re- 
sponsibilities, and see that it has the 
right staff for them.” 

Mr. Lang concluded: “We have thus 
seen that the place and functions of the 
new sales manager have put him on a 
new — a much higher and broader — 
level. His job embraces a multitude of 
responsibilities, utilizes parts of many 
sciences, and employs many new tools 
and techniques. As the job has grown, 
so has the stature of the man who has 
to fill it. Sales is now an assignment 
of many parts, and the man who hopes 
to run the job, rather than have it run 
him, must himself be many-sided.” 
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211 Gain 1956 LPRT 
For A. & H. Sales 


RECORD SURPASSED ONLY ONCE 


Despite Raising oy hendiiedes J. C. Hen- 
nes, C. E. Hogg and P. L. Plasschaert 
Get Life and Qualifying Awards 


During 1956, 211 A. & H. men qualified 
for membership in the elite International 
Association of Accident and Health 
Underwriters’ Leading Producers Round 
Table. This number, was surpassed only 
in 1955, when 216 qualified. 

LPRT Committee Chairman and IAA- 
HU Vice President Oakley Baskin, Mu- 
tual of Omaha, Buffalo, recalled that 
qualification standards were raised for 
the 1956 awards, which accounts for fall- 
ing short of a record number of quali- 
fiers. 

An increase of $5,000 in annualized A. 
& H. premium was added across the 
board to the old requirements. An agent 
now has to produce $10,000, $15,000 and 
$20,000 to qualify for the bronze, silver 
and gold awards. 

Group insurance premium is allowed to 
count up to one-third of the total re- 
quirement for any award. Life members 
are those who have qualified three times 
for the gold award, Life and qualifying 
award winners are the top producers 
who have already made the life award 
in the years past and have again made 
any one of the three lesser awards. All 
award winners must have been members 
of IAAHU and in good standing during 
the year of qualification. 

Although the total number of quali- 
fiers fell short of a record Mr. Baskin 
says the number of qualifiers with more 
than $10,000 in premium has increased 
one-third over 1955. Plaques and certifi- 
cates for the award winners have been 
processed and sent to state and local 
A. & H. associations. Most associations 
will have presentation ceremonies at 
meetings early this fall. LPRT tie clasps 
and emblems are available to new and 
old qualifiers for the first time this year. 
Tie clasps cost $5 and orders should be 
sent to the [AAHU, Room 1110, 330 
South Wells Street, Chicago. 

The officers of LPRT are: president, 
Clarence G. Kluckhohn, Mutual of Oma- 
ha, Waterloo; vice president, Ralph V. 
Matlin, W ashington National, Los An- 
geles; secretary, Carl L. Brandt, Sr., 
First National Casualty, Fond du Lac, 
Wisconsin. 

The following are the outstanding 
LPRT winners: Life and Qualifying 
Awards James C. Hennes, Monarch 
Life, Minn.; Charles E. Hogg, Continen- 
tal Casualty, Western New York; Rich- 


ard L. Plasschaert, S. S. Ballin Agency, 
Newark. 

Life Award Betty Benedetto, and 
Nicholas Benedetto, John T. Miller, B 


J. Olivadoti, John L.. Wharton and Alex 
Wormser, all of Mutual of Omaha, Wes- 
tern New York; Ludwig Berman, Nathan 
Lilienkranz, Mary L. Haas, Floyd A. 
Stoeckl and John S. Woodcock, all of 
Federal Life & Casualty, Western New 
York; Julian Blanchard, Provident Life 
& Accident, Auburn, Me.; Willard G. 
Cremer, Bankers L. & C., Central Flor- 
ida; Jerry Fogel and Joseph S. Lebby, 
Mass. Indemnity, both Los Angeles; Til- 
man C. Hegge (Southe astern Minnesota) 
and Cletus M. Huiras (Minnesota) both 
of Business Men’s Assurance; Ralph V 
Matlin (Los Angeles) and Killis E. Smith 
(Kansas City) both of Washington Na- 
tional. 

There were 67 gold awards and 119 
received the bronze award. 


Pan-America Life 
Entering A. & S. Field 


SIX REGIONAL CONFERENCES 


Being Held to Launch the Program; 
J. Y. Ruddock Says A. & S. “Fits 
Personal Insurance Portfolio” 
Pan-American Life of New Orleans 
will commence sale of individual Acci- 
dent and Sickness insurance policies on 
October 1. J. Y. Ruddock, senior vice- 
president, announced that the company 
will offer personal forms of accident 
and sickness policies designed to provide 
benefits for loss of time and for medi- 

cal expense. 

Field representatives from throughout 
the 27 states in which Pan-American 
operates are attending regional confer- 
ences in New Orleans, Houston, Dallas, 
Memphis, Cincinnati and Jacksonville. 
The two and one-half day meetings will 
acquaint representatives with policy 
forms, underwriting, sales techniques, 
advertising and over-all administration 
of the new program. These conferences 
will also serve to launch the comps iny’s 
“Policyowner Service Campaign” that 
will open October 1 for the months of 
October and November. 

Mr. Ruddock stated that the decision 
to enter the Accident and Sickness field 
was reached after long study in which 
it Was apparent that protection to pol- 
icyowners must include disability and 
medical expense offerings along with 
protection for death and retirement. “Tt 
all fits into the personal insurance port- 
folio,” Mr. Ruddock concluded. 

Non-Can. To Age 65 

Pan-American will offer plans for total 
disability and the policies will be non- 
cancellable to age 65. Benefits will be 
available up to $500 monthly for men 
and $300 monthly for women, with bene- 
fits ranging from limits of one year to 
ten years for sickness and lifetime in 
event of total disability as result of 
accident. Waiver of premium benefit is 
included and accidental death benefit 
optional. An Accident Only policy tn 
loss of time, accidental death and dis- 
memberment is also included in the pol- 
icies being offered. 

A hospital and surgical expense policy 
is offered with benefits included for mis- 
cellaneous hospital expense and matern- 
ity. The coverage may be obtained with 
or without deductible amounts of $25.09 
or $50.00. The policy is guaranteed re- 
newable to age 65. 

A hospital, surgical and maior medical 
expense policy offers a different ap- 
proach to medical expense insurance. A 
deductible amount of $50 or $100 is re- 
quired from which specific coverage is 
afforded for hospital and surgical care. 
Expenses exceeding specific coverages 
and non-hospital and non- surgical ex- 
penses are reimbursed on 75% co-insur- 
ance basis. Mr. Ruddock stated that it is 
a plan to combine first dollar and 
catastrophic expense coverages. 

Pan-American’s program will be ad- 
ministered the same as its life insurance, 
including premium notice business and 
pre-authorized check plans. Develop- 
ment of the program has been under the 
direction of Superintendent of Agencies, 
Paul Light, CLU, and underwriting and 
claims will be supervised by Robert E. 
Demmons, formerly with Continental 
Casualty. 


NAMED TO SUCCEED KEMPER 

A testimonial dinner to George Kem- 
per, A. & H. manager, Fireman’s Fund 
Group, San Francisco, will be held Oc- 
tober 30. Mr. Kemper, who is a veteran 
of 40 years in the A. & H. business will 
be succeeded by Robert F. Benjamin 
as head of the Group’s disability de- 
partment. 


Speakers And Topics 
For A. & S. Seminar 


IN PHILADELPHIA SEPTEMBER 25 


Program Preceding LAA Annual Meet- 
ing Will Cover Wide Range 
on A. & S 


Program highlights of the Life Adver- 
tisers Association’s accident and sickness 
seminar to be held Sept. 25 at the Hotel 
Sheraton, Philadelphia, have been an- 
nounced by Norman L. Klages, sales 
promotion manager, Lincoln National, 
and chairman of the seminar. The semi- 
nar will take place on the afternoon 
preceding the association’s annual meet- 
ing. 

Speakers will include Charles N. Wal- 
ker, assistant vice president, Lincoln 
National Life; John T. Coggins, CLU, 
director of training, Life Underwriter 
Training Council, Washington, D. Cis 
Rex H. Anderson, vice president, Life 
Insurance Co. of North America, Phila.; 
John A. Buckley, Jr., director of public 
relations, Guardian Life, New York, and 
John P. "Hanna, general counsel, Health 
Insurance Association of America, Chi- 
cago, 

Mr. Walker, who will speak on “What 
Advertising People Should Know About 
Accident and Sickness,” is a graduate of 
the University of Michigan and a Fel- 
low in the Society of Actuaries. He 
joined Lincoln National in 1947 and was 
appointed assistant actuary in 1952 and 
associate actuary in 1955. He was named 
vice president this year. 

Speaking on “Stimulating Life Sales- 
men To Sell A. & S,” will be Rex H. 
Anderson, who has been in the insurance 
business since 1941. Mr. Anderson was a 
Group representative and supervisor be- 
fore entering sales promotion with 
Washington National in 1948. In 1950 
he went with Great-West Life as sales 
promotion supervisor and in 1953 joined 
New York Life as director of sales 
promotion, becoming an assistant vice 
president in 1956. He became associated 
with Life Insurance Co. of North Amer- 
ica recently as vice president. 

He is chairman of the LIAMA educa- 
tion and training subcommittee and a 
member of the agent relations commit- 
tee, Health Insurance Association of 
America and the LUTC A. & S. Com- 
mittee. 

J. A. Buckley’s Topic 

“Promoting Accident and Sickness 
Sales Through the Printed Word” will be 
John A, Buckley's topic. A Fordham 
graduate, Mr. Buckley has been asso- 
ciated with sales promotion since 1940 
when he joined Mutual of New York’s 
advertising department. In 1948 he went 
with Guardian Life as sales promotion 
assistant, becoming sales promotion di- 
rector in 1952 and director of public 
relations this year. He has been active 
in LAA workshops. 

A graduate of the Wharton School of 
Finance, University of Pennsylvania, Mr. 
Coggins, Jr., CLU, will speak on “The 
Market for Accident and Sickness.” Mr. 
Coggins served as an agent for the 
Phoenix Mutual in Newark, before be- 
coming associated with LUTC as assis- 
tant training director. He paige direc- 
tor of training for LUTC last year. Mr. 
Coggins was instrumental in preparing 
accident and sickness material and les- 
son plans for LUTC. 

As an attorney for HIAA, John P. 
Hanna has ‘ge closely connected with 
all aspects of A. & H. insurance. He will 
speak on “Meeting the Standards of 
Accident and Sickness Advertising.” Mr. 
Hanna joined the HIAA in 1947 as an 
attorney. Successive promotions made 
him managing director in 1953. 

Norman L. Klages, chairman of the 
seminar, has been in life and accident 
and health sales promotion work since 
1920. He started with Reliance Life, 
became advertising manager in 1943, 
and moved to Lincoln National’s adver- 
tising department five years ago when 
Lincoln purchased Reliance. He has 
been active in LAA for many years, 
serving as moderator of round tables, on 
membership committees and conducting 
research 








An Invitation to 


Join a New Company 


A strong, able and highly regarded 
New England insurance group has 
organized a new Multiple Line Com- 
pany with very great growth and 
profit possibilities. Coverages include 
a complete and appealing line of 
outstanding policies in Accident, 
Health and Hospitalization. We in- 
vite a few men of high standing, broad 
experience and recognized ability to 
join us as officers and/or directors 
in the management and development 
of this challenging and_ interesting 
situation. This affiliation will have 
strong appeal to established agencies 
as well as to insurance executives, 
particularly those interested in the 
latest trends in A & H. We invite 
without obligation a frank discussion 
with full disclosure of our plans. Box 
2546, The Eastern Underwriter, 93 
Nassau Street, New York 38, New York. 














Sending Out Questionnaires 


As DBL Hearing Adjourns 


A hearing by the New York State 
Insurance Department was held last 
week for all companies authorized to 
write disability benefit insurance in the 
state. The subject of the hearing was 
DBL rate and dividend filings for small 
groups (less than 50 lives or less than 
$1,000 premiums.) 

The following provisions of the sta- 
tutory DBL law were proposed: 

1. Where the anticipated loss ratio, 
based on a credible volume of experi- 
ence, is less than 65%, the benefits are 
presumed to be unreasonable in relation 
to the premiums charged 

2. Every company shall file its sched- 
ules of rates for small groups for both 
the first policy year and renewal years, 
Where rates after the first policy year 
are based on the experience under the 
policy, the formula on which the renewal 
rate is based shall be filed as part of 
the rate filing. 

3. Every company shall file its divi- 
dend or experience rating refund for- 
mula for small groups; such formula to 
remain in effect until replaced by the 
filing of a revised formula. 

The concensus of companies at the 
hearing was that there was not sufficient 
data to arrive at any criteria. Conse- 
quently the hearing was adjourned. The 
Insurance Department will send_ out 
questionnaires to the companies. They 
have until November 1, to decide what 
information should be included. When 
the questionnaires have been returned 
to the Department, the Superintendent 
of Insurance will decide whether or not 
to hold another hearing. 


John Galloway Announces 


More DITC Fall Classes 


Several additional classes starting this 
fall have been announced by John Gallo- 
way, director of the Disability Insurance 
Training Council. A third class in dis- 
ability insurance sales training will begin 
September 27, St. Paul, Minnesota. Class 
instructor is Arne Brueheim, North 
American Life & Casualty. Enrollment 
chairman is William Peterson, general 
agent for Pioneer Mutual in St. Paul. 

Other classes announced this week in- 
clude those being formed in Miami and 
Lansing, Michigan. The sixth consecu- 
tive class for Indianapolis starts Septem- 
ber 26 at Butler University. William 
Highfield, CLU, of Insurance R. & R. 1s 
instructor. Harold Peterson, superin- 
tendent of the A. & S. department, 
American United Life, is enrollment 
chairman, 


CHANGE OF ADDRESS 
The law firm of Palmer, Serles, De- 
laney, Shaw & Pomeroy, has moved 
to new offices at 62 William Street, New 
York 5, N. Y. The telephone number 
is WHitehall 3-3111. 
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tT. C. MacLeod Goes To 
Jacksonville as G. A. 


FOR MUTUAL OF OMAHA 





Formerly in Honolulu Where He Set Up 
Model Recruiting and Training Pro- 
gram; Has Had Colorful Career 


Theron C. MacLeod, former assistant 
general manager of the Honolulu divi- 
sion office for Mutual of Omaha and 
United of Omaha, has been appointed 
general agent for the companies in Jack- 
sonville, Fla. to succeed Nat Lyon effec- 





THERON C. MacLEOD 


tive September 16. Mr. Lyon is retiring 
as general agent, but plans to remain 
with the companies in an advisory sales 
capacity. 

Mr. MacLeod’s career with Mutual and 
United began in 1950 when he joined the 
E. S. Hall Agency in Los Angeles as a 
salesman. In 1952, he was transferred 
to the J. G. and P. C. Ciciarelli Agency, 
Honolulu, where he spent two years be- 
fore joining the home office sales divi- 
sion in Omaha, Neb. 

He returned to the Islands in Tune of 
1955 as Unit Manager for the Ciciarelli 
Agency and established a recruiting and 
feld training program in the territorv. 
This was so successful that it is. still 
being used as a model program in other 
areas. 

In Tune 1956, Mr. MacLeod was pro- 
moted to assistant general manager of 
the Honolulu office, under the manaze- 
ment of Jess Hart, which services the 
entire Territory of [Tawaii. During the 
ensuing year, the Honolulu office led 
all other agencies in the United States 
in both health and accident and life in- 
surance production. 

Originally from California, Mr. Mac- 
Leod has spent much of his adult I.fe in 
the Pacific Area. In ‘9236, after a period 
of managing gold minmz onerations in 
the Mother Lode section of his native 
state, he traveled to Hawaii where he 
worked at the management level in the 
sugar industry. During and after World 
War II, he spent six years as general 
manager of one of the largest ready-mix 
concrete companies in the world, hand- 
ling the major portion of all Army and 
Navy contracts in the Pacific. 

A graduate of San Diego State Col- 
lege, Mr. MacLeod’s trade affiliations in- 
clude membership in the Life Under- 
writers Association and the Life Insur- 
ance Management Association. 


SEEKS A TRADEMARK 
sankers National Life is presently 
holding a competition to find a symbol 
or trademark for the company. All home 
office employes, members of the field 
force and their families, are eligible. The 
winning entry earns a $200 U. S. Savings 
Bond. Second prize is a $100 bond. 


HIAA DIRECTORY NOW READY 





1957-58 Edition Contains Code of Ethical 
Standards Adopted in Washing- 


ton, D. C. 

The 1957-58 edition of the Directory of 
Health Insurance Association of Amer- 
ica has just been published, and is being 
distributed to member companies it was 
announced. For use by HIAA member- 
ship, the 98-page booklet includes a list 
of the Association members, listed alpha- 
betically and geographically, the names 
and affiliations of the board of direc- 
tors, the standing committees of the 
association with the members of each 


committee, the HIAA Constitution, and 


other pertinent information describing 
the work and activities of HIAA. 

The Directory, which is the second 
edition of the annually revised HIAA 
guidebook, this year also contains the 
Code of Ethical Standards of the Health 
Insurance Association of America, unani- 
mously approved by the membership at 
the annual meeting last May in Wash- 
ington, D. C. 

In a recent letter to members, an- 
nouncing publication of the Directory, 
HIAA General Manager Robert R. Neal 
also revealed that: Company members 
now total 261 and members’ home offices 
are located in 93 cities in 36 states, four 
provinces of Canada, Washington, D. C., 








AVAILABLE 


A & H specialist with life insurance experi- 
ence. Male college graduate with Pre-Med 
background. Age 30. Married. Minimum 
salary $6,500. Address replies to Box 2547, 
The Eastern Underwriter, 93 Nassau Street, 
New York 38. 











Cuba ,and the Philippine Is. 

Types of companies in the Association 
include 55.1%, or 144 members as being 
life companies; 32.2%, 84 are multiple 
line casualty companies; 12.3%, or 32 
companies sell accident and health poli- 
cies only; and 4%, or one is a reciprocal. 





ASK YOURSELF THIS 


“Why Am I Passing Up The B 


There’s an unprecedented ‘gold rush’ going on 
in the accident and health field. And it’s boom- 
ing and growing year after year. 


QUESTION: 





ig Money Field?” 


bat! The Combined program gives you more 
to sell... better ways to sell...a combination 


of accident, health, and hospitalization plans 
you'll be proud to sell! 


If you’re not among the agents and agency 


owners who are getting the big money being 
earned—now is the time to do something about it. 


The Combined Group of Companies offer you an 
outstanding program that’s geared to produce 
profitable volume business for you—right off the 


Combined Group of Companies 


W. CLEMENT STONE, PRESIDENT 


So why continue to pass up the big money? 
Find out how Combined, the ‘world’s second 


largest exclusive accident and health stock 


company’ can help you to immediate and con- 
tinuing success. Mail the coupon below—now 
for the Combined story. You’ll be glad you did. 
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MAIL 
THIS 


Combined Insurance Company of America, Chicago; 


Combined American Insurance Company, Dallas; 


Hearthstone Insurance Company of Massachusetts, Boston; 


First National Casualty Company, Wisconsin 





Combined Insurance Co. of America, Dept. 109 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please rush details on what the 
Combined program can do for me. 





COUPON Name 
N OW I Address. 
City. 


State 
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North American Life Unveils Policies 


During Golden 


North American Life celebrated its 
Golden Jubilee Anniversary September 
3-6 at the Edgewater Beach Hotel, Chi- 
cago. Leading agents and agency man- 
agers, with their Wives, attended from all 
of the company’s principal offices, which 
range from Newark to Honolulu. Climax 
of the celebration was the banquet held 
which was attended by 500 people. The 
principal speaker for the occasion was 
Frederic M. Peirce, managing director, 
Life Insurance Agency Management As- 
sociation, who took as his theme, “Your 
Golden Opportunity.” 

Prominent insurance figures who at- 
tended the celebration woe 4% Illinois 
Director of Insurance Joseph S. Gerber, 
and Lee N, Parker, administrative vice 
president ALC, both of whom delivered 





Jubilee Celebrations 


presided over by Ronald D. Rogers, 
CLU, agency vice president. A panel on 
“The Whole Company Is the Agency 


Department” was handled by Leslie O. 


Copeland, vice president-treasurer. Here 


the company’s principal officers and de- 
partment heads were heard from on how 


their respective departments are helping 


North American Life enjoy its tremen- 
dous acer 

A panel on “Quality Selling—Richer 
Rewards” had as moderator Gregory H. 
Ikeda, manager of the Hawaiian agency. 
Many of the North American Life field 
representatives who earned the National 
Quality Award were panel members. 
The panel was: Thomas H. Berry, man- 
ager, Topeka agency; Charles F. 
inson, manager, Northern Illinois agen- 
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At Left—lIllinois Director of Insurance Joseph S. Gerber speaking at North Amer- 


ican Life Golden Jubilee in Chicago. 


LIAMA Managing Director Frederic M. 


og Peirce seen with President Charles G. Ashbrook. 


interesting addresses. The theme of the 

North American’s big occasion w as per- 
haps best sounded by Ronald D. “Buck” 
Rogers, CLU, agency vice president, who 
referred to “achievement years, rather 
than calendar years.” 

The celebration was marked with a 
significant business session each morn- 
ing, followed by a round of scheduled 
and unscheduled fun activities each af- 
ternoon and evening. 

On the opening day of the program, 
September 4, Charles G. Ashbrook, presi- 
dent, presided, and welcome messages 
were heard from: Richard J. Daley, 
Mayor of Chicago; Paul McNamara, 
chairman of the board; Harvey E. Over- 
esch, Vice Admiral U SN, (Retd.), res- 
ident vice president. 

Lee N. Parker, administrative vice 
president, American Life Convention. 
iddressed the group on the topic of 
‘Anniversary and Commencement.” 


Leaders Show How 


On the first day, six members of the 
North American field force, who paid 
more than $1,000,000 in business in 
1956, spoke on “Million Dollar Sales 
Gems.” They showed the way that made 





them successful. On this panel were: 
Clark L. Alworth, Bert J. Kimura, Wal- 
ter S. Lentz, and William J. Tress, all 





of the Hawaiian Agency; and Alvin M. 
Chier, Home Protection Plan, Inc. and 
James J. Weiss, manager of Weiss 
Agency. 

Bert Kimura, who is a National Qual- 
ity Award winner in addition to MDRT 
gave three pointers: 1—Make up your 
mind to be one; 2—Definitize your work 
habits; 3—Always have a list of pros- 
pects. 

Arthur C. Rooney, vice president and 
general counsel of North American, ex 
plained how “The Law Can Help” the 
field representatives increase their pro- 
duction in the area of estate analysis 
and business insurance. ; 
_At luncheon, September 4, President 
Charles G. As hbrook, recounted the past 
achievements in the company and told 
what can be expected in the future in a 
stirring talk on “Why a Jubilee 2” 


Sessions on September 5 


The September 5 business session was 


Holliday, manager, Holli- 
Edward W. Voss and Don- 


cy; Robert 
day agency; 


ald J. Hoeller, manager and agent of the 
Voss agency; Frank L. Kneeland and 
Ace D. Loomis, co-managers of Knee- 


Michael T. Naka- 
Arthur F. 


land-Loomis agency; 
mura, Hawaiian agency; and 
Ruhl, Ohio Society. 

Mr. Voss urged that to achieve good 
persistency, “let’s spend more time con- 
vincing the client that he made a good 
buy.” 

Illinois Director of Insurance Joseph 
S. Gerber, addressed the special luncheon 
on September 5. At this luncheon mem- 
bers of the North American Life Quar- 
ter Century Club people who had 
been with A company for 25 years or 
more, were introduced. 

Mr. Gerber said: “The life and acci- 
dent and sickness industry is constantly 
developing better forms of coverage to 
the advantage of the American public. I 
view with extreme interest the North 
\merican Life leadership in many fields. 
It was one of the first companies to 
enter the juvenile market. It was one 
of the first to develop liberal non-medi- 
cal rules ($15,000 to age 35). It was 
one of the first to issue substandard life 
insurance and last year became one of 
the first to issue substandard accident 
and sickness insurance.” 


New Plans Introduced 


On the final day, September 6, mem- 
bers of the agency department staff pre- 
sented new ideas and new policies to the 
field force. Announcement was made of 
two new guaranteed renewable hospital 


policies with the privilege of adjusting 


premium by class. The hospital plans 
feature $50 or $100 deductible provision. 

North American Life’s Family Plan 
was introduced, 


term on mother, 


age differential; $1,000 term to age 21 
on each child with a conversion privilege 
of five 
21, without 
At the 


tember 5, 


medical examination. 
closing jubilee banquet, 


to outstanding agency managers and 
agents who led the field force in produc- 


Dick- 


which provides $5,000 
Ordinary life on the father, with double 
indemnity and waiver of premium; $1,000 
with double indemnity, 
adjusted up and down according to the 


times the base amount at age 


Sep- 
ps recognition was given 


10th Anniversary for 
Arnold Flegenheimer 


NEW YORK EXCESS LINE BROKER 


Has Built Up Following of Over 500 
Insurance Brokers; Specialist in 
Errors & Omissions Insurance 


Arnold J. Flegenheimer, excess and 
surplus line broker in New York City, 
observed his tenth anniversary in this 
specialized field on September 15. Start- 
ing from scratch in 1947 at a time when 
excess line business was limited to fire 
and allied lines and only a few brokers 
were licensed for excess, Mr. Flegen- 
heimer has made steady progress each 
year, has doubled his office space at 132 
Nassau Street where he is located, and 
now does business with over 500 insur- 
ance brokers. 

Errors and omissions insurance for 
insurance brokers was the springboard 
which launched Mr. Flegenheimer into 
the excess market on a full scale. Short- 
ly after he started he was invited by 
the Brooklyn Insurance Brokers Asso- 
ciation to draw up a Group E. & O. plan 
for its members. They told him frank- 
ly, “we have tried other outlets and 
cannot find a policy containing the terms 
and conditions we desire.” 

This was both a challenge and an op- 
portunity for Arnold Flegenheimer and 
he accepted it. After weeks of study 
and some setbacks he submitted a plan 
which, happily, met the requirements of 
the Brooklyn Brokers Association and 
its counscl, Henry Abrams. 

As an indication’of how this business 
has developed the Flegenheimer office 
now serves as errors and omissions ad- 
ministrator for three other broker asso- 
ciations — Greater New York Insurance 
Brokers’ Association, Bronx Insurance 
Brokers Association and Independent In- 
surance Brokers Association. They all 
have respect for his ability as an excess 
and surplus line broker. 


Insists on Risk Inspections 


In conducting his business Mr. Flegen- 
heimer has adhered strictly to time- 
tested concepts of successful insurance 
operation. He insists on risk inspections 
and careful underwriting of each line 
submitted. Thus, he is fair to both the 


tion during the 15-month jubilee quali- 
fication period for attendance. They 
were: James J. Weiss, manager, Weiss 
Agency, San Francisco, who was the 
leader in first year life insurance pre- 
miums; Gregory H. Ikeda, whose Ha- 
waiian agency had the most qualifiers, 
and which produced $250,000 in net new 
life insurance first year premiums; 
Alvin M. Chier, Home Protection’ Plan, 
Inc., who was the number two man 
in both life insurance and A. & S. in- 
surance; Lou H. Baxter and S. Robert 
Cooper, co-managers of the third rank- 
ing agency; Walter S. Lentz, Hawai- 
ian agency, number three in life insur- 
ance production. 

Ronald D. “Buck” Rogers, CLU, agen- 
cy vice president, summarized the meet- 
ing with a talk “Candles on the Cake,” 
which was illustrated by a large cake 
with 50 candles, each candle standing 
for an achievement by the company dur- 
ing its first 50 years. Mr. Rogers 
stressed that “achievement years rather 
than calendar years are what we should 
celebrate.” 

In the final “Aloha” 
tember 6, President Charles G. Ashbrook, 
closed the jubilee with the observa- 
tion that “the field force and the North 
American Life are on the threshold of 
the greatest era in all the company’s 
history.” 

The Eastern Underwriter issue of Au- 
gust 23 reviewed the history of North 
American Life. The company has made 
tremendous progress in 50 years under 
the successive leaderships of John H. 
McNamara, E. S. Ashbrook, Paul Mc- 
Namara (now board chairman) and 
Charles G. Ashbrook. During the first 
six months of 1957 there was a 28% 
increase over the record-breaking first 


half of 1956. 


luncheon, Sep- 











FLEGENHEIMER 


ARNOLD J. 


insured and the insurance carrier. His 
business, most of which comes from the 
smaller insurance broker, is placed in the 
best surplus markets with connections in 
Canada, London and Latin America be- 
sides his outlets in the United States. 
3earing out his point that the insur- 
ance broker must measure up to his re- 
sponsibility in taking care of his client's 
insurance needs, Mr. Flegenheimer calls 
attention to the recent jury verdict in 
a New York case where the plaintiffs 
(Kamen Scrap Products Co., Inc. and 


Globe Crayon Corp.) charged negli- 
gence on the part of the defendant 
broker. As a result of the broker’s fail- 


ure to exercise reasonable care in pro- 
tecting his clients’ interests, they lost, 
by reason of under-insurance, the sum 
of $143,700 on building and property and 
$1,781 on business interruption (when a 
fire occurred) or a total of $145,482. 

In this case the plaintiffs claimed 
that in carrying out their request for a 
reduction in insurance and in handling 
their account, the broker failed to ex- 
ercise the care that a reasonably prudent 
insurance broker would have exercised 
under the circumstances, and that the 
wrong policies were canc elled or reduced. 
Mr. Flegenheimer feels that this case 
forcibly emphasizes the need for insur- 
ance brokers to carry errors and omis- 
sions insurance. 


His Wife Is Officer of Firm 


Mr. Flegenheimer would be the first 
to give credit to his wife for much of 
his success to date. Following their 
marriage in 1950 Mrs. Flegenheimer 
worked with him in the office and ob- 
tained an insurance broker’s license. 
Their daughter, Jill, arrived four years 
ago and while Mrs. Flegenheimer cannot 
now be full time in the office she is 
secretary-treasurer of the firm — Arnold 
J. Flegenheimer, Inc. — and gives him 
her moral support at all times. 

Arnold’s father, the late Mouroe Fleg- 
enheimer, was an insurance broker for 
many years as well as an educator. He 
was head of the City College insurance 
department for evening classes. Arnold 
obtained his education in part at Uni- 
versity of Miami and City College, also 
being a graduate of New York Insur- 
ance Society’s agency and_ brokerage 
course, He has contributed various ar- 
ticles on the Excess and Surplus Line 
market to insurance trade papers, the 
first of which appeared in The Eastern 
Underwriter in 1950. 


LICENSED IN CALIFORNIA 

Certificates of authority to transact in- 
surance in California have been issued to 
General Life, Seattle, Wash., for life and 
disability insurance, and American Heri- 
tage Life, Jacksonville, Fla., for life and 
disability insurance. 

General Life is the newest member of 
the General of Seattle group. 
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The Aetna Fieldman 
Ils a Good Man to Know 


The Aetna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen always have worked in close cooperation with agents and brokers. 
Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen—which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 
The Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions on building a more profitable business. He is a good man to know. 


















Meet John E. Darling, Assistant Manager, Columbia, 
$. C. One of John’s chief current interests is Little League 
baseball—for the very good reason that his twelve-year-old 
son pitched the League’s only no-hit game in Columbia last 
season. John himself is always “in there pitching” for his 
agents and is widely known as a good man to have on an 
agency team. He is also a recognized authority on rating, 
having served from 1951 to 1954 on the Executive Com- 
mittee of the North Carolina Fire Insurance Rating Bureau 
and currently serving on the Advisory Committee of the 
South Carolina Inspection and Rating Bureau. 





AETNA INSURANCE COMPANY 





Meet John C. Johnson, State Agent, Norwalk, Conn. 
John’s career in insurance is the record of a young man who 
has gone places in a hurry—from underwriter to State 
Agent in eight years, with stops as Special Agent in Dallas, 
Houston, Hartford and Norwalk. He decided to enter in- 
surance while in college, and graduated from the University 
of Conn. as a B.S. in Business Administration and insurance 
major in 1949. He joined the Aetna the same year, and in 
1951 attended the Aetna Multiple Line School. He was 
promoted to State Agent last January. His hobbies are golf, 
woodworking and furniture refinishing. 


AETNA INSURANCE GROUP 


* THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY «+ STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 


Clinton £. Allen, President 


















































$1,665,000,000 


. . . And only five years to 
grow from a Billion to 142 
Billion dollars. TRULY AN 
OUTSTANDING RECORD 


OF PROGRESS. 


- « « Only eight years to grow 
from $500 Million to a Billion. 


$1,000,000,000 
It required 36 reach 
$500 Million cnr scth ri rae $700,000,000 
$500,000,000 
$300,000,000 


$100,000,000 
$837,200 








INSURANCE IN FORCE, 1907 - 1957 


With 
A Fifty Year Record 
of Successful Performance 


Jefforson Stondand Proudly Starta In 
Second Half-Centwuy of Sowice 


cllerson Standard & 


SS LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 


Represents The Represents The 
Jefferson Standard Jefferson Standard 
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